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Fifteen Cents a Copy One Dollar a Year 


In This Issue: 


EDITORIALS—The Situation Overseas—A Word of 
Seasonal Cheer—From a Business Standpoint+- 
More Rotten Politics 


New Sales Possibilities in Welding Apparatus 
Barr & Creelman Company Expands 

Interesting Meeting of Machine Tool Dealers 
Leather Belting Exchange’s Educational Sessions 
More Accounts That Belong in General Ledger 


G. W. Hafner 


Are You Willing to Learn? 


Frank Farrington 
Finney & Fuller Company Has New Home 





Brief on Behalf of Mill Supply Jobbers 
Fundamental Business Conditions Are Improved 
Sons to Carry On Father’s Business 

Philadelphia Jobber Is King of Salvage Men 
More Praise for Perpetual Inventory System 
New Products and Improvements of Interest 


General News From the Field (Six Pages) 


Published by The Crawford Publishing Co., 
Entered as second-class matter August 3d, 1917, at the post 537 So "De S icag 
office at Chicago, Illinois, under the act of March 3d, 1879. 537 South Dearborn Street, Chicago, Tl. 

















Force Feed Oilers Standardized for Stock 


HE “Genuine Detroit” Force Feed Oiler, Model JTS, 

has been so designed that it is universally adaptable 
to all types of steam engines, gas engines, pumps, air com- 
pressors, etc. 


Manufactured in 1, 2, 3 and 4 feed sizes, with shaft extend- 
ing through the oiler permitting it to be driven from either 
end and furnished complete with the necessary connections 
for easy and substantial installation. 


IN ADDITION TO BEING SUPERIOR IN APPEAR- 
ANCE AND FINISH THIS NEW AND BETTER 
FORCE FEED OILER EMBODIES NUMEROUS 
OTHER DISTINCTIVE FEATURES. Let us tell you 
about them. Write for Catalog No. 100 and prices. 





FOR small steam engines and pumps where a correspondingly small 
sized oiler is desired we offer the Model LS. 


This oiler is manufactured in one-feed, one quart capacity only and like 
the Model JTS finished in lustrous black enamel, furnished complete with 
all necéssary fittings for installing. 


THESE OILERS ARE, BECAUSE OF THEIR SUPERIOR FEA- 
TURES, READILY SOLD AND CARRY A HIGHLY SATISFAC- 
TORY PROFIT TO JOBBERS AND DEALERS IN MILL SUP- 
PLIES. 
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DETROIT LUBRICATOR (COMPANY. G 
- DETROIT, U.S. A. 




















GILBERT WOOD PULLEYS 





Design 
Material 
Workmanship 
Finish 
Reputation 
Service 


Sell 
Themselves 





SAGINAW MANUFACTURING COMPANY 
SAGINAW, MICHIGAN 
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The values of leather, rubber, balata, cotton 
and canvas belts compared— 


This booklet gives complete data of the re- 
sults of the tests made at the University of 
Cornell and the Mellon Institute of Industrial 
Research to determine the comparative 
values of the various types of belting by 
means of actual running tests. 


TO ee Oe 


Send for your copy 


This notable and much talked of little book- 
let should be read by every user of belting. 
It contains facts that you should know and 
that have a direct bearing on the economical 
use of belting by your company. 





A free copy is yours for the asking. 


Chicago Belting Company 
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Catalog No. 17 is not a mere listing and illustrating of various styles 
of brooms and brushes. It is a REAL SALES HELP, full of use- 
ful and valuable ideas that you can turn into profits. 


Catalog No. 17 suggests new avenues to business. It is a hand- 
some presentation of a line of industrial brooms and brushes that is 
absolutely complete. Every item in the line is high-quality mer- 
chandise, sold on our guarantee of satisfaction-or-money-refunded. 

If you are not handling our lines you are overlooking a source of 
big, steady profits. Let Catalog No. 17 help you select your initial 
stock. 


Mail a postal today for 
your copy of Catalog No. 17 


— Brush & Broom Mfg. Co. 


26 Brush Street, Indianapolis, Ind. 


CAPITAL Brushes Brooms 
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ALLL GUPPLUES 


“SATISFIED” 


That Is What You Will Say After Trying 


C. D. RAILROAD UNIONS 


The Unions With the Brass Valve Seated Disc 


NO GASKETS REQUIRED 
DURABLE, ECONOMICAL AND SAFE 


ILLINOIS MALLEABLE IRON Co., CHICAGO, ILL. 


Manufacturers of a Complete Line of MALLEABLE AND 
CAST IRON PIPE FITTINGS Write for Catalogue 














Made of Heavy Pattern Air 


Furnace Malleable Iron 















This mark is your 
File Insurance 













The Highest 
Grade File Made 


“The File You Will Eventually Use’’ 


DELTA FILE WORKS, PHILADELPHIA, PA., U. S. A. 








ARMSTRONG 


TOOL HOLDERS 


Leaders Now and For Twenty-five Years 
The Only Complete Tool Holder Line 


Often Imitated But Never Equaled 


OTHER TOOLS WE MAKE 
Drop Forged Wrenches, Chain Pipe Wrenches, Clamps, Ratchet Drills 


Have You a Catalog? 


Armstrong Bros. Tool Co. 
“The Tool Holder People’ 
305 N. Francisco Ave. Chicago, U. S. A. 
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“TOLEDO” POWER DRIVE 
IS A PROVEN NECESSITY 


Users of pipe threading and cutting tools are rapid- 
ly appreciating how the “‘Toledo”” Power Drive will 
save them both time and labor in operating their hand 
tools, and the demand for this remarkable drive is 
constantly increasing. 


Owners advise that they have paid for the Drive 
on one or two jobs, another that it has saved him 
$2,000 in labor in eight months, others that they 


would not do without it for twice the price paid for 
it, and one enthusiastic owner wrote us that the 
Drive ‘‘at first looked like a joke, but must admit 
it is the greatest labor saving device we have ever 
had for cutting and threading pipe.”’ 


The “Toledo” Power Drive offers you most un- 
usual sales possibilities, and we will be glad to send 
you circulars and further particulars so that you may 
post your salesmen and circularize your trade. 


THE TOLEDO PIPE THREADING 
MACHINE CO. TOLEDO, OHIO 


New York Office, 50 Church St. 

















What One Jobber Thinks of WIZARD 


smears. Coca : sie Mont Friction Clutch 











Spumiu-Commawisy Co,,, 





w ~ MANUFACTURERS & JOBBERS OF ~eweces 
wena Sycaeaanps; + Vbnasaaypay OO Se S ervice 


Richmond Belt Dressing Mfg. Company, 


Ragu oxi Nhy, to 


April 8, 1922. 


IN REPLY REFER TO 


Richmond, Virginia. 
Gent lemen: 
We have been handling Wizard Belt Dressing now for a 


period of eleven years, and consider it, without exception, the 
finest belt dressing on the market. At the time we began hand- 














ling Wizard we stocked several other brands, but the quality of We have a 24-page catalog in 
peer lag the increased business constantly coming to us on it which we show the complete 
a d e a ate 
tr le teak polka: Tia oe Say ee Sores Sees oe EDGEMONT line of Edgemont Friction 
PRODUCTS Clutches and Couplings, all of 
We have hundreds of satisfied customers, and Wizard thie 9 P ; stock i 
almost selle itself. Our repeat orders are regular from all cus- Friction which are kept - stock 
tomers and we are constantly securing new customers. Then, too, Clutches Dayton for quick delivery to 
our salesmen are enthusiastic about Wizard and they push it you or your customers. This 
oe ee Friction catalog will help you and your 
aaa customers in ordering clutches. 
Youre very truly - In addition to quick delivery 
. Countershafts of stock clutches and coup- 
SMITH-C TNEY CO. a 5 ° a 
_ " . Extended lings, we give our dealers spe- 
Fn 24 hacer Sleeve cial engineering service on un- 
, . . ° — Clutches . : a = 

WIZARD is strictly a jobbers’ proposition. On our — bap ge ee — 
experience with many of the best jobbers we have Cut-off yr oe - My cat “on 
based a plan, including the liberal use of free samples, Couplings 1 “y a ag uh ing ge om 
which absolutely guarantees sales. If you don’t sell Special for = onl “a — ; f the 

Wizard, ask us for an outline of this plan. Clutches wor Heel geie ti tig 7 © 

dg 4 
Engineering 
RICHMOND BELT DRESSING MFG. CO., Inc. ; 
Service 

lag THE EDGEMONT MACHINE CO. 








DAYTON, OHIO 








Another Jobber’s Letter Will Appear Next Month 
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Dan Stillson’s mark 
and what it means to you 


The name “Stillson” is no longer a safe guide for the man 
who buys wrenches. 


If Dan Stillson could see some of the so-called Stillson 


Wrenches of today he wouldn’t recognize his own inven- 
tion. 


The only genuine Stillson wrench is made by Walworth, 
and has been ever since one day in 1871, when Dan was 
called into the office from the machine shop to demon- 
strate his first model to the Walworth directors. 

The word “Stillson” stamped into the Walworth diamond 
trademark is a protection to both you and your customers. 
It’s your proof to them that they are getting the genuine. 
It’s the guarantee of Walworth quality. 

In all sizes, from 6 to 48 inches, with wood or steel 


handles. 








Walworth Mfg. Co. 


Boston New York Chicago 
Philadelphia Seattle Kewanee, IIl. 
Portland, Ore. 


WALWORTH 


Valves, Fittings:Tools for Steam.Water. Gas, Oil and Air 











Boston, Mass. 


Plants in Boston and Kewanee, IIl. | 
WALWORTH INTERNATIONAL CO. 
NEW YORK, Foreign Representative 
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The MARVEL Steel Hanger 


another reason for the superiority of 


The CHIC AGO Line 






One Third the Weight 
of Cast Iron 


Rigid, Light, Strong, 
Unbreakable 


Now-a-days the trade demands that every Power Transmission 


Dealer be able to supply a Steel Hanger Frame. 
In the MARVEL of The CHICAGO Line the Dealer finds a modern 


steel hanger frame that meets every requirement. 
The Dealer also finds a sound “‘resale’’ proposition. 


Write for complete information. 


Chicago Pulley & Shafting Co. 


Main Office: Factory: 
30 So. Clinton St., Menomonee Falls, 
Chicago, Ill. Wisconsin 








There is also a MARVEL Steel Countershaft Hanger 














When writing to Advertisers please mention M1Lt SupPpLigs. 











Ayr 


KWLL QUPPLUES 


Light Weight 
and Strength 

















“First 
in the 
Field” 







Grinders | 


Buffers 


For automobile tire re- 
pair work Clark Tire Grinder 
and Buffer will give longer 
and better service, and will 
prove its economy in a short 





time. 
The shaftis now equipped - 

with an extra pulley, fur- It was designed to meet the 
nishing a =~ air —_— exacting requirements of the 

pressor or driving other : is 
Ceachinery in the plant. automobile tire industry, and 
Write for complete catalog. . omg exclusive 
ark features. ynonymous. 
Jas. Clark, Jr. Electric Co. f =e 
INCORPORATED for 25 years, with long life 

Factories and Offices, Loulsville, Ky. and precision work. 


Those same two qualities which are so 







earnestly striven for by automobile man- — om, 

° oo 
ufacturers also decide the supremacy of ae 
a belt pulley. DRILLS 


AND 


GPINDERS 


Light weight to insure against friction 
and to effect economy in power trans- 





mission. 

Strength to transmit the very heaviest Our Belt Lacing Products 
loads and for durability. f, th D l 

“The Reeves’’ Wood Split Pulley is natal e ; eater 
about one-third the weight of a cast iron Mechanical Rawhide Lace Leather 


pulley of equal size; it is about one-half 
as heavy as a steel pulley. 


As for durability, many of the very 
first Reeves pulleys are still going strong 
—transmitting power year in and year 
out without apparent deterioration. And 
“The Reeves’’ Wood Split Pulley has 


been manufactured for thirty-five years. 





The highest grade belt lace made. 


Indian Tan Lace Leather 
Such Service Spells Satisfaction Genuine ‘“Indian-tanned” in sides and cut lace 


. . Round Rawhide “Safety” Lacing 
Sold exclusively thru 


alters onl dedlere The “‘rawhide wire’”’ belt lace 
Strong, Compact, Convenient and Safe 


REEVES PULLEY CO. Twisted Rawhide Pins (Peg Rawhide) 


iain tell Used with Clipper, a ao and Jackson 
sae Prague Sales Co. The Chicago Rawhide Mfg. Co. 
0. Clinton St. Catone, SS. 1301 Elston Ave. Chicago, Ill. 


Complete stock carried at our 


m. d d Paes. Branch—Lewis E. Tracy Co. 
Chicago branch for the immediate 137 5 127 Broad St., Boston 
service of our agents Mechanical Leathers, Ltd. 
8 79 Front Street East, Toronto, Canada 
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For 65 Years 


successful power users have been 
entrusting their transmission prob- 
lems to our engineers—for sixty- 
five years our equipment has 
continued to make good. 


Each year sees more and more of 
these careful buyers selecting their 
requirements from 


BASE PLATES 


OY Co. FLOOR STANDS 


PILLOW BLOCKS 
WALL BRACKETS 
ROPE SHEAVES 
LINE 


TIGHTENERS 


They know that every unit in the 
entire line is built to give the ut- 
most in service—that each individ- 
ual “Wood” appliance accom- 
plishes the purpose for which it is 
designed. 

Are you ever confronted with un- 
usual questions when figuring on 
the equipment for plants in your 
territory > 

In cases of this kind simply com- 
municate with our service depart- 
ment. 


T. B. Wood’s Sons Co. 


Chambersburg, Pa. 
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—"s SSSSS THE FIRST 
Belt Lacing Machine 

Within A Reach 

of Everybody 


strength over 100 pounds. 


Notice the hooks take a 
perfect staggered hold 
on the belt. 


The 

r: a popularity 

Combination Box contain- Be oun ft Hon — 

3 3 ax * i se is gro’ Tapia- 

ing assorted lacing for gen QS Sepsis 5 ly that we are Soodading it on 

every kind and thickness Beth Ee 4 oe : a very large basis. This increased 
of belt. Contains 1008 a ; 


hooks, laces 84 inches of = oct PROD uUCTION 
belt. db; pie is : has made it possible for us to reduce the 
Hs 3 price from $5.00 to $3.50. 


We supply the 
assorted box of 
belt lacing for. 
general use at 
$1.50, this to- 
gether with the 
vise tool makes a 
complete outfit at for- 
mer price of tool alone. 
Vise Tool fits any ordinary vise and 
has enough spring to hold it in place per- 
fectly at all times, and it is so constructed that 
both jaws must always close evenly together, mak- 
ing a perfect joint. 
In addition ~ yawn Fane et oe ee oe} 
a aa it is excellent for small shop use and at the price o' 50, 
Detroit Vise Tool used in an or- : : : ; : 
Ginary Vee Geese the heote many mechanics make it part of their personal equipment. 


into the belt on the same # DETROIT BELT LACER CO., Detroit, Mich. 


principle as the large - 
: : Bull Dog Lacer Co. of Canada, Ltd., Hamilton, Ont. 
clesing machine. The W. T. Nicholson Clipper Co., Ltd., Manchester, England. 




















ANNOUNCING 


‘*~DUPLEX”’ 


BRAND 
LEATHER BELTING 


Especially adapted for drives where STRENGTH, 
ADHESION and FLEXIBILITY are essential. 


Five Reasons why ‘‘DUPLEX”’ is better— 


Grips Pulleys Perfectly 

Unusually high Tensile Strength 

Extremely Pliable 

Solves Overloaded Drive Problems 

Unequalled for Drives exposed to Dust, Heat, Grit, etc. 





ZPvpr 


“The Mark of Quality” 


Write Today for Price and Sample. 


HIDE LEATHER & BELTING CO. 


—_— Leather Belt Manufacturers Since 1870 eo 
D 
EVANSVILLE INDIANAPOLIS NEW YORK 


= 





|e 
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LEAKPROOF GATE VALVES 


Split discs used in O-B Gate Valves 
compensate for any distortion in the 
system. A rolling action of the con- 
cave and convex surfaces of the disc 
parts makes an absolutely tight seat. 


O-B Gate Valves are substantial 
thruout. They are built to stand the 
hardest of service. 





You can build good will among your 


0-B No. 20 LINE customers by furnishing Leakproof 
Gate Valve 


Disc for O-B Gate Valves take care of any 
distortion in the system 


Valves. 


the Ohio Brass co. 


Mansfield, Ohi0,U.S.A. 


NEW YORK, 50 Church Street PHILADELPHIA, 710 Witherspoon Bldg CHICAGO, 343 So. Dearborn Street 
WM. P HORN CO.,. Pacific Coast Agents San Francisco Portland Seattle Los Angeles 
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American Injector Co. 


GEARS 


S MOOTH running; correct in design, 

accurate and true to pitch, Caldwell 
gears are bound to please you. We make 
all types — machine-molded, cut tooth, 
mortise gears, worm gears, etc. Learn 
more about Caldwell-Link-Belt Service. 


DETROIT MICH. 


HIVUVUUHNVUOLULLUONULALUUL LLU 





JONUNULUVIOUNDUUHAUUUVUUEESUUUUULUT UU 


i] 
| 


TUUUUAANAUUUUAAAUL ULLAL 


Get Our Prices 
Before Putting in 
Your Stock Order = H. W. CALDWELL & SON CO. _LINK-BELT Company, owner 


LLAMA LLU LLU LAU LL Dallas, Texas, 709 Main Street—Chicago, 17th Street and 
Western Ave.—New York, Woolworth Bldg. 


HUMIMINIULLNNLUUNGDT 






Let us figure with you next time you are 
in the market. 


HMINIUUCHIAULUUUINUAUIE 


Engineers’ 
Red Book 
Free for 
Asking 


CAVILIDW 15, LIL 
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How about that Catalog? 


You need it. Your customers want it. 
Your salesmen want it. Improving bus- 
iness conditions justify the investment. 


A good Mill Supply Catalog cannot 
be made overnight. From four to six 
months are required. You should place 
your order now for Spring delivery. 


THE COLUMN |<‘ UNIT CATALOG 


(wa J 
National Standard Size 




















is the catalog you should get out. It is distinctive 
and individual—not like every other catalog in 
your territory. You can select listings by columns 
instead of pages. Cuts and descriptive matter are 
kept together. Your customers don’t have to look 
all over a page for information concerning a single 
item. These are just afew high spots. Our mill 
supply man is anxious to show you others. 


When do you want to see him? 


WYNKOOP HALLENBECK CRAWFORD CO. 


“‘Printing Headquarters’’ 
Compilers and Printers of Mill Supply Catalogs 


THE COLUMN teat UNIT CATALOG 


National Standard Size 


80 LAFAYETTE STREET NEW YORK CITY 





qy 
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Ferry Bright-Finished, Heat-Treated Cap Screws 





Ferry Heat-Treatment 


Costs You No More 


Think of it—you pay no more for Ferry Heat-Treated Cap Screws 
than you do for ordinary screws. Then why experiment with 
Upset Screws that are not heat-treated? 


Ferry Heat-Treated Screws are not an experiment—they have 
been giving dependable service for years to those discriminating 
buyers of cap screws who demand the best in whatever they buy. 


Send for the Ferry Bright-Finished, Heat-Treated Cap Screw 
illustrated above—compare its superior quality and workmanship 
with other makes. Then let us quote you prices on your require- 
ments. 


“If It’s Upset, It Must Be Heat-Treated” 


The Ferry Cap & Set Screw Co., Cleveland, O. 








PROCESS SCREWS 


L 
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( The Flexatile Pledge 
for 1923 


The Richardson Company is definitely committed to 
this policy—designed to promote the best nterests of 
dealers who sell Flex-a-Tile, contractors and builders who 
use Flex-a-Tile, and home owners whom Flex-a-Tile 
serves: 

—That the trade mark ‘‘Richardson Product’ shall 
always mean roofing materials that are uniformly made, 
of carefully tested materials, by the most modern and 
economical methods by workmen trained only to pro- 
duce the best; 

—That Flex-a-Tile shall always be rightly priced to 
give to dealers their deserved profits, to builders the 
lowest possible cost for quality roofing, and to the public 
the utmost in value based on long life and service; 

—That the energy and resources of The Richardson 
organization, backed by a strong merchandising program, 
shall be directed toward broader distribution and an in- 
creased public demand for Flex-a-Tile in 1923. 


To this task The Richardson Company brings more 
than 50 years of manufacturing experience, a complete 
line of products of unquestioned quality, the plant 
capacity of three modern and fully equipped factories, 
and the ability and determination of a large and highly 
trained field organization. 

The Richardson Company realizes that its future 
growth and continued success depend upon the measure 
to which we fulfill this pledge—which demands only the 
continuation of the policy upon which this institution 
was founded and has always been operated. 


ke RICHARDSON COMPANY 





The Richardson plant at Lockland, (Cincinnati), Ohio 
Other factories at Melrose Park (Chicago), Illinois, and New Orleans, La. 
Quarries at Flex-a-Tile, Georgia. 
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New Eveready Welding Outtit 


For Garages, Repair Shops, Blacksmiths and Sheet 
Metal Workers Generally 





A small, compact, lightweight welding outfit, a new member of the 
famous EVEREADY family, made by the largest makers of oxy- 
acetylene apparatus in the world. 


What the Outfit Is: 


Eveready H-2 Welding Blowpipe; 7 tips and lighter 
V-17 Oxygen Regulator, 60 lb. gauge. 
V-15 Acetylene Regulator, 15 lb. gauge. 
Necessary Hose and Wrenches 
Instruction Book, Spectacles P 
Assortment of Welding Supplies 7 
One Decarbonizing Blowpipe. 7 













Plenty of space for overalls, gauntlets, etc. 


And Note that Price, $53.50 AS Sey 


SOLD BY ACTIVE JOBBERS EVERYWHERE 





Oxweld Acetylene Co. 


; ; / ws 
Newark, N.J., Chicago, San Francisco F &> Td vc ae’ 
< 






World’s’ Largest Manufacturers of Aad OL” of xy ot i ae 

Welding and Cutting Apparatus f RP > ps oS 
° MP ae Se er ae OR ge 

and Supplies. VY SY: @ 
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¥ OR over a quarter of a century, we 
, r : 
have manufactured asbestos  prod- 
ucts. Beginning with a modest fac- 
tory, our organization and plants have 
grown and expanded with the increasing 
demand for our merchandise. Today, we 
es) are the laryest makers of asbestos textiles 
| in America. The experience, knowledge 
| 7 and skill back of GARCO Asbestos Prod- 
3 ucts brings to the user, better merchan- 
i dise, satisfactory service and genuine 
j i economy. ss 
’ Asbestos Products 4 
t 2 
f Packings High, Low and Medium ied 
' : 8 Pressure Sheet Packings i 
‘ 4 Locomotive Throttle and Gaskets and Gasketing ee 
: Alir Pump Packings Material a 
] High Pressure Piston Asbestos Wick and Rope N 
f Packings . ts 
j +] Valve Pt Packing Electric Heater Cord 3 
Medium and Low Pressur Asbestos Textiles & 
t q Packings Cloth Yarn Cord 3 
| | Perfect Valve Rings Carded Fibré : 
' Flax Packings Braided Tubing . 
i 
+ 
: General Asbestos & Rubber Co. 
Main Offices and Factories: Ff 
Charleston, S. C. a 
Branches ; 
New York, 296 Broadway; Chicago, 14 North y 4 
i Franklin St.; Pittsburgh, 311 Water St. ~~ F 
A e 5 
i r a 
iE OE me Fa ® , 
t > 
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Condensed 
CATALOG No. 43 


presenting 


_MEDART- 


Turned and Polished Steel 
Shafting 
Shaft Couplings 
Safety Set Collars 
Standard Drop Hangers 
Universal Hangers 
Single Brace Hangers 
Open Post Hangers 
Bracket Hangers 
Rigid Hangers 
Journal Boxes 
Pillow Blocks 
Base Plates 
Floor Stands 
Floor and Step Boxes 
Angle Bearings 
Take Ups 
Mule Stands 
Friction Clutches 
Gearing 
Steel Rim Pulleys 
Wood Split Pulleys 
Cast Iron Pulleys 
“Hercules” Heavy Duty 
Pulleys 
Fly Wheels 
Hoisting Sheaves 
Rope Sheaves 
Rope Drives 
Drums 
and so on 


CTOB 
GTH 


N October 16th we distributed our new condensed 

catalog No. 43. You should find a copy in your 

office files. But, if not, make request for your copy 
today. 








This catalog illustrates construction details, line 
drawings, dimensions and price lists of Medart Line 
Shafting Equipment. It will be useful to superin- 
tendents, purchasing agents, owners, managers and 
master mechanics of power plants, as well as to de- 
signers and draftsmen who plan power transmission 
installations; likewise to dealers and salesmen of 
transmitting machinery. 





Everything in 
Line Shafting Equipment 


The Medart line embraces everything required in the 
mechanical transmission of power—Medart is the 
only organization in the world exclusively producing 
line shafting equipment in its entirety and its contin- 
uous expansion since 1879 indicates definitely the 
high standard of excellence to which every Medart 
product must conform. 


Get Catalog No. 43 


Write today for our new catalog No. 43. We will 
cheerfully give you engineering advice, as well as 
costs, on line shafting equipment and kindred in- 
stallations. Send your specifications for our Engi- 
neers’ estimate. 


THE MEDART COMPANY 
'_. (Formerly Medart Patent Pulley Co.) 
General Office and Works: St. Louis, U. S. A. 
Office and Warehouse: Cincinnati. Offices: Chicago and Philadelphia 
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“Engineer’s Favorite’ Flue Cleaner “Favorite” Flue Blower 


“Sherwood” Screw “Hart” Oil Pump “Buffalo” Glass Body 





“Sherwood” 
Grease Cup 


‘“Felthousen”’ Glass 
Body Hand Cylinder 


Gravity 
O:1 Cup 


“Niagara” 
Plain 
Grease Cup 


Sight-Feed 
Oil-Cup 





Feed Grease Cup Cylinder Oil Pump 


Sherwood Line Brings 
Business To Jobbers 


Once the engineers in your locality know that 
you are headquarters for Sherwood Engineering 
Specialties, you are assured a steady volume of 
business. 


It’s because many engineers have been using 
Sherwood Products for more than a quarter 
century that these power plant men are thor- 
oughly “sold” on the Sherwood line. 


And with the Sherwood Manufacturing Com- 
pany cooperating with jobbers by extensive trade 
paper and direct-by-mail advertising, jobbers are 
enabled to take advantage of sales assistance 
that increases their profits. 


If you are not handling the Sherwood line, we 
will gladly tell you why we believe it will be to 
your advantage to centralize your sales efforts 
on Sherwood Engineering Specialties. 


SHERWOOD MANUFACTURING COMPANY 


BRASS FOUNDERS AND FINISHERS 
Sole Manufacturers of Sherwood Engineering Specialties 


BUFFALO, N. Y. 


ENGINEERING-SPECIALTIES 





“Eagle’’ Ejector 


““Sherwood”’ 
Double Tube Injector 


Oveerion 


“‘Buffalo”’ Automatic 
Injector 


*“‘Felthousen’’ Hand Oil 
ump 
Capacities, \4 to 3 pints, 
brass or glass body 


Have you received a copy 
of the Sherwood Book? 
It is well worth reading. It 
describes all Sherwood 
products including inject- 
ors, ejectors, oil pumps, 
flue cleaners—a complete 
line of power plant equip- 
ment ranging from fusi- 
ble plugs to grease cups. 
Write your name and ad- 
dress on the margin of 
this page. Forward it to 
us, and we will send the 
Sherwood Book to you 
by return mail. 
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REAMERS 


To justify their association with the Whitman & Barnes 
drills, Whitman & Barnes reamers must measure up 
to extraordinary requirements in the way of enduring 
quality. 

In every possible respect these Whitman & Barnes 
reamers are worthy of their relationship to Whitman & 

Jarnes drills which hold world’s records, and which have 
established entirely new standards in drilling production. 


Manufacturers who have once experienced the amazing 
efficiency of either Whitman & Barnes drills or reamers, 
insist upon being continuously supplied with both. 
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Holt GATERPILER Tractors 


Pat 


INpicatiIvE of general production 
efliciency these cylinders are drilled 
and handled from floor to floor in 
1's min. The prime factor in this 
notable rapidity of production is the 
Hercules 34-inch drill used. 


Casr steel track links, for Holt Tractor, are 
S. A. EE. 1235, 214 inches thick. By the use of 
Whitman & Barnes high speed, three groove, one 
and three-eighths and two and seven-sixteenths 
drills, a production of 20 pieces an hour is main- 
tained, re-grinding drills but once each day. 


Hk astonishing power and rugged durability of the Holt 
caterpillar tractor have long since attracted the attention 
of the whole world. 

It is no slight distinction in itself to be identified as an 
important element in the production of this great machine. 

It is an even greater distinction to be regarded as a produc- 
tion asset, and the basis of a substantial dollars and cents 
saving. 

Whitman & Barnes are naturally well pleased that they are 
able so successfully to serve this distinguished company. 

Here again is an occasion where Whitman & Barnes techni- 
cal service is rendered with marked advantage, and where 
Whitman & Barnes drills and reamers perform with superior 
efliciency. 

The same close co-operation that lowers shop costs for Holt, 
is available to every twist drill user. 

“W & BY’ Warehouses 
64 Reade Street, New York City 
565 W. Washington St., Chicago, Ll. 
139 Queen Victoria St., London, E. C. 4 


hitman & Barne 


AKRON, OHIO 
Manufacturers of TWIST DRILLS AND REAMERS Exclusively 
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STANDARD WASTE PRACTI 
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The heavy black portions pA 
in the diagrams represent STEWART SAVING 
waste material. Note the great 
reduction of waste ie the 13- 6 Z 
inch Stewart Stick. Note par- = . 
ticularly that there is no Section — z 
machine waste, as all bars Finished product 2" pape 0D. x/3 “long Weight 7.8/ /bs- 


and bushings are finished all SO¢ per ib. 


over, whether solid or cored /----6 Bushing 
Receiving i. Bushing 25} 7.06 % Waste 


Saving 47.4% of the Waste 
in Stick Bronze —& 


The diagram abeve shows how the Stewart Manufacturing Corr ora- 
“Remarkable tion has cut down the waste of 55% in ordinary 12 in. stick bronze to 
Performance 7.6% in Stewart Bearing Metal sticks. 


, ’ This saving of 47.4% is due to two things: Stewart bushings are 
2cent tests, Stewart . . ° ° 
Dating Wicted tee proved ine finished all over, and are made in 316 sizes to suit nearly all standard 


abilityto stand up undersevere 


ee ae requirements. They are made in 13 in. lengths instead of 12 in. lengths. 


markable degree. Practically all bearings are 2 in. or 3 in. long—or multiples of these figures. 
a aie The extra inch in Stewart Bushings gives ample room for chucking and 
brasses made of Stewart metal tool clearance as the diagram shows. This big saving in material is in 
delivered as much as 500°, me ; f ° ° ° 
more service than standard addition to the wonderful properties of this new copper-lead bearing 
Eractier: metal which can be melted and remelted time and again. 
In the Pittsburgh district, : , 
Stewart Bearings have run Stewart Bearing Metal, tests prove, will not score shafts or burn out up to 1000° tem- 


now for three months in rail peratures. At 600° F, when ordinary babbit has burned out, it sweats lead and lubricates 

ned Prete A wns ccaon itself. Its melting point is 1700°. Made in four degrees of hardness to suit all operations and 

from two hours to two weeks. requirements. “B, °C", “D” and “E”, the latter for extra heavy service. The uniformity 
Apparently, burned out of Stewart Bearing Metal is one of its strongest features. 

bearings and scored shafts are 

practically impossible where 

Stewart Bearing Metal is used. 











Distributors and Jobbers—tIn a few territories we desire 
to appoint distributors. Jobbers should investigate Stewart Stick Bronce 


Engineers who are in- inimediately, for it offers wonderful possibilities. | Write direct to the 
terested in having a test 
on Stewart Bearing . 
Metal in their own STEWART MANUFACTURING CORPORATION 
plants should communi- . : z 
cate at once with our 4504-92 Fullerton Avenue Chicago, Illinois 
Engineering and Serv- 3 i 5 
ice Departments. Or communicate with our nearest factory representative: 
L. RUPRECHT A. C. OLFS C. W. ROOT 
30 Church Street 7321 Woodward Avenue 57 Erie Street 
New York, N. Y. Detroit, Mich. Milwaukee, Wis. 
J. FRANK LANING & CO. E. P. GRISMER 
327 First Avenue Caxton Bldg., 800 Huron Rd. 
Pittsburgh, Pa. Cleveland, Ohio 


KBearin 
Metal 























When writing to Advertisers please mention Mitt Supp ies, 

















al 
hi 
ul 
tt 
a 
NATIONAL : 

WORKS, 
at McKeesport, Penn- t 
sylvania,oneoftheeleven jaa; , ti 

plants of National Tube Company, eas * 

recently observed its fiftieth birthday. This works [ae Ses ‘ ra 
had its inception in East Boston, Mass., in 1868,so that J Bo : 

the history of ““ NATIONAL” Pipe now spans 54 years of 
active Pipe Progress. 0 
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@ 50 YEARS’ EXISTENCE 


Officials and Men Observe An- Plant Observes Fiftieth 
niversary of McKeesport Ei odeaelen Reig tes erg h 
Company. 


Anniversary 


VETERANS STILL ON JOB 


National Tube ¢ 10. Fifty Years at i MecRcenport | 


irgest Pipe Millim the World Has Had In 
farked by Progressiz 


« Mar ent and Succ 


September 21, 1922 


National Tube Observes 8 


Fiftieth Anniversa ey 


The hitieth anniversary of the mak- 
1 of e by the National Tube Co, 
McKeesport, Pa., was celebrated Sept 
13 by officials of the company a 
veteran employes. Men who 


frst pipe are liv 
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of Pipe Progress 








FTER FIFTY YEARS existence—whether it is a man’s personal life, a great political 
A movement, a notable industry or invention, this seems a natural point at which to 
stand and look back over the accomplishments and failures of the half century, 

and to balance the realization of today against the struggles of the passing years. 


From a modest beginning in 1872, with a small plant and a few acres of ground, the 
history of National Works of National Tube Company has been one of continual progress, 
until today it stands unrivaled in its position of leadership among plants manufacturing | 
tubular goods. Keeping abreast of the times, keeping faith with the consumer, and with | 
a desire to serve in an ever-increasing measure, is the keystone upon which the progress _ | 


: 


and growth of the plant has been made. 
This anniversary has 


attracted editorial attention throughout the country, and as 


typical of such the following is quoted from the Journal of Commerce, Philadelphia, Sep- 


tember 30, 1922 


‘*When one glances back over the pages of manufacturing and 
commercial pursuit during the past half century he will find 
much to interest him in the origin and inception of the leading 
concerns of the present day, for the onward and upward career 
of these enterprises in the majority of instances is merely the 
substantial fruit of success which usually comes to reward in- 
telligent and energetic effort, no matter in what direction or in 
what capacity it may be applied. 


Tracing the history of prominent and old established Pennsyl- 
vania enterprises it will be found that there is probably none 
which enjoys a wider prestige and reputation in its special line 
of activity than the National Works of National Tube Com- 
pany located at McKeesport, Pa., which a few days ago had 
the pleasure and satisfaction of celebrating the 50th anniversary 
of its founding. It is one of the oldest concerns of the country 
and has developed to its present large proportions from a small 
beginning, but its growth and expansion have been consistent 


firm will be found in the fact that its management has always 
proven it is fully in touch with the progress and trend of the 
times, studiously striving to place upon the market a line of 
products that would sell themselves through the efforts of their 
own merits and qualities. 


The people of McKeesport are naturally proud of the past re- 
cord, present stability and future promise of the city’s repre- 
sentative commercial and manufacturing enterprises; proud of 
that integrity of business dealing and consistency of energy of 
purpose which successfully meet the commercial rivalry and 
competition, because of known quality of product and reliability 
of service; proud of that up-to-date spirit of effort and endeavor 
which makes the success of the past the foundation upon which 
to build and plan for still greater achievements in the future, 

and in all of these essentials the National Tube Company is 
typical of that commercial energy and enterprise which won for 
the United States a position of leadership among the nations of 


and gainful. The real secret of the continued success of the the world.’ 





© The Pipe that for more than fifty years has been 


The Recognized Standard 
of Wrought Pipe Quality 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 


General Sales Offices: Frick Building. 
DISTRICT SALES OFFIC 

Boston Denver Detroit New Orl New ¥ Salt Lake Ci Ph 

PACIFIO COAST REPRESENTATIVES: U. 8. tel P aes Coonan Sen Francisco py wrk: < mooie 

ae abs ______.__ EXPORT REPRESENTATIVES: v. 8. Steel Pr Products ‘Company New York Cl City 
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MILL GUPPLIES 


If You Want 
An Odd Size Pulley Quick 











write or wire 


THE OHIO VALLEY PULLEY WORKS, Inc. 


MAYSVILLE, KENTUCKY 





Within twenty-four to forty-eight hours it 
will be in 
the hands of the transportation company 











Especially the White Star Valve 


CONTROLS ALL LINES ABSOLUTELY 


WHITE STAR GATE VALVES 


Iron Body—Bronze Mounted—Rising Stem 
Discs and seats of non-corrosive White 


“POWELLIUM NICKEL” 


Steam working pressure up to 150 and 250 Ibs. 


DEPENDABLE SINCE 1846 





Order from your dealer 
Write us for circular 


The Wm. Powell Co. 


CINCINNATI, O. 
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“the journal of quality ”’ 
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THE SITUATION OVERSEAS 


The man who has definite ideas and a con- 
structive plan of action covering the foreign sit- 
uation in all its complicated phases is more than 
a wonder —he simply stands as a freak. The 
remaking of the map in Kurope was serious 
enough at the beginning, with a fair prospect of 
making the new boundary lines permanent, but 
the collapse of so many national currencies is 
working out disastrously, not only for the na- 
tionals directly involved, but also for the world’s 
exchanges. 

The financial situation in Germany, Russia, 
Austria and Poland particularly, and in France, 
Italy and the Netherlands, for a time held the 
center of the stage overseas, but has recently been 
pushed into the background by the erushing de- 
feat of the Greeks by the Turks and the resultant 
insolent and dominating attitude of the Turks, 
led by Mustapha Kemal. 

To the average American the Turk is the ‘‘un- 
speakable Turk’’ of Gladstone’s painting, and 
most of us have demanded that he be thrown out 
of Kurope, without knowing or thinking very 
much how the feat was to be accomplished, or 
whether or not it could be accomplished. England 
is charged with financing and generally support- 
ing the Greeks in their recent war on the Turks. 


The crushing defeat of the Greek armies is now 
history, but the far-reaching effects of that defeat 
have just begun to be felt. Of all the peoples on 
earth, the Turk hates the Greek with an intensity 
that is not fairly understood. The Greek ad- 
vance aroused the national spirit of every Turk, 
regardless of previous party lines, until today 
they are of one mind, and that one mind demands 
the control of Constantinople and consequently 
the Dardanelles. 

Major-General Sir Charles Townshend, the 
hero of Kut-El-Amara, declares that Kemal today 
has an army that, in morale, efficiency and equip- 
ment, is not surpassed by any body of troops in 
the world, and is only demanding what he knows 
he can secure if pushed to the limit. General 
Townshend, after more than a score of years 
spent among the Turks, knows them as well as 
any man living, and declares that war with the 
Angora government means a holy war, backed by 
untold millions of Mohammedans in Egypt and 
India, as well as the powerful and unscrupulous 
forees of the soviet in Russia. He further states 
that the Turks distrust the soviet and, above all 
things covet the support of England and France, 
and realize fully the horrors of a holy war, which 
will only be inaugurated as a last resort. 

European intrigue and avarice have thus 
brought civilization to a point where another 
world war threatens, a situation declared and be- 
lieved to be utterly impossible for at least half a 
century, dating from the armistice in 1918. The 
Lloyd George government was blamed for foment- 
ing this erisis, and fell. The veterans of the late 
war in Italy, uneasy over the weakness of their 
government in the Turkish erisis, and lack of con- 
trol of Italian radicals, seized the reins of govern- 
ment and pushed Mussolini into the premiership. 
As head of the Fascisti, he is dictating to king 
and parliament in no uncertain terms, the result 
of an almost bloodless revolution. He likewise 


talks in no uneertain terms to England and 
France, and despite all this, displays far less 


arrogance and appreciably less radicalism than 
could be expected from his utterances before he 
reached his present high estate. There is good 
ground for belief that his shirt-sleeve diplomacy 
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will have a stabilizing and tranquilizing influence 
on all the overseas governments. Whether the 
warfare of the Turk, the Bulgarian, the Greek 
or the Russian soviet is the more atrocious is 
beside the question, but a holy war is unthinkable. 





A WORD OF SEASONAL CHEER 

The year 1922 is about to pass into history. In 
a few short weeks we will be displacing the old 
calendars with new ones and framing the resolu- 
tions which mark the arrival of the new year. To 
the mill supply industry this has been a period 
worthy of serious study, because it has been 
marked by features not common to the normal 
business year. The first half of the year wit- 
nessed the arrival at the low point in the worst 
commodity depression in our history. The last 
half has witnessed the long looked for upward 
climb. The vear.closes with black again coming 
into its own on the ledgers where at the begin- 
ning of the vear red had been. in the ascendency. 
Readjustment is for the most part complete. On 
the whole, the mill supply trade emerges from.the 
current vear with faith and optimism again 
triumphant. 

While there are a few threatening clouds on the 
business horizon, chief of which, perhaps, is the 
inequalities in price levels between wage earners 
and farmers, the outlook, we are told by those 
who have made a study of conditions, is very 
favorable for the coming year. Figures compiled 
by associations show that the cost of doing busi- 
ness is lower than it has been for some months, 
with every indication of still lower costs as the 
volume of business increases. This is a happy 
consideration for all jobbers. 

There have been no serious failures in the mill 
supply trade during the vear. All of the old line 
jobbing houses have weathered the storm in splen- 
did shape and many have expanded their busi- 
ness. The vounger housés, too, have been set in 
better order, as is evidenced by the number of 
comparatively new companies which have re- 
ported increases in capital and the aequisition of 
new business homes. 

Features which have proved of great adver- 
tising value during the year included several mill 
supply house expositions at which manufacturers 
cooperated with jobbers in letting customers and 
prospects of the jobbing houses realize the service 
which a jobber is prepared to render to the indus- 
trial community. The advantage which has 
acerued will be understood best by those jobbers 
who held such expositions. 

The associations, too, have been busy, and while 
the attendance at the annual conventions was 
rather below that of normal years, the dissemina- 
tion of information to members and the gathering 
of material of interest to jobbers has proved the 
value of such organizations. It is encouraging to 


know that the coming year will witness a return 
to the triple convention. 

During the year the mill supply industry has 
given hearty support to the government program 
of standardization of industries. Already several 
prominent manufacturers of products which are 
regular stock items in mill supply houses have 
announced reductions of their lines. The prog- 
ress already made to simplify American indus- 
tries is heartening and a continuation of the work 
should find further support from all mill supply 
men. To do away with the thousand and more 
items which are in little demand and without 
which there will be little inconvenience, if ans 
means more profit all around on the fast moving 
stock, beeause it will do away with the heavy 
overhead of carrying the little used items on the 
shelves and in the storehouses. 

There has been growing interest during the year 
in modern methods of accounting. The adoption 
of perpetual inventory systems has been a dis- 
tinct step forward towards more efficient business 
administration. The mill supply jobber who does 
not now employ some such system of keeping 
constant guard over his stocks is not taking advan- 
tage of his opportunities. He should not close 
his vear without resolving to install such a system 
for the new year. 

Retrospection as has been said before in these 
columns is a source of good for all mill supp 
jobbers. There is no better time for this than at 
the close of this year. Study yourselves, your 
employees, your competitor and his methods, your 
customers and your prospects. See what you 
have done that has brought you more business 
during the year. Consider what your competitor 
has done that has brought him more business. 
Look over your sales force to see how it can be 
strengthened. Look over your stock and study the 
figures on your year’s turnover. Be ready to 
maintain the best of all of your forces for your 
next year’s attack and to aequire new strength 
to reinforce them. 

During the year 1922, ‘‘Mitt Suppries’’ has 
tried diligently to serve the best interests of the 
mill supply trade. If we have failed in any way, 
it has not been through any lack of interest on our 
part. The support which has been accorded by 
manufacturers and jobbers alike has been encour- 
aging. It lends additional sincerity to our desire 
to take this opportunity to extend to the mill 
supply trade our heartiest greeting of the season. 
To you all we say: ‘‘A Merry Christmas and a 
Happy New Year.’’ 





FROM A BUSINESS STANDPOINT 


The mill supply jobbers of this country, accord- 
ing to the best available estimates, sell upwards 
of two billion dollars worth of manufactured prod- 
ucts annually. They constitute an important 
factor in the business life of the nation. The 
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manufacturers of the products sold by these job- 
bers constitute another important factor in this 
life. Both are prominent contributors to the 
financial resources of the United States. They 
are, therefore, very much interested in legislation 
that affects the national security. The ship 
subsidy bill, brought forcibly to the attention of 
congress by President Harding’s recent message, 
is of this character and merits study on the part 
of all mill supply men. The outlook for the early 
passage of the subsidy is not entirely encouraging, 
and yet those who have read the President’s 
message from an impartial viewpoint cannot but 
feel that his views warrant support for this 
government aid. 

The President very plainly stresses the neces- 
sity of a subsidy on the very strong grounds of 
good business. He shows by figures that the 
present method of operation of our government 
owned merchant marine is costing upwards of 
fifty million dollars a year, even after every 
conceivable thing has been done to eut the expen- 
ditures toaminimum. Yet the subsidy would cost 
but half this and would give us more 
assurance of a permanently healthy merchant 
marine. 


sul 


It is well for American business men to reflect 
on some of the statements of their chief executive. 
The war, he tells us, left the United States with 
15,200,000 gross tonnage in ships. The seray i 
of the wooden fleet reduced this figure by a million 
tons. More than half of the remaining tonnage is 
government owned and approximately 2,250,000 
tons are under government operation in one form 
or another. This present tonnage three 
billion dollars. Yet with this enormous tonnage, 
the net loss of operation to the government 
averaged approximately sixteen million dollars a 
month until the recent reorganization of the ship- 
ping board. Even now it averages over four 
million dollars a month and this expenditure 
accomplishes nothing constructive. Ships are 
Wearing out without any provision for replace- 
ment. 


eost 


‘“Waiving every inspiration which lies in a 
constructive plan for maintaining our flag on the 
commercial highways of the seas, waiving the 
prudence in safeguarding against another three 
billion dollar madness if war ever again impels, 
we have the unavoidable task of wiping out a fifty 
million dollar annual loss in operation and losses 
aggregating many hundreds of millions in worn 
out, sacrificed, or serapped shipping.’ 

Any unprejudiced American must feel that the 
policy of government ownership of the merchant 
marine is not conducive to suecess. He must also 
feel that it would be poor business to lose forever 
the advantage which the possession of a great 
merchant marine gives us in carrying on our 
commerce. Why then is it not good business to 
maintain our marine, increase our commercial 


advantages and at the same time save fifty per 
cent of the present annual losses? 

The President offsets any attack on the part 
of those who would decry the subsidy on the 
ground of aiding ‘‘special interests’’ by showing 
that the proposed legislation would forestall’ 
plundering of the national treasury by private 
shipowners. The proposal is that ‘shipping lines 
receiving government aid must have their actual 
investment and their operating expenses audited 
by the government, that government aid will only 
be paid until the shipping enterprise earns ten per 
cent on actual capital employed, and that imme- 
diately, when more than ten per cent earning is 
reached, half of the excess earning must be applied 
to the repayment of the government aid which 
has been previously advanced. Thus the possible 
earnings are limited to a very reasonable amount 
if capital is to be risked and management is to be 
attracted. If success attends, as we hope it will, 
the government outlay is returned, the inspiration 
of opportunity to earn remains, and American 
transportation by sea is established.’’ 

Kor those who dislike the sound of the word, 
subsidy, it is pointed out that assistance rendered 
in establishing our flag on the seas is no different 
in principle than is a tariff protection to industry, 
large government appropriations for good roads 
to assist domestic commerce, or the annual outlays 
to improve inland waterways. It is no different 
than the post-war relief to farming interests, nor 
is there any essential difference between it and 
the expenditures for irrigation and reclamation 
projects. 





MORE ROTTEN POLITICS 

KNvery honest American citizen should protest 
against the outrageous ruling of the internal 
revenue department by which five so-called real 
estate experts in the city of Chicago are exempted 
from the necessity of paying income taxes on fees 
of a couple of million dollars. It is another one 
of those iniquities of our system of government 
by which favored politicians escape from the 
burden of taxation which falls so heavily on the 
tax-payers. Without mincing words, the situation 
is a rotten one. 

Briefly, the facts in the case are as follows: 
The city of Chicago, through its administration, 
earried out a stupendous project of street im- 
provements which included the widening of some 
of the city’s main thoroughfares with consequent 
condemnation of land and buildings along the 
routes widened. In determining settlement figures 
for the property taken over, the administration 
enlisted the services of several administration 
favorites. Five of these men received in one year 
as fees for services a total of $2,835,618. 

The revenue officials held that these fees were 
legally subject to the payment of income taxes, 
but recently a reversal of this ruling held that the 
‘‘experts’? were exempt from these taxes. 
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New Sales Possibilities in Welding Apparatus 


Evolution of Central Welding Shop as Integral Part of All Industrial 
Plants Pointed Out to Dealers and Salesmen of Oxy-Acetylene Products 


The wide field of industry in which oxy-acetylene 
welding and cutting apparatus plays an important part 
offers splendid opportunities for increased sales by mill 
supply jobbers who stock this line. Research work, 
which has been carried on for several years by large 
industrial corporations interested in the development of 
the welding industry, shows that there is an ever increas- 
ing diversity of welding work being done throughout this 
country. The prospects are that the increase will 
continue. 

The tendency today in mill supply houses is to have 
several specialty men trained to push specialties. Inves- 
tigation among jobbers shows that welding equipment is 
becoming more and more an item that can be classified 
as regular stock. It is, moreover, one of those items 
which may be called a specialty. However, if the average 
mill supply salesman would familiarize himself with the 
industrial uses to which welding apparatus is now 
applied, it is safe to say that he would be able to add to 
his sales record. 

One of the largest manufacturers of welding gas 
recently has been putting forth strong efforts to bring 
to the attention of its own organization the possibilities 
of its line. It has been doing this by publishing articles 
describing specific applications of its products in indus- 
tries. These articles are real tips for any salesman and 
while space prevents republishing them in full, one of 
these tips may offer an idea for mill supply salesmen who 
desire to increase their efforts along these lines. 

In the main the suggestion conveyed is that practically 
every large industry or organization can find value in 
installing a central welding shop in connection with its 
plant. One of the earliest users of oxy-acetylene pro- 
cesses was the mining industry. For this reason the 
experience gained in that industry is highly suggestive 
of what can be done in other industries. Here is a list 
of applications of welding to everyday routine in a large 
copper mining plant: 

Building up worn spots on clam-shell buckets, pulleys, 
rollers, gears, keyways on shafts, motor armatures, shaft 
ing, worn and stripped threads, windboxes on converters, 
tuyeres in blast furnaces, water-jackets, frogs, rails, 
switch points, and in short almost any worn or burned 
out plate or cast iron part in machinery or other metal 
equipment. 

Cutting of plates, angles, I-beams, channels, rails, 


alteration in structural steel on erection or dismantling 


jobs in the field, rivet and bolt holes and various other 
works of similar nature. 

Cast iron cutting of sections for demolition, plant 
changes and beveling for welding. Tapping of blast and 
reverberatory furnaces, and cleaning tuyeres and wind 
hoxes of converters. 

Welding of coal-dust cycine collectors, coal-dust 
hoppers, conveyors and piping, reverberatory water- 
cooled slag-launders, calcine and flue-dust hoppers, dust 
and concentrate cars, slag ladles, floors, hoppers, calcine- 
cars, center-shafts, arms, cars, shafting, air compressor 
parts, intake and exhaust piping of air-receivers and 
coolers, water and steam piping, electric motor and gen- 
erator housings, endbells, bed-plates and motor gears, 


starting boxes and transformers, oil tanks and_ pipe, 
high amperage copper conductors and connections, 
machine tool parts, roll shells, locomotive receivers, 
levers, links, filling rivet and bolt holes and similar parts. 

Welding and brazing of pipes, tanks and bars, bear- 
ings, levers, bushing, shafting and pipes. 

Heating of links on fly-wheels, shafts to straighten, 
gears to remove from shafting. 

Recently inquiries were made among mining com- 
panies in various sections of this country, Canada and 
Mexico and it was found that all but one or two of them 
had used welding and cutting equipment. It was found 
that the mines which were getting the greatest results 
out of the process were those which were equipped with 
a central welding shop. 

Another example of the possibilities of this idea is 
presented in the following story of a street railway 
company in a large central western city. “The welding 
department at this company’s shops is not as large as 
similar departments in some of the large industrial 
organizations, but it is very active. The welding shop 
and the machine shop are in close contact, adjacent to 
the company’s general repair barns, and are in close 
proximity to one of the power houses. The arrange- 
ment is such that it is easy to route repair work to the 
welding shop and on through the machine shop for any 
finishing that may be required. The welding shop 
proper is about 16 feet wide and 30 feet long. The 
bricked-up preheating furnace and welding tables are the 
principal stationary equipment, portable welding and 
cutting units being used in the shop as well as on the 
outside. When work is dumped into the yard near the 
welding shop, and is of such a character that the opera- 
tors can just as well handle it in the open, the shop unit 
to be used is not moved, but longer lengths of hose are 
attached to the gas cylinders. Any necessary preheat is 
provided by a self-contained kerosene torch. The shop 
has an overhead chain block-and-tackle for handling the 
heavier work. This mechanism operates on a trolley 
that extends into the yard for use in lifting heavy work 
from trucks or cars. Another extension serves for 
conveying heavy work from the welding shop to the 
machine shop.” 

The diversity of welding work done by this street 
railway company is so great that it would be difficult to 
give a list covering it in detail. Among the more common 
applications at this shop are: Building up journals on 
car axles; truck sides reclaimed when broken and 
strengthened and built up when worn; transom bars 
repaired and reclaimed; cast steel motor shells repaired ; 
armature shafts built up; broken cast-iron motor shells 
repaired ; worn equalizers and radio bars built up at the 
ends; worn flanges on wheels built up; gear shields 
repaired and built; truck ends repaired; worn ends 
repaired; worn brake shoes reclaimed; axle caps, air 
compressor, gear case and other parts repaired. 

“As an evolution of modern industry,” the investi- 
gators tell us, “the central welding shop has definitely 
arrived. Henceforth it will be regarded as much a part 
of plant in manufacturing establishments as machine 
shop or power house.” 
































Barr & Creelman Co. Expands Business Quarters 


More Space Needed for New Mill Supply Department and Building 
Neat Door to Present Home Is Purchased and Will be Remodeled 


Barr & Creelman Company, 72-74 
Iixchange street, Rochester, N. Y., for 
over forty years identified with the 
plumbing, steam and contractors’ supply 
trade, has purchased the Cory building 
at 64, 66, O8 and 70 Exchange street to 
take care of the growing business of its 
new mill supply jobbing department, 
which was instituted on July 1, this year. 
The new building adjoins the company’s 
present home and will be remodeled so 
as to match the front of the present 
building. When alterations are com 
pleted, the mill supply department will 
be housed exclusively in the new build 
ing, the present building being retained 
PRESENT HOME for the company’s plumbing and heating 

business. The property purchased has a 
frontage of 60 feet on [’xchange street and a frontage 
of 137 feet on the new Subway street, which is being 
constructed over the old Erie canal. It is reported that 
the purchase price was upwards of $125,000. 

Barr & Creelman began business in 1880, the part 
ners being William Barr and John A. Creelman. The 
business soon forced the firm to seek new quarters 
and a removal to 2+ Exchange street ensued. In 1907 
the building at the latter address was sold and a 
second removal was necessary. It was decided that 
the firm should own its business home and so the 
property at 72 and 74 Exchange street and 5, 7 and 9 
Edison street was acquired. 

The firm was incorporated in 1909 under the name 
of Barr & Creelman Company. Frederick J. Weider 
assumed management and control of the business in 


1916. At that time the company was doing a business 
amounting to $150,000 a year. The business for this 
year will be about $750,000. The present officers of 





NEWLY ACOUTRED BUILDING OF BARR & CREELMAN CO. 


the company are: John A. Creelman, president; 
frederick J. Weider, vice-president, treasurer and 
general manager, and William J. Creelman, secretary. 
I:. E. Brunzel is manager of the sales department and 
in charge of the mill supply end of the business. 





Barr & Creelman Co. Salesmen: Back row standing, left to right, F. D. Maloney, B. J. Kiefer, C 


. A, Schwonke; front row seated, 


left to right, R. R. Fletcher, D. F. Harrington, FE. EF. Brunsel, B. B. Cushman 
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Interesting Meeting of Machine Tool Dealers 


Attendance Was Small But Discussions Resulted in Better 
Understanding of Problems—-DuBrul’s Address Was Feature 


The machine tool section of the National Supply and 
Machinery Dealers’ Association held its meeting at the 
Wm. Penn hotel, Pittsburgh, on Tuesday, November 21. 
The attendance was small but the discussions were 
thorough and resulted in a better understanding of the 
problems which dealers in machine tools face. L. H. 
Swind, Swind Machinery Co., Philadelphia, chairman of 
the section, presided and presented a comprehensive and 
forceful address covering conditions relative to machine 
tool distribution. E. F. DuBrul, general manager of the 
Machine Tool Builders’ Association, made the formal 
address of the meeting, making a thorough analysis of 
the problems and selling conditions of the machine tool 
uidustry, both as relating to builders and dealers. 

Action was taken concerning the matter of an accu- 
rate statement of the cost of doing business in houses 
either distributing machine tools exclusively, or segre- 
gating their expense of machine tool distributing costs. 
The information secured at the meeting and further in- 
formation to be secured from members will be collected 
and placed before the National Machine Tool Builders’ 
Association. A committee was authorized to confer 
with the latter association relative to trade practices, and 
it was stated that there would be the fullest co-operation 
in such committee work. 

Mr. DuBrul’s address, which stressed the mutual rela- 
tionship of the builders of machine tools to the distrib- 
utors of these products, follows: 

\n essential fact of economic society 


must hunt his demand to make his 
builder is ho exXceptlo 


is that each producer 
living. The machine tool 
n to this rule, and his success depends on 
the kind of sales outlets that he has for his goods. No matter 
how good a machine he makes, it will not sell itself. He must 
bring it to the attention of prospective users 

Years ago most machine sales were made through dealers, but 
in the last few years some builders that were large enough to 
undertake the problem of direct selling have taken over the more 
oncentrated territory for their own direct 
Such changes do not com¢ 





sales organization. 
; about as a result of mere caprice or 
notion, so it is well for both the manufacturer and the dealer 
to carefully consider the reasons for this change. 

Machines are not built to be sold to dealers, and the economic 
process is not complete until they reach the users’ hands. For the 
greater number of machine tool builders, the dealer is still the 
point of contact with the real market—the users. Both being 
mutual participants, it is the duty of both the machine tool builder 
and the dealer to study the selling problems of the industry 
so as to perform their respective economic functions with the 
greatest emhciency. 

If a manufacturer does not give the dealer the co-operation 
that the circumstances fairly demand, the dealer will seek to 
represent a manufacturer who can and will give him the proper 
co-operation. If the dealer is responsible for some vital defi- 
ciency, the manufacturer must for his own self-preservation find 
another dealer or join with a group of manufacturers to properly 
reach the market that the dealer ts neglecting 1 


, or start his own 
direct selling force. 


On the bases of those fundamentals it is 
well to have both elements, dealers and manufacturers, carefully 
consider their joint and several interests to bring out any 
defects of the present system and to take appropriate steps to 
remedy them. The Machine Tool Builders’ Association at its 
latest convention recommended to the board of directors that a 
committee be appointed to co-operate with a similar committee 
from the dealers’ association in all matters of mutual interest. 
I am very glad to bring that message to this organization. 

If there are any manufacturers or dealers who feel that the 
other’s interests are antagonistic to them those men are short- 
sighted. Such men do not realize that each one has a function to 


perform in seeking out machine tool demand. The manufacturer 
must of course produce machinery of quality, up-to-date in 
design, otherwise he cannot hope to compete with the more 
efficient machine. Efficiency of a machine means efficiency for 
the purpose for which it is to be devoted. In many cases a 
machine that will do rough work in rather slow time is efficient 
for its purpose, although in other cases the requirements are for 
a machine of very rapid and accurate productive capacity. 

In a spirit of analysis of the conditions governing the machine 
tool business, the recent convention of the builders’ association 
had round table discussions that dealt with many things. The 
vital function of sales naturally received much attention. Never 
before have sales problems been so important because as the 
aftermath of the war the machine tool industry is in a very 
deplorable state. The hard wallops of the worst depression ever 
known have started an amount of thinking that must lead 
to results. If the dealers are to do a proportionate amount of 
work along the line of their interest they too will use the brains 
the Lord gave them to work out some of these selling problems. 

If men do not think clearly to work out safe and sane 
policies, their businesses will not produce the amount of income 
that they can have out of their efforts. Perhaps their businesses 
will go under the sheriff’s red flag and they will lose their 
investment and some of their creditors’ money besides. Machine 
tool builders’ ideas of the law of supply and demand have been 
entirely too vague and hazy. Most men have the general impres- 
sion that the lower the price, the wider a market becomes in all 
cases. But this is not true in all cases, and at all times. 
It is mostly true only as to goods that go to an ultimate 
consumer. Even in automobiles, although a reduction of $50.00 
or 16 2/3 per cent might increase the Ford demand 25 per cent, 
a reduction of $50.00 in the Rolls Royce price would make no 
appreciable difference. Perhaps a reduction of 16 2/3 per cent 
of the Rolls Royce price would not increase the demand for the 
Rolls Royce over 5 per cent. 


SUPPLY AND DEMAND IN MACHINE TOOLS 


To jump to the conclusion that the law of supply and demand 
affects machine tools in the same way that it does the Ford 
automobile has been absolutely fatal to some machine tool 
companies. The machine tool has no demand of itself. Its 
demand is of the nature described as a secondary or derived 
demand. Its demand depends on the demand for the com- 
modities which the machine tool produces. When that demand 
is satisfied there is absolutely no demand for machine tools at 
any price. You all know that a shop full of idle machinery with 
no prospect of using additional machinery is a very poor hunting 
ground for orders. No price short of a free gift would induce 
the owner of such a shop to clutter himself up with machine 
tools that he can not use. Eventually the same condition comes 
to the automobile owner. He has a saturation point as an 
individual. 

Demand for machine tools is of three kinds. One kind is due 
to wear-out and that is a very limited demand indeed, because 
physically machine tools do not wear out very fast. The second 
demand is due to obsolescence caused by the improvement of 
machine tool design and construction, whereby a given machine 
tool will produce more work with the same muscle-power of 
attendance, the same space, supervision, and other overhead. 
The third class is expansion demand, due to the development 
of new industries or the expansion of old ones with the growth 
of the country. But whatever the motive that leads a buyer to 
invest in a machine tool he does not invest unless and until he 
needs the tool. It is very important for the machine tool industry 
and all its participants to realize that fact, because on that fact 
must be based a price policy that will produce a satisfactory 
return on the industry’s investment of time, brains and capital. 
That return must be sufficient to keep the industry going or 
society will find itself without machine tools until the industry 
will yield a satisfactory return to its participants. 

Another economic principle that all participants in this industry 
must recognize is that cost does not produce value. The 
socialist soap-box orator says that labor produces wealth; the 
manufacturer or merchant says that he marks up goods because 
they cost him more. But he hates to mark them down because 
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they cost him less. Business men and salesmen say they ought 
to get more for their work because of the effort that they put 
out and the pain and anguish of putting it out. All say these 
things because they think that it is cost that produces value, 
whether the cost be a money cost or an effort cost. As a matter 
of fact, cost has nothing whatever to do with the production of 
value. The maker or distributor of goods has nothing to say 
about value, it is the user of the goods who attaches value to 
the goods. It is the business of the fabricator or merchant to 
produce goods to which the buyer will attach a value in excess 
of the cost of production, and to get his cost as much below 
that valuation as he can. 

It is also his business to know how high a value the user will 
put on the goods and how near to that value his competitor will 
allow him to make his asking price. Patent protection gives him 
a limited monopoly for a given length of time, and enables 
his price to equal the buyer’s value, if he is salesman enough to 
get it. There are points below which he cannot go without losing 
his capital. There are other points below which he should not 
go because his investment could be more productive in other 
lines. There are other points above which he can not go because 
to do so invites additional competition to come in and whittle 
down his return to a point that is not in conformity with the 
returns of other lines of business. 


LIMIT TO HIGH PRICES 


The machine tool builder has other limits to a high range 
ef price. It is impossible for him to gouge the user for two 
reasons: First, even though he has a tight patent monopoly 
he cannot get any buyer to pay more than a machine is worth 
as a profit making asset; second, if he has no patent and even 
though all competitors knew very accurately the maximum price 
that the user could afford to pay and still earn a profit by the 
use of the machine, if that point is very much above the point 
that measures the cost and trouble of making the machine the 
user could go ahead and make a machine for himself in his 
own shop. So to sell him, the price must he below this point 
of disutility. 

Within such ranges of price the machine tool industry must 
work. It simply cannot go above and it loses its investment 
through bankruptcy if it goes below. 

That economic fact has a direct bearing on the selling problem 
Every one of you has met the buyer who thinks he knows it all 
about how little or how much a machine tool should cost and who 
sagely weighs his notion of cost against the price, and calls the 
machine tool builder a robber. But we notice that wiseacres 
who believe in that folly and try to run a machine tool shop 
on that basis do not stay in it very long. Most of the men 
using that argument do not believe their own bunk, but they ar¢ 
smart enough to make the machine tool crowd swallow it. As a 
matter of fact, the selling forces of the machine tool industry 
have not been good enough salesmen to refuse to be led astray 
on the question of cost of machine tools. On that account they 
have let themselves be jockeyed out of profits that the economics 
of the market would fairly and decently afford them. Basine 
prices on cost does not work both ways as a fair argument 
would, because the buyer feels no divine call to pay the 
machine tool builder more than the machine is worth because 
the machine cost a lot of money. If salesmen were trained 
to ridicule that argument as it should be ridiculed whenever it is 
brought up by a buyer, the buyer would soon recognize that he 
was making a fool of himself in trying it on. The fact that it 
has been taken seriously only shows how low is the level of 
salesmanship in the machine tool industry that allows such a 
false argument to gain currency and to be effective. 

The machine tool buyer using that argument does not figure 
in his own estimate of cost a lot of factors that actually enter 
into cost. For that matter the machine tool builder himself 
has not figured those elements or the buyers could not so easily 
have gotten away with the argument. \ shoe manufacturer 
does not figure the cost per pair of shoes based on the overhead 
of a given week during high production divided by the number 
of shoes produced that week and base his price accordingly. If 
he did he would find that the supposed profit gained during 
the active season would all be paid out and more besides to 
carry his organization over until the next active season. The 
shoes salesman knows better than to let his customer argue and 
jockey about a price based on that nonsense. In principle the 
same thing must apply to the machine tool industry, except 
that instead of figuring overhead by the week or by seasonal 
periods of acivity during a year, the machine tool builder and 
the dealer must figure on a cycle of longer duration. Machine 
tool cycles are as short as two years from bottom to bottom 
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and have hardly ever been longer than four years from bottom 
to bottom. It seems that in some cycles the period of inactivity 
was as long as three years. If the machine tool industry does 
not collect this cost of necessary idleness from its customers 
during the period of activity, both builders and dealers surely 
must go out through the bankruptcy court during the period of 
inactivity. Only those who get enough to carry on are able to 
survive. Those who do not get enough, sink, because they don’t 
know their business. 

Another element of machine tool cost is due to these long 
periods of inactivity. The industry is always faced with the 
necessity and the cost of rebuilding its labor force when its 
own demand comes on. This demand always: comes on quite 
a while after the customers’ shops are quite active, and the 
activity of the customers cleans up the labor market. When the 
machine tool builder can go into the labor market, he has to 
train new men or break up the organization of his customers 
by bidding his old men away from them at a greatly advanced 
wage that he must pay to overcome their preference to work in 
a steadier industry. This costs the machine tool industry a lot 
of money and if that cost is not gotten back from the customers, 
our industry does not get a proper return on its capital. Another 
thing, the machine tool builder necessarily requires a more 
general and more skilled class of mechanics to build machine 
tools than is required to fabricate articles of mass production. 
The market price of automobiles is high enough to allow the 
automobile maker to pay high wages to unskilled labor to work 
on the specialized machines furnished by the machine tool builder. 
Yet in many cases he pretends to expect the machine tool builder 
to sell his machines so low that this industry could not make the 
machines unless its skilled mechanics took lower wages than the 
automobile builder pays his unskilled laborers. 

Some machine tools have been sold at a price so low that their 
high productivity saved enough in labor cost in four months 
to pay for the machine tool. In such cases the buyer was able 
to secure a 300 per cent a year investment due to the selling 
incompetence of the supplier—yet the buyer hammered just as 
loudly about that machine tool being high priced as he did about 
any other. In this particular case a price six times as much 
would have given the buyer a 50 per cent per year investment, 
and such investments are rather difficult to find except when 
made in machine tools. 


MUST LEARN TO SELL PRODUCTION 


We surely need to raise the level of the business capacity of 
executives who permit sales departments to set a price that will 
return 300 per cent a year profit to the purchaser of the machine 
The whole industry must learn to sell production and not so 
many pounds of cast iron and steel. The manufacturers must 
learn to figure all the elements of cost so that ignorant competi- 


tors and buvers will not be deceived. \ll of us must make 
buyers consider productivity rather than weight in relation to 
price. Only when dickering for a price do they think of 
weight. Once they get the machine they don’t care a hoot about 
weight. They don’t really buy weight, they buy production. 
Too many so-called salesmen alibi their incompetence with 
complaints about price. The industry will not gain the respect 


of its customers unless it asks prices that will be remunerative 
to both manufacturers and dealers, and enable both of these 
to engage and hold men that are able to sell machines on their 
merits. 

\t our last convention, heart-to-heart discussion showed a wide- 
spread feeling that something is seriously wrong with the selling 
end of the industry, and the discussions brought out a number of 
points. During the war the great demand led some good 
salesmen to start machine tool agencies of their own. The war 
gave other employment to some other good salesmen. The 
vacancies were not filled by the same class of men, but by a 
class who were not practical men like the older salesmen were. 
In rebuilding their forces the dealers took the easiest way; 
they did not train a new set of men of the same caliber as those 
that had left them. The result was a deterioration in the quality 
of the salesmen. These inferior salesmen did not not know 
the machines they were handling. If they ran into any trivial 
trouble they took the easiest way, which was to yell for factory 
help. 

Cases reported by the factory men were of machines belted 
to run the wrong way, or a grinding machine spindle sticking 
because the user was ignorant enough to use heavy oil instead 
of a light oil. Another typical case was that of a machine 
that must have a 5 H. P. motor. After it was installed it did 
not operate well. The salesman was told the machine was 
unsatisfactory and wired the manufacturer to send a man. 
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When this man got to the job he discovered that a whole 
department was being run with a 5 H. P. motor, and of course 
his machine slowed down. He then requested that a 5 H. P. 
motor be supplied to operate his machine, which was installed 
after two or three weeks’ delay. He was called for again because 
the user could not get a response from the machine. Further 
investigation showed that a 2” belt had been used to connect 
the motor to the counter-shaft, whereas the blue print sent 
specifically stated that a 5’ belt was required. When the 5” 
belt was put on the machine worked without any difficulty. 
That was a combination of inefficiency in both the user of the 
machine and the salesman, but it was the machine tool builder 
who paid the expense of straightening it out. Frequently factory 
men are called to straighten out people who fail to oil machines 
and take proper care of them. Frequently belts slip and machines 
fail to deliver the necessary power and salesmen have not 
sufficient judgment to even recommend the tightening of the belt. 

Now the cure for this sort of trouble lies in the hands of the 
dealer. Certainly a salesman who knew what any salesman 
ought to know about the goods he sells would not have asked 
the factory to go to the expense of sending a man to find out 
such trivial conditions. It is the dealer who hires the salesmen 
he pays and he certainly should hire men that have sutticient 
elementary mechanical knowledge to look after such minor 
troubles on any machine. Unless the dealer does have such men 
he is not giving competent representation to the factory's 
product. If the factory is to be always called on for help to 
sell the prospect, and to service him, the manufacturer will 
easily be led to decide that since his own force must do most 
of the real engineering service of selling, demonstrating, trouble- 
shooting, and so on, he might just as well carry the accounts 
himself, and let his men dig up the prospects as well. Some 
large organizations have gone to selling direct, other concerns 
have combined into a group that jointly employs direct represent- 
atives for the group. These steps were taken because 
dissatisfaction with the quality of representation in real selling. 

To get at the worth of the service of merely carrying 
accounts, add to the counter rate for money the small amount 
necessary to safely take care of the losses and you get a very 
fair measure of what that service is worth. Eliminate that from 
the commission and stare straight in the face the cost the well- 
established manufacturer would have of digging up prospects 
that come only through the dealers’ efforts. Where the manu- 
facturers’ service men have to be out on the territory anyhow, 
they dig up many prospects right in the shop, that the order 
taker never could find. 


VALUE OF REAL SALES ENGINEERING 


Some other developments make it very necessary for both th 
dealer and manufacturer to weigh the real value of real sales 
engineering. Greater specialization of machines, and greater 
necessity of selling production efficiency forecasts the coming 
of the sales engineer in the machine tool industry. Selling a 
50 per cent investment instead of a 300 per cent a year investment 
would give quite a handsome margin out of which to pay for the 
highest type of sales engineering service. 

Again there is the question of a dealer handling many lines 
of machines. It is humanly impossible for a salesman to be 
sufficiently competent to do all the sales engineering required on 
all these lines. Is it real service to the user to give a mere 
order taker a certain territory, out of which to dig up prospects 
for all kinds of machines? In the end will it not produce better 
results all round by having men specialize on a few machines 
and cover the whole territory? That is the problem for the 
dealer to figure out. Some manufacturers have figured it out 
quite the opposite to the present practice. As a consequence 
they have put their own specialists on the road, either individually 
or as groups. Their success will lead other manufacturers to 
seriously consider the adoption of the same policy. 

Naturally it is a task to gather and hold together a lot of 
high grade salesmen; the higher their grade the more ambitious 
they will be to go into business for themselves. To retain 
them one must give them a fair split not only in the way of 
salary and commissions, but allow them to become partners or 
stockholders. This is another problem that must be solved both 
by the manufacturer and the dealer, each for himself. 

I am very sure that machine tool builders have neglected their 
own rights in the way of patents. The man best protected with 
patents can draw better men and maintain a better organization 
which will benefit more users. 

In addition to the salesmen questions, there are other matters 
of administration policy that are controlled by the owners of 
the dealers’ establishments. A dealer is in law not an employee 


_of the manufacturer and legally is free, if he has bought a 


machine, to do what he wills with it, to make whatever price he 
wills, to make whatever terms he wills, to throw in whatever 
attachments he wills. On the other hand, economically the dealer 
is a channel through whom the product is distributed from the 
manutacturer to the ultimate user. The manufacturer who sells 
through his own employees makes his price and lays down 
his own policy and the employees must abide by it. In competi- 
tion it is what the ultimate user eventually pays for a machine 
tool that must and will govern the manufacturer’s policy. If 
the dealer gives up a part of his commission to get an order 
away from a competitor he need not be surprised if this is 
taken to show that his commission is too high. The same if 
the dealer gives unusual terms of credit, or throws in a lot 
of attachments, or accessories. He thereby proclaims that his 
margin is too great and invites a cut in commissions, or the 
establishment of direct selling outlets to meet the competitor at 
the point of delivery, the user. 

Granting unwarranted terms, cutting commissions, or throwing 
in attachments is often due to childish ignorance of the dealer’s 
cost of doing business. But whatever their cause some very 
unpleasant results are sure to follow, due to human nature. 
The market effect is just the same in the way of demoralization 
and cut-throat competition, whether the abuse arises from a 
dealer or from a manufacturer’s own employee. 

The customer will not pay the same price for an XYZ 
hat as he will for a Dunlap hat, no matter if they are of 
exactly the same quality. He will pay a premium for the Dunlap 
hat over an unknown hat, merely as a personal insurance, because 
he is not an expert on hats. Therefore, the XYZ Co. must be 
content with a smaller price than the Dunlap Co. can get in 
the open market. The XYZ hat even at the lower price may 
require a bigger sales effort to sell it at a lower price than does 
the Dunlap. 

Both dealers and manufacturers should recognize the strength 
of a good will factor and what it means in price. Suppose a 
Dunlap agent were to complain that Dunlap hats were too high 
priced because Truly Warner sold a $3.00 hat. He would very 
likely be told that his job was to sell Dunlap hats, that Dunlap 
did not expect to sell all the hats in the world but only a good 
share of the high priced hats, and he should not try to persuade 
a $3.00 customer to buy a Dunlap. 


THE QUESTION OF TERMS ON TOOLS 


\nother question that has come up is the matter of terms on 
machine tools. Looked at strictly from the best financial 
practice if a buyer cannot secure the funds with which to pay 
for machine tools in 30 days, it is not the business of the 
seller of machine tools, either direct seller or dealer, to finance 
his capital requirements. Why take a partnership interest to that 
extent, even for a counter rate of bank interest, and perhaps 
he satisfied with having no security for the account? That is 
bad husiness, fundamentally bad. Good business dictates that 
men finance their fixed asset requirements with their own capital 
or by funded debts which are amply secured, or take in partners 
to carry the risk and share in the profits. It is not out of 
place here to say that the banking fraternity are beginning to 
question why there should have been so many failures among 
the manufacturers of metal products in the last few years. They 
have been greater than any other class of manufacturers in 
number, liabilities and proportion. These men got more credit 
than they knew how to use, and when they failed they not only 
lost their own money, but some of their creditors’ money as 
well. The man who gives more credit than a debtor is fairly 
entitled to and thereby leads him to destruction, does society 
just as much damage as though he had set fire to that debtor’s 
plant and burnt up those values. Every man should have as 
much credit as he can safely and sanely use, but neither 
bankers nor merchandise creditors should extend credit that 
makes a man’s business unsafe. 

The metal working industry may be dangerously subject to 
abuses of credit because men who start shops may be very 
good as mechanics but very poor risks as business men. In 
innumerable cases, very fine mechanics were so wanting in 
business capacity that they simply destroyed capital. It is not 
the business of either builders or dealers in machine tools 
to finance customers that bankers can not afford to carry. 
If one does it, he starts a had practice whose effects are sure 
to be felt all through the industry. 

Too often lost sight of is, that the economic life of a machine 
may be quite different from its physical life. In the shops of 
this country are many machines that cost more to operate than 
a new machine would cost. Some of them are in machine 


























tool shops. They waste their owner’s substance because sales- 
men have not known how to sell a better product of the newer 
type. Both manufacturers and dealers have over-emphasized the 
physical life of the machine and underemphasized its economic 
life. Dealers have allowed, on old machines in trade, far 
more than their real value. Then they have worked hard 
to pass the lemon to some other customer instead of sending 
it to the cupola. There are places where an old machine is a 
perfectly logical thing to install, but old machines have often 
been sold where a new one or a better one could and should 
have been installed, just because the dealer allowed too much 
on the old one in a trade. The dealer would do better not 
to deceive himself as to the actual worth of old machines, and 
work to educate users to scrap them. In other cases the dealer 
has taken an old machine in at a very low price and then sold 
it at a price above its real worth. In such cases a dealer is 
not performing his economic function in an economic manner. 
If he does not work to improve methods of production through 
his activities, he is falling down on his job, and he need not 
be surprised if the manufacturer takes that job away from him. 

Then there is the question of repairs on old machines. It 
is doubtful if machine tool builders get paid for the trouble, 
and expense and direct cost of getting the repair to the 
customer. It takes the time of a high priced engineer to dig 
out old drawings, and get out the proper pattern. Getting a 
special casting, putting that repair through the shop at a single 
piece, stopping production on modern and profitable product; 
all cost more than machine tool builders figure they do. If they 
figured these costs against the job they would refuse to furnish 
many a repair that they have furnished. Here again the selling 
function of the dealer comes in. Instead of encouraging men 
to uneconomically repair obsolete machines they should analyze 
the user’s situation and in many cases they would sell a new 
machine instead of bothering with a small repair 


COMPLAINTS FROM MANUFACTURERS 

Each separate type of machine has a crop of troubles that are 
peculiarly its own. Letters from manufacturers of 
machines cite specific grinding machine troubles. 
facturers say things like this: “The grinding machine requires 
specialists to sell. Dealers’ salesmen who have no direct knowl- 
edge and are not experts on grinding machines made it necessary 
for us to send our own experts into the field, who actually did 
the selling. This developed to such a point that we found we 
had a force in the field sufficient to carry on the selling program. 
The agents merely did clerical work, and collected the accounts, 
so that our next step was to do this work ourselves, which we 
did for very much less money, and got more sales for the money 
spent. We could not expect the agents to send every one of their 
salesmen to us to be made into grinding machine experts, and 
as long as we had to provide the expert service and the sales 
were made by the experts we took the next logical step and have 
never regretted it.” 

\nother one writes, “In the matter of grinding machines the 
salesmen seem to be absolutely helpless. If any little thing is 
complained of by the purchaser they cannot get to the nearest 
telegraph office or telephone quick enough to notify the manufac- 
turer that it is absolutely necessary to send a service man 
immediately. This means that even simple mechanical things 
that anybody dealing with any machine should be competent to 
look after are being neglected by the salesmen due to their 
incompetence. If the salesmen are to continue to be of this class, 


additional selling combinations of manufacturers 
looked tor,” 


erinding 
These manu- 


may be 


\nother one suggests, “Instead of wasting traveling expense 
running around among customers during a few weeks in the 
hot season when there is no purchasing any way, this money 
could be far more profitably spent by sending the salesmen to a 
few manufacturers each year. In a short time this would 
build up a strong practical selling organization. The manufac- 
turers are only too glad to instruct salesmen in the selling 
points of their machines and to caution them with respect to 
the more frequent annoyances experienced after the machines 
get into the hands of the customer. This system would tend 
to keep up the salesmen’s interest in their work. They would 
become more enthusiastic boosters for that manufacturer instead 
of always falling in with the viewpoint of the purchaser. This 
is not based on hearsay or imagination, twenty-six years of 
contact as a salesman with manufacturers, dealers, and 
customers, entitled the writer to speak with authority on that 
subject.” : 

\nother one writes: “While not all of our dealers have shown 
a disposition to call on us unduly some of them have, and we 
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think that the others have acquired a good working knowledge 
of our product because we have called to their attention any 
unnecessary trips that we have taken because of complaints 
that they transmitted to us.” 

Another one says, “Manufacturers of grinding machines send 
the machine out equipped with a cutting tool in the shape of an 
emery wheel. You never get cutters with a milling machine, 
nor cutting tools with a lathe or planer, you equip it yourself 
with the right tool for the kind of material and sort of cuts 
you will take on that machine. Yet a large percentage of the 
users of grinders try to get the same wheel to do all different 
kinds of work, whether on grey iron casting, carbon steel, or high 
speed steel. This is a matter that dealers and salesmen should 
fully appreciate and manufacturers should cease to send out 
grinding wheels with grinding machines. 

Another remark is, “The grinding machine is a_ precision 
machine of the finest type and of relatively high spindle speed. 
When the machine is tested out on the factory floor the spindle 
bearings are adjusted when the bearing head of the machine 
is quite warm. I have seen the take-up on the bearings adjusted 
when cast iron housings were so hot that it was uncomfortable 
to lay the hand on it. To do a nice piece of work demanding 
extreme accuracy you cannot put your work on the table, 
throw over the belt, and start it on the work. You must run 
the head in until there is a uniformity of heat change in the 
hearings. Only after warming up will the machine do a nice 
piece of grinding. We send out our machines with the bearings 
tight but too often we find that the users of the machines, 
noticing a slight belt slippage, immediately loosen up the spindle 
and then got a lot of “chatter” for which they condemn the 
machine and call for a factory representative. These men have 
often had to go many miles merely to advise the operator of 
the machine to warm up his machine before running, or to use 
a lighter grade of oil in his spindle, or some little thing of that 
sort.” 

Another one says, “The dealers must endeavor to impress 
on their salesmen that they must become acquainted with the 
erinding machine, not be a stranger to it, and particularly not to 
be afraid of it. As it is now they call for factory representatives 
simply because there is a grinding machine giving a little 
trouble, rather than a lathe or drill that might give as much 
trouble as the grinder and be corrected with as little mechanical 
ability.” 

In closing I desire to express the thanks of our organization 
for the opportunity here presented to lay before the dealers these 
problems of mutual interest. Some very incorrect impressions 
have been current to the effect that interests of machine tool 
builders and dealers are necessarily opposed to the other. That is 
not only an incorrect impression but an unfortunate one, hecause 
hoth of these elements are part of the machine tool industry. 
Only by frank co-operation on a plane of self-respect and the 
Golden Rule applicable not only as between dealers and dealers, 
and as between manufacturer and manufacturer, but as between 
dealer and manufacturer and customer as well, can the industry 
fully and profitably function as it should. Misrepresentation of 
motives of either dealer or manufacturer can do the industry 
nothing but harm. Questions affecting the industry as a whole 
should be considered in the light of intelligent appraisal rather 
than from a blind prejudice. 

I have endeavored to set before you some facts, and to point 
out the effects of certain causes that have operated in the past, 
to the detriment of the whole industry in the hope of bettering 
the function of distribution in which you are engaged. 

~+o> _ 


Belting Exports Increasing 

Leather belting export statistics show that 112,393 
pounds of this important industrial product were ex- 
ported by the United States during September, 1922. 
This is an increase of 41 per cent over the quantity 
exported in September, 1921. The most notable in- 
crease was in shipments to British India. Canada, 
Cuba and Japan also contributed largely to the total 
increase. 

—<tor 

Chas. Morrill, 100 Lafayette street, New York, 
recently has issued an eight-page folder illustrating and 
describing its line of nail pullers and auxiliary 
equipment. The folder also describes the company’s 
line of soap dispensers. 
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Leather Belting Exchange 


Held Series of Educational Sessions at Hotel Pennsylvania, New York 


The Leather Belting Exchange held a series of 
educational sessions at the Hotel Pennsylvania, New 
York City, on Thursday, Friday and Saturday, 
November 16, 17 and 18. The object of the sessions 
was to afford an opportunity to interested parties to 
study belting tests and to note the operation of diff- 
erent kinds of belts. A regular program of instructive 
was carried out and the attendance was 
highly gratifying to the committee in charge. 

The meeting was called to order at 9 o’clock Thurs- 
day morning. President H. H. Gallus of the exchange 
presided. The first address of the session was by 
R. F. Jones, research director of the exchange, who 
explained the methods employed, more particularly 
in the study of the comparative values of different 
types of belts, with a description of the apparatus in 
use at the session. The apparatus, which has been de- 
scribed in recent issues of MiLt Suppties, was set 
up and Mr. Jones operated it, showing performances 
of different varieties of belts. He then answered ques- 
tions asked by the members and guests present. 

Following this address, J. Edgar Rhoads, chairman 
of the research committee of the exchange, spoke 
on the subject, “How a Belt Transmits Power.” <A 
recess was taken after Mr. Rhoads had completed his 
address. In the afternoon R. C. Moore, chief engineer, 
Chas. A. Schieren Company, New York, who is a 
member of the publicity committee of the exchange, 


addresses 


made an address on “The Belt vs. the Motor—The 
Costs of Belt Tensions,” discussing individual drives, 
group drives and direct connected motors, and also 
giving a demonstration of the costs of excessive 
tensions. 

C. O. Streeter, mechanical engineer, Graton & 
Knight Mfg. Co., a member of the research committee, 
followed Mr. Moore on the program and discussed 
the chain drive in its relation to leather belting. He 
was in turn followed by J. R. Hopkins, advertising 
manager, Chicago Belting Company, another member 
of the publicity committee. 

The final address of the opening day’s sessions was 
by Louis W. Arny, secretary of the exchange. He 
discussed the suitability of leather as a material for 
power transmission, showing the development of the 
belt to meet the present day conditions, and also the 
new federal specifications for leather belting. 

The second day’s sessions were identical in program 
with that of the opening day, except that Dr. R. R. 
Tatnal, chief engineer, J. E. Rhoads & Sons, made the 
address on “How a Belt Transmits Power,” in place 
of J. Edgar Rhoads. 

The third day was an open session, the apparatus 
being on exhibition all day and tests being conducted 
continuously for the benefit of members, salesmen 
and visitors from the general public. No tickets of 
admission were required for this session. 











BUY IT FROM THE NAVY 


On Tuesday, December 19, 1922 
999,767 VALVES, divided into 272 lots 


For high and low pressure steam, water, air and gas. 


Consisting of the following types, ranging in size from 1” to 11”. 





Air valves Gate valves 


Ammonia Globe (angle) 
Blow-off Globe (cross) 
Bleeders Hose (angle) 
Check Hose (cross) 
Exhaust Indicator 


Bids will be 


Write or wire for Cat. No. 151-B, 


giving quantities, 


PortsmMouTH, N. H. So. Brooxtyn, N. Y. 
Boston, Mass. New York, N. Y. 
Newport, R. I. PHILADELPHIA, Pa. 
New Lonpon, Conn. WasHINGTON, D. C. 


Navy Yard, 








These valves are UNUSED, made in brass, composition and iron for screw and flange connections. 
are now located at the various Navy Yards and Naval Stations on the Atlantic and Pacific seaboard. 
considered on any lot, or lots, or on any part of a lot. 


descriptions and locations, together with terms of sale, 
to any of the following, who will also arrange for inspection: 


Supply Officer at Navy Yards, or Naval Stations: 


NorFOLK, VA. 

Hampton Roaps, VA. 

So. Cuarteston, W. VA. 
Great LAKEs, ILL. 

Bids on this sale must be in the form given in the above Cat. No. 151-B. 
dressed to the undersigned, where they will be publicly opened at 11:00 A. M., December 19th, 1922. 


U. S. NAVY CENTRAL SALES OFFICE 


Lock valves Pressure reducing 


Needle Pressure regulating 
Pop Pressure relief 
Safety Radiator (angle) 
Regrinding Radiator (cross) 


Quick opening etcetera, etcetera. 


These valves 


Pucet Sounp, WaAsH. 
Mare Istanp, CALir. 
San Disco, CAvir. 


Cuarteston, S. C. 
Key West, Fa. 
PENSACOLA, FLA. 


3ids should be plainly marked and ad- 








Washington, D. C. 
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Electric Drill Standards 


Definition, Test Requirements, Size 


Mill supply jobbers who stock electric drills will 
be interested in the recent announcement that the 
Electric Power Club has adopted the first standards 
for portable electric drills. The club is an association 
of manufacturers of electric power apparatus, its mem- 
bership including most of the leaders in the electrical 
field. The rules already adopted by the club are the 
nucleus of a complete group of electric tool standards. 
They include a definition of what constitutes a port- 
able electric drill, test requirements of the motors, 
performance specifications for drilling, standard sizes 
of drills, and the information which should be given 
on electric drill name plates. 

Standard voltages adopted for direct current electric 
tool motors are 115, 230 and 550 volts, and for poly- 
phase alternating current tool motors 110, 220 and 440 
volts. The recommended practice for standard volt- 
ages for universal electric tool motors is 115 and 230 
volts. 

Standard frequencies for polyphase alternating cur- 
rent tool motors will be 60 cycles. Electric tools 
equipped with a universal motor will not be guaran- 
teed for operation on frequencies in excess of this 
standard. 

All motors shall operate successfully at normal 
rated load at any voltage not more than five per cent 
above or below the name plate rating, but not neces- 
sarily in accordance with the standards of performance 
established for operation at normal rating. 

The performance specifications recommended are 
that the minimum drilling requirements of portable 
electric drills shall be based on the drilling of holes in 
20-30 carbon steel with carbon steel twist drills of the 
full rated capacity of the electric drill, at a cutting 
speed of approximately 50 feet per minute and at the 
following minimum rate of feed per minute for the 
various sizes of drills: 


Depth of Drilling 
per minute 


Diameter of 


Depth of Drilling 
Twist I drill 


Diameter of 
Ks per Minute 


Twist I drill 


is In. 154 in. 7% in, 7% in. 
14 in. 14 in. §3 in, 7% in. 
fs in. 13% in. 1 in. 1% in. 
YZ in. lye in, 114 in. 4 in. 
14 in. 1% in. 114 in. 54 in. 
ie in. 17g in. 134 in, fs in. 
¥% in. 1 ¥e in, 2 in. 14 in, 
4 in. 1% in. in. in. 


Standards for temperature rise in degrees centri- 
grade, when operating under normal conditions as 
specified on the name-plate, have also been adopted. 

The following minimum amount of information shall 
be given on all names plates: a, Manufacture, design 
of type and frame size; b, horse power output; c, r. p. 
m. at rated load; d, frequency if A. C.; e, number of 
phases if A. C.; f, voltage; g, rated load amperes; h, 
time rating; i, serial number; j, drilling capacity or 
reaming capacity for a drill; k, blank space for 
customer’s shop number. 

The standard sizes adopted are as follows: Univer- 
sal drill with single speed, chuck division, 3/16 in., 
1/4 in., 5/16 in., 3/8 in. and 1/2 in.; for Morse taper 
socket division, 9/16 in., 7/8 in. and 11/4 in. Univer- 
sal drills with two speeds, chuck division, 1/2 in.; 
More taper socket division, 9/16 in. and 7/8 in. Direct 


sand Other Specifications Adopted 


current drills, single speed, chuck division, 3/8 in. and 
1/2 in.; Morse taper socket division, 9/16 in., 7/8 in., 
11/4in. and 13/4in. Direct current drills, two speed, 
chuck division, 1/2 in.; Morse taper socket division, 
9/16 in. and 7/8 in. Polyphase 60-cycle, single speed, 
chuck division, 3/8 in. and 1/2 in.; Morse taper socket 
division, 9/16 in., 7/8 in., 11/4 in. and 13/4 in. Poly- 
phase 60-cycle, two speeds, chuck division, 1/2 in.; 
Morse taper socket division, 9/16 in. and 7/8 in. 
Direct current reamers, Morse taper socket division, 
11/16 in. (with No. 2 socket), 13/16 in. (with No. 3 
socket), 11/16 in. and 15/16 in. (with No. 4 socket). 
The last mentioned sizes are the same as those for 
polyphase reamers—60 cycles, with Morse taper 
sockets. 

The Electric Power Club, headquarters of which are 
in the Kirby building, Cleveland, Ohio, is continuing 
the work on standardization, and has issued a second 
edition of its handbook on transformer standards. 


—<to> 


BANKER HEADS SUPPLY HOUSE 


John W. Gamble Becomes President of American Machinery 
& Supply Co. of Omaha—McShane Will Be Manager 

American Supply & Machinery Co., 1102-1104 Far- 
nam street, Omaha, Neb., jobber of mill supplies, has 
been acquired by interests headed by John W. Gamble, 
Omaha banker, and T. S. McShane, formerly con- 
nected with the Sunderland Machinery & Supply 
Co. The name of the corporation has been changed to 
the American Machinery & Supply Company. 

The company was established in 1906. The former 
owner of the business, George R. McBride, died in 
April of this year. The new company was incorporated 
with a capital of $50,000 and took possession of the 
business on October 1. The officers of the new 
organization are: John W. Gamble, president and 
treasurer; T. S. McShane, vice-president and general 
manager; Benjamin Harrison, secretary. 

Mr. Gamble is vice-president of the First National 
Bank of Omaha and is also president and majority 
stockholder of the Standard Chemical Company of 
that city. That latter company has a force of 25 
salesmen traveling through the middle west. Mr. 
Gamble intends to devote much of his time and atten- 
tion to the operation of his new business. General 
Manager McShane was department manager for the 
Sunderland Machinery & Supply Co., his experience 
in the mill supply business extending over a period 
of several vears. 

Mr. McShane, in discussing the policy of the new 
owners, stated: “AIl of the old organization, includ- 
ing J. Schwartz, who has been connected with the 
company for a period of 10 years, and who is well 
known among the elevator and flour mill trade in this 
territory, will be retained. The stock will be increased, 
and additional lines will be carried, so that we will be 
in a better position than heretofore to take care of the 
mill supply trade.” 

The company’s territory includes Nebraska and 
Western Iowa and the stock carried includes mill, 
steam and contractors’ supplies, and machine tools. 
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TURBINE ROOM, INDIANAPOLIS LIGHT & HEAT CO., WHERE CRANE UNITS ASSURE UNINTERRUPTED OPERATION 


SUSTAINING UNINTERRUPTED SERVICE 


Power plant efficiency is vitally de- 
pendent on uninterrupted operation. 
A boiler can be cut out of service ina 
few seconds, reserve power units can 
be brought into operation as occasions 
demand but if a valve or a pipe or fit- 
ting in a main steam line fails an entire 
power plant and the industries it serves 


may suffer an expensive interruption 
to service. Iéconomy here depends 
on the quality of the power delivered. 
The high standards adhered to by 
Crane Co. in the selection of materials, 
in design and in construction insure 
the greatest attainable durability in 
pipe lines constructed of Crane units. 


CRANE 


GENERAL OFFICES: CRANE BUILDING, 836 S. MICHIGAN AVE., CHICAGO 
Branches and Sales Offices in One Hundred and Thirty-five Cities 
National Exhibit Rooms: Chicago, New York, Atlantic City 
Works: Chicago and Bridgeport 



































Crane 75 Low Pressure Clobe Valve 




















When writing to Advertisers please mention M1LL SuppPLigs. 




















More Accounts That Belong in General Ledger 


Description of Method of Entering Items Such as Leascholds, 
Good Will, Prepaid Interest, Unexpired Insurance and Taxes 


G. W. HAFNER, 
G. W. Hafner, Inc., Industrial Engineers, Chicago 


In the preceding article of this series, a detailed 
analysis and description was presented of general 
ledger accounts from “petty cash fund” to “allowance 
for depreciation” accounts. The present article con- 
cludes with a description of the remaining accounts 
set up in the general ledger. 

Patents—This account should be charged with all 
purchases of patents from others; or, with all costs in 
connection with research, experimental or other work 
attendant upon working out patents, together with all 
attorneys’ fees and other costs in securing patent 
rights. Patents are granted in this country for seven- 
teen years, hence a proportionate part of their cost 
should be charged off periodically in order that the 
entire cost may be written off by the expiration date. 
In no event should the value be written up. 

Leaseholds—If a lease has been purchased, the pur- 
chase price should appear on the general ledger as an 
asset. This applies only in cases where a lease has 
been effected for a definite term of years. 

Good Will—This account usually represents the ex- 
cess of liabilities, plus capital stock and surplus (net 
worth), over tangible assets at the time of commence- 


Fig 


CLASSIFICATION 


Pourcr 
NUMBER 


NAME OF COMPANY PROPERTY INSURED 





amount of interest applicable to that month should 
be charged to expenses and credited to this account. 

Prepaid Rent—Rent paid in advance should be 
charged to this account. The amount of rent applic- 
able to each month should be credited thereto and 
charged to expenses for the like month. 

Unexpired Insurance—This account will be charged 
with all insurance premiums paid in advance, and 
credited monthly with one-twelfth of the annual ex- 
pirations on insurance. ‘Thus, the balance of this 
amount, at the end of each month, will represent the 
proportion of insurance premiums paid in advance. 
In arriving at the amount of insurance chargeable 
against any one and all months during the year, it 
will be found advantageous to list and analyze the 
policy premiums through the Insurance Register, 
illustrated by figures 27 and 27 A. 

Office Supplies and Stationery—This account will 
be charged with all stationery and office supplies pur- 
chased. Credit it, at the end of the month, with the 
cost of such supplies used, the corresponding charge 
being passed to expenses. 

Fuel—Charge this account with the cost of all fuel 


eT 
INSURANCE REGISTER 


ExPiRED InsuReoO 


Rar Premium 
™o VALUE € . 


The actual size of the Insurance Register is 11x14". 


ment or reorganization of a business. Good will may 
be defined as the value of the benefits or advantages 
which attach to a particular business, in addition to 
the actual value of the property used in its conduct, 
and should be set up on the books only when pur- 
chased. If a business purchases the good will of an- 
other business, the charge is obviously a_ perfectly 
legitimate one, and should be carried as a permanent 
asset. But if a concern has no “good will” account on 
its books, the good will accruing to it will manifest 
itself in the earnings of the business. In other words, 
it is not considered warrantable or valid to set up 
this asset except through purchase. 

Prepaid Interest—When notes are discounted at the 
bank, and interest is paid in advance, the total amount 
of interest so paid should be charged to “prepaid in- 
terest” account. Then, at the end of each month, the 


purchased. Credit it, at the month’s end, with the 
cost of fuel used, and charge expenses. 

Compensation Insurance Deposit—Charge this ac- 
count with the amount of estimated premium ren- 
dered by the insurance company for compensation in- 
surance, and credit it at the end of the period covered 
by debit to “accrued compensation insurance’ ac- 
count. 

Notes Payable—For Borrowed Money and Merchan- 
dise—-These accounts should be credited each month 
with the aggregate amount of notes payable issued. 
They should be charged with the total amount paid 
during the month on account of notes payable. In the 
case of notes payable to individuals, a separate ac- 
count should be opened for each individual affected. 

Accounts Payable For Merchandise—This account 
will be credited at the end of each month, with the 
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BROOMS & BRUSHES 


No. 1000 Superior floor brush 


made of all pure selected black horse- 
hair—and wire drawn on a two piece 
block of hard wood. Quality—clear 
through. 


Sizes and prices upon application 


LONG ISLAND BROOM WORKS 


A Sidney K. Wolfson industry 


Long Island City New York 


Nationally Advertised 


Alligator Steel Belt Lacing is adver- 
tised in over forty publications. 

We are telling practically every belt 
user in America why Alligator Steel Belt 
Lacing is best for his use. We are fast 
making Alligator a self-seller. 

Write today for our illustrated text 
book, FREE. Also, if you carry Alli- 
gator in stock, ask for metal counter 
display card. 

If you are not handling Alligator 
Steel Belt Lacing, ask your jobber for 
it. 


Flexible Steel Lacing Co. 
4633 Lexington St., Chicago, Ill. 


In England at 135 Finsbury Pavement, 
9 


London E. C., 2 











THE JOHNSON FRICTION CLUTCH 


AS USED ON THE 


“NEW” 


Sundstrand 14” Manufacturing Lathe 


One end of the No. 2 Johnson Double Friction 
Clutch, incorporated in the gear box, is made 
to act as a brake on this machine to stop the 
spindle instantly. 

There is no limit 
to the possibilities 
of the Johnson Fric- 
tion Clutch as de- 
signed for machine 
tools. 





We have numer- 
ous special models. 














Courtesy Rockford Tool Co., 
Rockford, Ill. 

Our engineers can solve 
your problem. 





See our Exhibit at 
Power Show, New 
York, December : 

7th to 13th. mounted a tae faut a pulleys. 


Write for Further Data and Catalog D-R 


THE CARLYLE JOHNSON MACHINE CO. manchester conn 





Double clutch 
used on Sund- 
strand lathe, 











Endorsed by Health Officials 


Insist on BLUE GRASS 
SANITARY WIPERS 











For Blue Grass Sanitary Wipers are safe for 
handling—they’re washed in pure boiling water 
and disinfected and sterilized in powerful chem- 
icals. That’s the big point. 

Mill Supply and Hardware Jobbers, write us for 
special proposition on this high grade line of 
Sanitary Wiping Cloths. 


Jobbers have our full co-operation. 


LOUISVILLE SANITARY WIPERS CO., Inc. 


Manufacturers 
Louisville, Kentucky 
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totals of the “invoice cost” columns of the various 
merchandise records, and charged with the total pay- 
ments on account as shown by the “accounts payable” 
column of the cash disbursements record. The bal- 
ance of this account, at the end of the month, should 
be verified by seeing that it agrees with the aggregate 
total of all open items showing on the merchandise 
records; that is, a total of all items opposite which 
no check number has been entered in the “paid by 
check No.” column. 

Accounts Payable—Personal—It is considered ad- 
visable to set up a separate account for each indi- 
vidual affected. 

Accrued Salaries and Wages—This account should 
be charged with all checks drawn for pay-roll pur- 
poses, and credited with the total amount of clerical 
and other labor used and accrued during the month, 
at which time this used labor is charged to expense ac- 
counts through the expense journal. The balance of 
this account (credit) represents the difference between 
the labor used and the labor paid for. 

Accrued Commissions—Credit this account, at the 
end of each month, with the aggregate amount of 
commissions earned, based on sales effected by sales- 
men. Debit it with the money paid to salesmen on ac- 
count of their commissions. 

Accrued Interest—This account should be credited 
with interest accrued monthly on notes payable, which 
amount will be charged to “interest paid” account. 
Later, when the interest payments are actually made, 
they will be charged to this account. 

Accrued Taxes—Credit this account monthly with 
one-twelfth of the annual charge for taxes, and charge 


this account is credited with the amount of such taxes 
due the federal government, and the corresponding 
debit is passed to “surplus” account. When these 
taxes are actually paid, this account is charged. 

Reserve for Contingencies—In any business, unfore- 
seen expenses, discrepancies, losses, or expenditures 
are constantly arising. To provide for these a reserve 
account called “reserve for contingencies” is set up, to 
which a credit based upon past experiences is passed 
sach month. ‘This is purely a safety reserve to cover 
possibilities. When unforeseen expenses are incurred, 
or losses occur, the adjustment may be made by 
charging the amount involved to this account. 

Capital Stock—Preferred and Common—These ac- 
counts should at all times stand credited with the total 
authorized capital stock of the company. In case part 
of the capital stock is unissued, the unissued part 
should be carried as a debit in the “unissued preferred 
stock” and “unissued common stock” accounts. 

Surplus (Balance)—This account is to be credited, 
during the year, with any revenues or receipts not 
applicable to the year then current. It should be 
credited, at the end of the year, with the net profits 
for the year, as shown by the “profit and loss—cur- 
rent” account. It should be charged with all dividends 
declared and with sustained not properly 
chargeable against the results of the current year. 

Profit and Loss—Current—This account should be 
credited monthly with all revenues, and charged with 
costs of sales, expenses, and other deductions. At the 
end of each fiscal year it should be closed into 
“surplus” account. 

Sales—These accounts should al] be credited, at the 


losses 
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Insurance Register Page for « 
this amount to expenses. Debit with the check when 
issued in payment of taxes. 

Accrued Compensation Insurance—This account will 
be credited monthly with the amount of compensa- 
tion insurance accrued, the corresponding charge be- 
ing made to expenses. This is arrived at by multi- 
plying each $100.00 of pay-roll by the rate stated in 
the compensation insurance policy for the particular 
kind of labor employed. At the end of the policy 
period, the total amount showing in the “compensa- 
tion insurance deposit” account will be credited 
thereto and charged to this account. Hence the bal- 
ance therein will represent, either the additional pre- 
mium due the insurance company, if a credit; or, if a 
debit, the amount due from the insurance company 
for over-payment. 

Reserve for Federal Taxes—At the end of the year 


JuLY 
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DATE 


UNAPPOR 


AUG seer ocT AmMOUAT 


[pportioning Policy Premuuns 


end of each month, with the total revenues for the 
month, as shown by the various departmental sales 
analysis sheets. The balance should be closed into 
“profit and loss—current” account by journal entry, at 
the close of each month. 

Cost and Sales—Each of these accounts will be 
charged, at the end of the month, with the cost of 
sales for each department, arrived at by means of the 
retail inventory method described and illustrated in a 
preceding article. At the end of the month the bal- 
ances should all be closed into “profit and loss—cur- 
rent” account by journal entry. 

Departmental Expenses — Controlling Accounts— 
These accounts will be charged monthly with the total 
of operating expenses of each department, from the 
“expense control” columns of the various depart- 
mental “expense journals.” The classification, dis- 
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Do You Still 
Accept This 
Uncertain 
Evidence? 
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ee the introduction of the pat- 


Or will you 
ented Telfax Tape in Wire Rope 


- ca 
soasist upon {which distinguishes each grade 
66 WILLIAMSPORT 9 from the other}, “Williamsport” has be- 


come the preferred Rope on thousands 


with the of operations where protection against 
positive accidents is the paramount thought 
protection among executives. 
their The use of Williamsport Telfax marked 
‘+Telfax’’ wire rope indicates that operators are 
endeavoring to raise their standard of 
patented safety in the use of wire rope, because 
Tape Marker of the positive, unmistakable assurance 
assures of its grade. 


Why take a chance with any wire rope 
which does not give you this direct 
factory protection? 


MODERN 


Wire Rope 


Write Us for Our Prices Today 


WILLIAMSPORT WIRE ROPE CO. 


Main Office and Factory General Sales Office 
WILLIAMSPORT, PENNA. Peoples Gas Building, CHICAGO 


“The Fastest Growing Wire Rope Plant in America’”’ 
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tribution and application of these expenses will be 
discussed in subsequent articles. The totals posted to 
these accounts must be given effect in detail, by post 
ing to expense ledger sheets from the analysis shown 
in the various expense journals; and the aggregate of 
the totals as shown by such expense ledger sheets 
must agree with these accounts monthly. These ac 
counts will be closed into “profit and loss—current” 
account at the end of the month by journal entry. 

Administrative and General Office E-xpense—Con 
trolling Account—To be charged monthly with the 
total administrative and general office expenses, from 
the “expense control” column of the expense journal, 
which are posted in detail to expense ledger sheets. 
The total of such expense ledger classifications must 
agree with this account monthly. At the end of the 
month, this account will be closed into “profit and 
current” account by journal entry. 

Interest Earned—Credit this account with income 
from interest earned. It will be closed into “profit and 
current” account monthly by journal entry. 

Discount Earned-——Credit this account with income 
from purchase discount earned. Close it into “profit 


loss 


loss 


and loss—current” account at the end of the month by 
yournal entry. 

Interest Paid—Charge this account with all interest 
paid, and with interest accrued at the time credit is 
passed to the “accrued interest” account. At the end 
of each month, this account will be closed into “profit 
current” account by journal entry. 

Discount Allowed—This account will be charged 
with all cash discounts taken by customers. Monthly, 
by journal entry, it will be closed into “profit and loss 

current” account. 

Balance Sheet, and Profit and Loss Statement—lIt 
will be noted that every account in the “income and 
deductions” section of the general ledger, as shown by 
“chart and accounts” presented in a preceding article, 
is closed into “profit and loss—current” account at the 
end of each month. By this means the profit for each 
month is determined, which serves to balance the 
“assets” and “liabilities” sections of the general ledger. 
\ balance sheet and profit and loss statement can then 
be made up, which will give a clear, concise and easily 
read statement of the true conditions of the business. 


and loss 


te 


Campaign for Cash Discounts 


National Supply and Machinery Dealers’ Association Tackles Problem 


The problem of inducing all manufacturers, who do 
not now do so, to allow cash discounts of two per cent 
and to make freight allowances is at present engaging 
the attention of The National Supply and Machinery 
Dealers’ Association. Members of the association 
have been asked to submit to Secretary Thos. A. Fern 
ley the names of any manufacturers who do not give 
the discounts and allowances. Already over 1050 
names have been submitted. The question was brought to 
the attention of the members in a letter of recent date, 
which was sent out by Secretary Fernley. The letter 
States: 

“A large number of members have sent to the as 
sociation a list of manufacturers who are not allowing 
the cash discount or cash premium of two per cent and 
also in many cases those who are not making freight 
allowances. The association is now compiling these 
lists, but as we, ourselves, have detected some errors, 
probably made by the accounting department in get 
ting up a list of names, we are sending every manufac 
turer on these lists a copy of the enclosed letter. 

“Over 1050 names of manufacturers appear on these 
lists after omitting all duplicates. This letter will 
serve the double purpose of correcting any errors and 
thus avoiding the unfair circulation of a manufacturer’s 
name in this matter of cash discount and freight allow 
ance, and also will serve to give manufacturers an 
opportunity of conceding the two per cent cash pre- 
mium and a freight allowance so that our members 
may be benefited thereby. 

“After the list is issued, and it will contain over 
800 names, we urge that you use active efforts both at 
the time of making purchases and by writing letters 
to the manufacturers in whose products you are inter 
ested, urging that they restore the cash premium of 
two per cent and such freight allowance as your needs 
require.” 


The letter which was sent to the manufacturers on 
the list reads as follows: ‘Members of the association 
are very anxious to secure pre-war cash discount and 
freight allowances on products which they distribute. 
The association has requested members to submit the 
names and addresses of the manufacturers from whom 
they would like to secure a cash discount of at least 
two per cent and a freight allowance. Will you kindly 
advise if your name should correctly appear upon a 
list of manufacturers not now allowing both two per 
cent cash discount and freight allowance. 

“Tt is our desire to exclude every possible error from 
any such list of manufacturers and your early reply 
is awaited. The idea of this interest on the part of 
the members of the association is to purchase their 
goods on the same terms as those on which they sell 
them, believing that the two per cent cash discount 
is a helpful factor in the conduct of the supply busi- 
ness and that the allowance of transportation charges 
is likewise a desirable thing under competitive condi- 
tions such as now exist.” 

or 


Western Iron Stores Opening 

Che Western Iron Stores Company. 147 W. Water 
street, Milwaukee, jobber of machinery, mill and factory 
supplies, celebrated the opening of its remodeled store 
on Saturday, November 25. To mark the occasion a 
reception was given to purchasing agents, superintend- 
ents, production managers and foremen of industrial 
establishments in the company’s territory, a large dele- 
gation of visitors being on hand to inspect what is be- 
lieved to be one of the finest mill supply stores in the 
middle west. John A. Camm, who assumed the presi- 
dency of the company last August, was on hand to 
greet the visitors and was the recipient of numerous 
congratulations. 
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The Hoover Line for Jobbers is a Builder 
of Profits and Good Business. Write us 
for Complete Details. 





The World’s Largest Plant Manufacturing 
Steel, Brass, Bronze, Monel, Aluminum 


and Hollow Balls 





HOOVER STEEL BALL CO. 
Ann Arbor, Mich. 
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Chicago : LTE) = =—6 le Ul 








: Philadelphia : s-ssss00022209 Middle City Bldg. ; 
Cleveland : erscusetin «-+---.3124 Edgehill Road 
: Chattanooga. Gea ciunccsicenaieabet creda --.---..Sanford Bros. 








HOYT’S 
TURTLE 





Leather Belting 
Waterproof 


Bears one of the oldest and best 
known trade marks. All mill men 
know Turtle Belting favorably. 


Backed by 75 years’ successful man- 


ufacturing experience. 


Edward R. Ladew Co., 


Incorporated 


428 Broadway, 
New York 














It is a maxim of advertising that a 
poor product cannot be successfully 
advertised. It may flash upon the 
scene with brilliance, become the talk 
of the hour, and to all appearances be 
destined to set new records, but unless 
it is and does what is claimed for it, 
no amount of printer’s ink and artist’s 
colors can give it permanence. 

Once in a while some article of 
merchandise will appear to defy this 
rule, but not for long. Public re- 
sponse, at first, perhaps, quick and 
active, becomes slower and slower. 
Sales fall off. The business grows 
sick, and in a few months or a few 
years, the very name of the product 


“Is the Product Right?” 


is forgotten. Advertising men know 
this so well that today the first ques- 
tion upon which they must be satis- 
fied before they will recommend ad- 
vertising to any manufacturer is—Is 
the product right? 

And merchandise that is right— 
merchandise that will satisfy in serv- 
ice—merchandise that will bring cus- 
tomers back for another purchase is 
the first requirement of the jobber 
and the retailer who expect to endure 
and flourish. 


* * 


There is no better assurance of this 
kind of merchandise than an advertis- 
ing pledge to the public. 





Published by Mill Supplies in co-operation with 
The American Association of Advertising Agencies 





























42 When writing to Advertisers please mention Mitt Suppties. 


















You can go right out among business people in your 
own field, trade or occupation, and find men who have 
been in the same position as long as you can remember, 
men who have been doing just about the same amount of 
business annually for an indefinite period. These men 
have not actually failed, not in the sense that they have 
lost their positions, or gone into the hands of a receiver, 
but they have not succeeded. They have not advanced 
or increased their business. 

And right beside these men are others who have been 
there a much shorter period, but have advanced, have 
marched right past these fellows who have stood still. 
Why have some men succeeded where others have failed, 
with no apparent difference in original opportunity or 
in brain equipment at the start? 

Study these men who have not succeeded. You will 
find that most of them are men who have tried to get 
along on their own brains alone. They have not been 
willing to accept outside advice or even to admit that 
any outsider could tell them anything about their busi- 
ness. They have taken the position that they knew more 
about their business than anyone else could. You needn't 
try to tell these fellows that some chap who never even 
saw their outfit could tell them what to do to get more 
business and to make more money. No sir. What 
could one of these trade paper or business book writers 
know about their business? Nix on this theory stuff. 
That is their attitude. 

After you have considered this attitude on the part of 
the fellow who has not succeeded, study the successful 
business men a little and see what they think about out- 
side help, outside brains. These men who have succeeded 
are men who have been willing and anxious to learn. 
They have sought information wherever it might be 
found. They have listened to what anybody might say, 
they have read what anybody might write about their 
business. They have realized that any outsider is likely 
to know something they do not know, something ap- 
plicable to their business. 

One of the most successful business men this country 
ever produced, the most successful I ever knew, was 
John H. Patterson, president of the National Cash 
Register Co. at the time of his death last spring. After 
spending 37 years in the development of a_ business 
acknowledged to be one of the greatest manufacturing 
and commercial successes, it would seem that if anyone 
was entitled to feel that he knew his business well enough, 
Mr. Patterson was such. Mr. Patterson himself would 
have been the last to admit that he knew enough about 
business in general, or even about his own business. He 
was always keen to learn more. 

When you came into contact with Mr. Patterson, it 
was not to be allowed to tell him what a remarkable man 
he was, not to find out what he knew. It was to be 
given a chance to tell what you knew. There must be 
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Are You Willing to Learn? 


uccessfdl Salesmanship 


By Frank Farcington 


4 Rights Reserved 


It is always 
Mr. Patterson gave you your 
If you were seated next 
to him at dinner, it was not for the purpose of being 


something you knew that he did not know. 
so with anyone we meet. 
chance to show what you knew. 


entertained, nor for the purpose of small talk. It was 
to give you a chance to show whether you had brains 
or not. 

Time and again I have heard him say that he intended 
to go to school as long as he lived, meaning that as long 
as he lived, he would seek to learn by seeking informa- 
tion whenever he thought it might be obtained. 

Here was an executive who wanted all the brains 
available applied to the matter in hand. He knew no 
limit or bounds in seeking for brains. He went to the 
best men in the country in every line and he combed the 
land for men who had knowledge that would be of value 
to him. In the same way he searched, or had searched, 
all the business books and periodicals for such ideas as 
might be useful somewhere in his plans, and his library 
doubtless contains endless volumes bearing marginal 
notes and comments upon whatever impressed the reader. 

The commercial failures of the country comprise 
countless men who have thought their own brains 
sufficient to run their business, only to fail in some 
emergency because they could not grasp the situation, 
or because they could not decide what step to take. 

Men with ordinary mental ability have succeeded 
where others of greater ability have failed, because the 
former knew enough to call in the help of others. We 
can get along with relatively little ability ourselves if we 
are willing to use the ability of others. 

This outside help available for our use is not neces- 
sarily available only at large expense. Consider the busi- 
ness magazines, the trade journals of your field. If you 
are looking for business help wherever it may be found, 
you will turn first of all to this source. 

The business man of today has a great advantage over 
his predecessor of 25 years ago. Today there are books 
and periodicals on every phase of business. We can find 
out what others have done under just such conditions as 
confronts us. It is not necessary for us to go blindly 
ahead, experimenting, cutting and trying, making end- 
less mistakes for lack of knowledge of what and how to 
do. We can profit by the mistakes in the experiences of 
others and avoid ourselves making those same mistakes. 

The business magazine shows short cuts discovered 
by other men. You can use those short cuts. If you 
had to wait to use them when you had discovered them 
yourself, you might never have found them out. 

If you have not the time to read as many business 
papers as cover your work and are likely to contain 
matter of value to you, have someone else go through 
them for you and check up or clip the things known to 
be of actual importance. You cannot afford, perhaps, 
to spend time to read as many papers as you would like, 
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U. S. ELECTRIC DRILLS 


can be mounted in a drilling stand as shown in illustration. This combination 
is being used successfully by many industrial plants, to perform all drilling 
operations. 


VAL 


Drills are built for continuous service, in sizes from 3/16 to 25%” in steel, and 
from 1%” to 4” in wood. 


Catalog 20-F giving full details, sent upon request. 


THE UNITED STATES ELECTRICAL TOOL CO., Cincinnati, Ohio 


District Sales Offices and Service Stations located in the following cities: 
Boston Chicago Cleveland Detroit Houston Kansas City, Mu. Milwaukee 
New Orleans New York City Philadelphia Pittsburgh St. Louis 











We have customers who have been buying from 
us for thirty-five years. Better join our family. 
The next time you need any Engine and Boiler Trimmings, Plumbers’ 


Supplies, Water Gauges, Gauge Cocks, Air Cocks, Steam and Gas Serv- 
ice Cocks, Bibbs, Basin Cocks, Brass Fittings, etc., mail your order to 


THE McRAE & ROBERTS CO. DETROIT, MICHIGAN 


Long Distance Phone—Cedar 74 
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Not, how much does it cost? — but, for how long \" 
will it give good service? — is the question to ask 4 —$<—SS 


when you're buying belts. 


Cocheco Belting makes service records wherever 
leather belts are used. For instance, in a recent 
call for repairs on a Cocheco Belt we found cement- 
ing the laps was all that was necessary to put in 
order one that had been in constant use in a large 
New England textile mill for 29 years. <A record 
that we consider a good practical example of the 
fact that Cocheco Belting is permanent equipment 
of the most profitable sort. 


wy) 


Send for our belting booklets get the details of 
other service records. 


I. B. WILLIAMS & SONS 


Dover, New Hampshire 


(MU 
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CHICAGO, ILL., 14-16 Franklin St. 
NEW YORK, N. Y., 71-73 Murray St. 
BOSTON, MASS., 157 Summer St. 
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but you also cannot afford to lose the matter in those 
papers that is of value to you. 

We all have more time for such reading than we think. 
We spend more or less time reading useless newspaper 
extras and so-called “evening” editions, issued any time 
after ten a. m. We waste some time on magazines of 
“Mushy Stories” and comic supplements. Fifteen min- 
utes or half an hour a day will be enough for accomplish- 
ing a good deal of useful reading. An hour a day will 
give a man an education along any selected line. If you 
are not anxious to study your own line of work, study 
some line akin to it. Develop in some way that will fit 
you for better work, for a better position, for handling 
your business more efficiently. 
~ Talk with men about your work and business, no mat- 
ter whether they are experts in such matters or not. Get 
the ideas of the outsider. They say that the man on the 
sidelines sees most of the game. Find out what he sees 
in your business. You may get your eves opened. 

Your success in your business is likely to be measured 
by your ability to capitalize other men’s brains, either as 
you find them in print or as you come into personal con- 
tact with them. If you find yourself at a standstill, 
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having ceased to develop in business ability, having 
ceased to advance your business, get some new business 
literature. See what you can find in the way of inspira- 
tion in the business papers. You will discover that others 
have pulled themselves out of slumps and you will 
develop the energy and ambition that will pull you out. 

If you can find a man who is willing to take a chance 
on telling vou what he thinks are some of your mistakes, 
listen to him. You have made mistakes and it will do 
you good to hear about them. You need ideas, ideas, 
and more ideas. Seek them wherever they are to be 
found. 

The business book you buy and tuck into a corner of 
the desk will do you no good there. A business paper 
left in its wrapper will not help vou in your business. 

There are thousands of ideas awaiting your use. The 
only trouble has been that you have not used them. 
You have even turned them aside when they presented 
themselves. You have not used all your opportunities 
to learn and to practice what you learn. You can turn 
over a new leaf in this respect with profit. There is 
plenty of opportunity for improvement and develop- 
ment in your line. It is up to you. 
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Finney & Fuller in New Home 


Company Started in Business Three Years Ago and Has Outgrown Quarters 


Finney & Fuller Co., Inc., Utica, N. Y., jobber of 
mill and factory supplies and tools, announces its re- 
moval from 202 La 
avette street to a 
new location at 147 
Hotel street, where 
more  commodious 
and convenient quar- 
ters have been ac- 
quired to enable the 
company to handle 
its rapidly increasing 
business. The re- 
moval calls to mind 
the fact that the com- 
pany started in busi- 
ness only three years 
ago, and, in_ the 
words of one of the 
officials of the organ- 
ization, “started with 
the proverbial shoe- 
string minus the 
tags,” yet in this 
short space of time, 
through hard work 
and progressive sales 
methods, the com- 
pany has outgrown its old quarters and is now com- 
fortably housed in a three-story building. 

Although the company is but three years old, the 
business really dates back to 1897, being established at 
that time by the firm of Radel & Bowman, an off-shoot 
of the old Utica mill supply house of Lawton & Radel. 
George A. Bowman purchased the interests of Mr. 
Radel in 1907 and conducted the business until 1919, 
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NEW HOME OF FINNEY & FULLER 


when it was acquired by the present owners, G. W. 
Finney and I. C. Fuller. Mr. Finney is president of the 
company. He had previously been connected with 
George A. Bowman, as salesman, representing him in 
central New York territory. Mr. Fuller, secretary of 


the company, had been connected for a number of years 
with a Utica mill supply house, traveling New York 
state territory. 

The ambition of the house of Finney & Fuller is to be 
“the largest purely mill supply house in central New 
York.” Its officers state that the company’s stock is 








LEFT TO RIGHT, I. C. FULLER AND G. W. FINNEY 
made up, for the most part, of advertised products of 
recognized manufacturers of mill and factory supplies. 
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DEIDA | 
STEEL SPLIT PULLEY 





“The Oval Crown Without Groove” E 








When writing to Advertisers please mention M1Lt SupPLigs. 








KUL, QUPPILUBS 


OPEID 
STEEL SPLIT PULLEY 


A steel split pulley backed by Dodge quality—easy to sell—sure to stay sold 
and bring in repeat orders. 

The name Dodge settles the question of quality—creates a feeling of confidence 
in the buyer—lessens sales resistance. 

The Oneida appeals to the practical eye—it is a brute for strength and a whale 
for work. An Oneida on your customer’s line shaft is a life-time advertisement 
for you. 

Check over these points of unquestioned superiority. They will convince you 
that an Oneida stock is sure to be the short-cut to quick turn-over, volume sales 
and substantial profits. 


These features make selling easy 





. , on a aed 
Oval Crown Saves Powe? smstrm vee coma baba 
i -No Gro - test tension. 
Note the comparison between the angle crown and the ‘“ovaL cROWN ee Ang 


Oneida oval crown. Lay a piece of belt over an angle crown 
face pulley. Right at the center where belt pull is greatest 
there is no contact. Now, do the same with the Oneida. 
The belt hugs the entire face snugly. This perfect con- 
tact means reduced bearing friction— permits operation 
under low belt tension and effects substantial power 
savings. 














No Shearing Strain on Rivets 
Throughout Oneida construction wherever two pieces 
, of metal are joined together the metals are counter- 
/) sunk. In this way, the rivets are relieved of all lat- 

eral and shearing strain and merely perform their 
normal function of holding the metals together. 


Metals counter- 
SunK- no sHear- 
mo slrainon 
rivels. 





Substantial Arm and Hub Construction 0/24. e\- 
The arms as well as the hubs of Oneida pulleys are made a a ae 
in two pieces. They are interwoven into the flanges i 
of the hubs. In sizes over 17° with 5” face the arms 
are attached to rim by a special fish plate. This pro- P 
vides a broad, solid bearing for arms at rim and makes aa 
the rim double thick at this point. 


and in Addition to the Above 
The Oneida combines strength with light weight—is adapted to the heaviest service and high 
speeds. Double arms are provided, beginning with 8-inch face in smaller sizes and 10 and 
12-inch face in medium and larger sizes. Other pulleys start at 18-inch face. 





Write for dealer proposition today. It means bigger profits in 1923. 


Dodge Sales and Engineering Co. 


General Offices: Mishawaka, Ind. Works: Mishawaka, Ind., and Oneida, N. Y. 


New York Boston St. Louis Seattle San Francisco 
Branches Cincinnati Newark Philadelphia Pittsburgh 
Minneapolis Houston Atlanta Chicago 








When writing to Advertisers please mention MILL Suppties. 47 








HE extraordinary service rendered by Indestructible Conveyor Belt- 
ing in handling heavy, abrasive materials, is the result of wear-defy- 
ing construction that comes through the test with lowest tonnage cost. 


It is primarily a heavy duty belt, designed for your toughest conveying 
job. The fact that so many Indestructible Belts are employed in this kind 
of work is the best proof of their superiority. 


NEW YORK BELTING & PACKING CV. 


Chicago Philadelphia Pittsburgh . Louis Salt Lake City San Francisco 





¥ iW 
pe thy, “(| 
fom «OMIM. 


‘i hi” 











































































































SAUL GUPPLUES 


Submit Brief in Behalf of Mill Supply Jobbers 


Counsel for National Supply & 


Argues That Mennen Co. Ruling 


Mill supply jobbers generally are interested in the 
fight which is being made in their behalf to reverse the 
ruling of the federal trade commission in the Mennen 
Company case. Attorney Felix H. Levy, of New 
York, on behalf of the National Supply and Machinery 
Dealers’ Association, last month filed a brief with the 
United States circuit court of appeals at New York, 
discussing the business and economic, as well as the 
The decision of the court 
in this case will be of the utmost imporatnee to all 
wholesalers throughout this country. The brief was 
filed concurrently with the presentation of an appeal 
by the Mennen Company and was in behalf of five 
other wholesalers’ associations, in addition to the 
national association. 

The case originated in a suit brought against the 
Mennen Company, manufacturer of toilet articles, 
because of the company’s selling plan by which a 
wholesale dealer was given a price based on the fact 
that he was a wholesaler. The company denied this 
price to large retailers and cooperative exchanges of 
retailers, because a jobber is entitled to a lower price 
than other customers. ‘The federal commission found 
the Mennen Company guilty of illegal “discrimination 
in net selling price between purchasers of the same 
grade, quality or quantity, of commodities, upon the 
basis of a classification of its customers as jobbers, 
wholesalers and retailers.” 

The brief of the national association council was 
filed in behalf of the National Supply and Machinery 
Dealers’ Association, the National Wholesale Jewelers’ 
Association, the National Floor Covering Association, 
American Brush Manufacturers’ Association, The 
National Wholesale Dry Association and 
National Hardware Association, all acting as friends 
of the court. It offered six points for the consider 
ation of the court. 

The brief asserted that the six associations are 
composed of more than 2000 concerns engaged in the 
business of selling commodities at wholesale and that 
the associations believe that, inasmuch as the Mennen 
Company is engaged in business solely as a manufac- 
turer, the submission of a brief by them as represent- 
ing the standpoint of wholesalers might be useful as 
presenting a more complete aspect of the questions 
which are involved. 


legal aspects of the case. 


Goods 


“These associations believe that 
the issues involved are of a paramount importance to 
the trade and commerce of the country; and that upon 
the rightful determination of these issues will rest the 
question whether such trade and commerce shall be 
maintained in a position of economic advantage, or 
shall be greatly disturbed and, indeed, demoralized. 
The first point stressed in the brief contends that 
the federal trade commission has misconceived the 
purpose and effect of section two of the Clayton law. 
This particular section provides in substance that it 
shall be unlawful for any person engaged in interstate 
or foreign commerce to discriminate in price between 
different purchasers of commodities in transactions 
within the United States or under its jurisdiction, 


Machinery Dealers’ Association 
Would Seriously Disrupt Business 


“where the effect of such discrimination may be to 
substantially lessen competition or tend to create a 
monopoly in any line of commerce.” 

The brief sets forth that the reports of the judiciary 
committee of the house of representatives clearly dem- 
onstrates that it was the intention of the law to only 
prohibit the practice of certain corporations in seeking 
to secure a monopoly of trade and commerce by sell- 
ing their goods at a less price in the particular com- 
munities where their rivals engaged in business than at 
other places throughout the country. In other words, 
the contention is that the law did not seek to main- 
tain competition among purchasers of a commodity. 

The second point made is that the order appealed 
from is in conflict with the decisions of the United 
States Supreme Court in the Colgate and the Beech- 
Nut Packing Company cases. In each of these cases 
there was involved the right of a private trader to 
refuse to sell his wares to a person who failed to 
observe resale prices the respective 
defendants. In the Colgate case the Supreme Court 
held that “in the absence of any purpose to create or 
maintain a monopoly, the act (Sherman) does not 
restrict the long recognized right of trader or manu- 
facturer engaged in an entirely private business, 
freely to exercise his own independent discretion as 
to parties with whom he will deal. And of course, 
he may announce in advance the circumstances under 
which he will refuse to sell.” 

The Beech-Nut decision stated that “by these de- 
cisions it is settled that in prosecutions under the 
Sherman Act a trader is not guilty of violating its 
terms who simply refuses to sell to others, and he 
may withhold his goods from those who will not sell 
them at the prices which he fixes for their resale.” 

Point three contends that the order appealed from 
is in conflict with decisions in other cases in the United 
States Supreme Court and in the circuit court of 
appeals. Among the cases referred to are the Great 
\tlantic & Pacific Tea Co. vs. Cream of Wheat Co., 
Cudahy Packing Co., vs. Frey & Sons, and Sears- 
Roebuck Co. vs. Federal Trade Commission. 

Point four held that the “arguments presented 
by counsel for the government at the hearing before 
the federal trade commission in support of the grant- 
ing of the order now appealed from are untenable and 
fallacious.” After disputing statements made in the 
government’s brief at the hearing before the commis- 
sion, the contention is made that “if the system under 
consideration be forbidden, the result will be to drive 
from the field, or at least seriously cripple, wholesalers 
and smaller retailers.” 

“Tf the balancing and weighing of these advantages 
and conveniences could lawfully be undertaken by 
the courts, and if such a procedure were econom- 
ically feasible, there seems to be no doubt that the 
resultant determination would show that the interests 
of the large number of wholesalers and the vastly 
larger number of retailers should be conserved as 
against the corresponding interests of the relatively 


suggested by 
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Why people speak of the 
“Old” Miller Extinguishers 


and Peerless Safety Cans 





Old customers speak of 
the Miller fire extin- 
guishers and Peerless 
safety gasoline cans 
very much as_ they 
speak of old and valued 
friends, with whom 
they have been through 
many experiences, both 
in the full years and in 
the lean years. They 

















know they can count 
on “Old” Miller-Peer- 
less Fire Prevention 
and Fire Fighting 
Equipment to quickly 
and effectively meet 
the emergency when 
the need arises. Others 
have come and gone, 
but Miller-Peerless has 
been meeting the re- 
quirements of its 
friends since 1887. 











Known to 
be the 
equal and 
better than 
most—for 
protection 
of life and 
property. 


Stands high pressure. 
Automatic regulated 
feed. Refilled without 
removing bottle. Any 
part easily replaced. 














To Get the Right Start 
Equip With Miller-Peerless 


Dealers and Jobbers—Every article 
we build is reliable, warranted, 
and carries the ‘‘approved” label. 
Our new plant is well equipped for 
quantity production. You cannot 
stock a better known, better sell- 
ing or more profitable line than 


the Miller-Peerless. 





Sells wherever 
gasoline is used. 
‘our sizes. Heav) 


construction. 


Absolutely safe. 











Miller-Peerless Manufacturing Co. 
325-9 N. Curtis St., Chicago 
Consolidation of Peerless Safety Can «& Device Mfg. Co. and Miller Chemical 


Engine Co. 
B. F. Allnut and Chas. W. Keefer, Executive Managers 


MILLER-PEERLESS 


Enemies of Fire for Thirty-four Years 














Engineers are 
Standardizing 
on Jenkins Valves 


What it means to them: 


(1) An assured valve service—for Jen- 
kins Valves have strength and pro- 
portion to meet the most severe 
conditions. 


(2) Their operatives can easily acquaint 
themselves with the simple con- 
struction of Jenkins Valves. They 
do not have to worry about the ac- 
tions and peculiarities of valves of 
widely varied manufacture. 


(3) Reduced inventories of replacement 
parts, as it is not necessary to carry 
a scattered assortment of parts— 
which is the case where valves of 
many and various makes are used. 


(4) Parts are interchangeable, made so 
by careful and standardized manu- 
facture. “Veteran” valves can al- 
— be supplied with parts that 
“ — 


(5) Money is saved, for Jenkins Valves 
go into service and stay—a quality 
which, alone, would make them the 
most economical. 


What it means to you, 
the supply man 


The many thousand engineers who 
make GENUINE JENKINS and JEN- 
KINS ONLY their rule and guide, are 
directed to the supply man in their local- 
ity. 

By stocking GENUINE JENKINS you 
will be able to supply the ever increas- 
ing demand caused by the wide use of 
Jenkins Valves in every industry. 


Really you do not have to “sell” Jen- 
kins Valves—for more than 58 years 
they have been known for their depend- 
ability and service. 


JENKINS BROS. 


New York Boston Philadelphia 


Chicago 
Montreal 


ondon 
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smaller number of cooperative corporations, chain 
stores, department stores and the like, for the greater 
good and benefit of the trade and commerce of the 
country. In other words, if the question be this: 
Would the trade and commerce of the country fare 
better if the system which is here assailed were 
permitted to continue or be forbidden?—the answer 
would be that if it were permitted to continue, whole- 
salers and countless retailers would gain, although 
the other class of traders might lose; but if such 
system were forbidden, the reverse would be the 
case, and thus overturning a system of commerce 
which has been of immemorial existence and causing a 
disruption of an established system of distribution for 
the sole benefit of a few highly organized, closely 
owned organizations of comparatively recent origin 
and whose efficacy and economic benefit has yet to be 
proven—for of that description are ‘chain stores,’ 
‘co-operative corporations,’ mail order houses, buying 
agencies, and the like.” 

The fifth point contends that if the order of the 
commission be affirmed, the result will be to lessen 
competition to a vastly greater extent than if such 
order be reversed. The following summary of the 
effects of the ruling of the commission is made: 

Firstly: That wholesalers would be seriously 
hampered, their business would be materially impaired 
and their future existence would be imperilled, if not 
terminated. 

Secondly: Retailers not within the class of chain 
stores, department stores, mail order houses or 
members of co-operative corporations, buying clubs or 
syndicates would be unable to compete with the 
retailers in these classes. 

Thirdly: If manufacturers are forbidden to dis- 
criminate in price as between wholesaler and co-opera- 
tive corporations, the same principle would forbid 
such discrimination as between the two classes named 
and the individual consumer when the latter buys 
the same quantity of a given commodity as_ the 
former. “If the new system of business here con- 
tended for be declared to be the law of the land, a 
manufacturer would be compelled, in the instances 
named, to make direct sale to the individual consumer 
at the same price as to the wholesaler. The obvious 
result of this would be the impairment of the busi- 
ness of the wholesaler and of the retailer and a serious 
derangement and disorganization of the business of 
the manufacturer.” 

The value of the wholesaler is held to be an 
“economic fact long established. They constitute, in 
substance, the salesmen of the manufacturer. They 
gather together under one roof the products of many 
manufacturers and hold in readiness in their ware- 
houses these countless products for prompt and ready 
distribution in small quantities to the retailer. By 
closer acquaintanceship derived from propinquity to 
their retail customers, they are better able to judge 
of the financial credit of the latter than the more 
distant manufacturer. If these wholesalers be driven 
out of existence, the manufacturer in most lines of 
industry would be confronted with the need of making 
direct deliveries to countless customers, at great 
distances, in relatively small quantities, and without 
adequate opportunity of determining the credit stand- 
ing of such customers. It seems fair to say that such 
an undertaking would be impossible. The wholesaler 
now fills this function to the satisfaction of the manu- 
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facturer and of by far the greater number of retailers 
in the country. Shall this time-honored institution 
be disrupted by the inauguration of the new and 
unheard-of system here urged by the federal trade 
commission—and so urged upon the basis of a statute 
never designed to that end; and, in the debates which 
accompanied its passage through congress, no word 
in support of such a system was ever uttered ?” 

The last point merely argues that the order 
appealed from should be reversed. ‘The entire case 
was argued orally before the court by Mr. Levy. 

~+o> 


STARTLING PRICE REDUCTION 
The Black & Decker Mfg. Co. Announces Remarkable Result of 
Increased Production of One of Its Drills 

The Black & Decker Mfg. Co., Towson Heights, 
Baltimore, has announced a reduction of $11.00 in the 
price of its standard quarter-inch electric drill. The 
announcement is startling in view of the fact that this 
drill one year ago was priced at $65.00 The company 
issued a statement in connection with the reduction, 
assuring its dealers that this is the only reduction 
which is contemplated and that it is made possible 
owing to the fact that production of this one size drill 
has trebled in less than a year. 

An explanation of the increased production shows 
that the company experienced a heavy increase in the 
sales of this particular size. The increased sales made 
it possible to place in operation a chain production 
system. This enabled the company to reduce the price 
from $65.00 to $39.00 at the beginning of this year 
Since that time, production has trebled and the result 
has been the new reduction to the present price, $28.00. 

The following statement was issued by the com- 
pany following the reduction: ‘In reducing the price 
of the quarter-inch drill, we have widened the market 
with the result that this particular size is being put to 
a wide diversity of uses, ranging from its use as a 
production machine in large quantities by body build- 
ing shops, through the automobile factories, repair 
shops, machine shops, tinsmiths and sheet metal 
workers, plumbers, and almost every line of trade.” 

<r 


Federal Business Associations 

Under the direction of the bureau of the budget a 
definite effort is being made for the first time to 
increase the efficiency of our great federal business 
machine by bringing together, in the larger cities of 
the country, all officials of the government in what- 
soever department they are engaged. The work is 
under the personal supervision of General Herbert M. 
Lord, director of the bureau of budgets and Colonel 
If. C. Smither, his chief coordinator. According to 
the plan, federal business associations are to be organ- 
ized in the larger cities for the purpose of bringing 
about a closer co-operation and co-ordination in carry- 
ing on the Government’s business. In these associa- 
tions it is expected that economies will be realized 
from the interchange of transportation facilities, the 
consolidation of purchases, the storage of supplies, 
and the co-ordination of many other activities to the 
common advantage of each of the different depart- 
ments concerned. It is expected that the association 
will make possible the elimination of much duplication 
and a reduction in the expense of operation of the 
government. Chicago now has an association. 
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“PIONEER” 





THE “PIONEER”, as its name indicates, was the first successful 
steel shaft hanger ever made. 


Having graduated from the school of experience, the 
“PIONEER” of today is perfect—hence its wonderful success as 
testified to by several competitors recently following our lead. 


Stock the “PIONEER”, the original, the genuine steel hanger. 


We also make Bench Legs, Pillow Blocks, Couplings, Collars, 
etc. Ask for catalogues and prices on the full line. 


Standard Pressed Steel Co. 


Jenkintown, Pa. 


(THE “PIONEER” STEEL HANGER PEOPLE) 
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Fundamental Business Conditions Are Improved 


Digest of Statistics Gathered From Authoritative Sources Shows 
That Underlying Factors in the United States Are Very Favorable 


A digest of trade conditions has been made recently 
by the Central Trust Company of Illinois for the 
purpose of placing before the business men of this 
country the fundamental factors underlying general 
business. It is a clarifying report based on statistical 
compilations of several hundred authorities. The 
study of conditions leads to the conclusion that there 
is a real improvement in the fundamental condition 
of this country. The following extracts from the 
digest will be of interest to all business men: 

Bank clearings at the principal cities for the month 
of September were 31 billion dollars compared with 
30 billion dollars the previous month and_ slightly 
over 27 billions in September, 1921. This shows an 
increase in clearings of 21 per cent. 

Exports during August were valued at 302 million 
dollars compared with 367 millions a year ago. Im- 
ports were 271 million dollars compared with 195 millions 
a vear ago. 

The smallest number of business failures were 
reported during September for any month during the 
past year, the reports showing 1,518 failures as 
compared with 2,714 in January of this year. 

Corporate financing in September amounted to 282 
million dollars compared with 286 millions the pre- 
vious month and 256 millions for the month of 
September, last year. Of the total, 99 millions were 
issued to retire maturities, compared with 26 millions 
the previous month for this purpose, and 33 millions 
a year ago. 

Dividend and interest disbursements for October 
will amount to 357 million dollars compared with 242 
millions fur September. Dividends will account for 
91 millions and interest payments will be 265 millions. 

Shares traded on the New York Stock Exchange 
during September numbered 23,505,000 as compared 
with 17,863,000 the previous month and 13,261,000 for 
September, last year. Bond sales were only 292 
million dollars compared with 313 millions the month 
before and 327 millions the corresponding month a 
year ago. 

New and large corporations formed in September 
numbered 664 companies with authorized capital of 
650 million dollars, compared with 813 companies 
formed in August with capital of 647 millions. 

Freight car loadings during September averaged 
921 thousand cars per week compared with 863 thou- 
sand cars per week for the preceding month and 827 
thousand cars per week in September a year ago. 

Building operations in the principal cities during 
September totaled 193 million dollars compared with 
220 million dollars the month before and 148 million 
dollars a year ago. For the first nine months of this 
year, total expenditures represented in permits were 
1,851 million dollars, a new high record, which 
compared with 1,156 million dollars for the first nine 
months of last year. 

Lumber cut during September as reported by seven 
principal lumber producing associations totaled 944 
million board feet compared with 1,156 million feet the 
month before and 673 million feet a year ago; ship- 


ments were 784 million feet compared with 1,034 
million feet the previous month and 963 million feet 
a year ago, while orders booked totaled only 745 
million feet compared with 1,127 million feet the 
month before and 794 million feet in September 1921. 

Automobile production for September is reported at 
206 thousand passenger cars and trucks compared 
with 157 thousand produced in September of last year. 

Pig iron production for September totaled 2,034 
thousand tons compared with only 1,816 thousand tons 
the month before and only 986 thousand tons in Sep- 
tember 1921. The first of the month found 190 
furnaces active compared with 144 a month before and 
only 82 a year ago. Steel ingot production during 
September amounted to 2,713 thousand tons compared 
with 2,531 thousand tons the month before and only 
1,394 thousand tons in September of last year. Struc- 
tural steel bookings during August totaled 136 thou- 
sand tons compared with 129 thousand tons the month 
before and with 150 thousand tons for June. Zine 
production during September totaled 33 thousand tons 
compared with 31 thousand tons the previous month 
and only 41 thousand tons a year ago; shipments were 
36 thousand tons compared with 38 thousand tons the 
month before and only 20 thousand tons a year ago, 
leaving stocks on hand on the first of October of only 
19 thousand tons compared with 22 thousand tons 
the previous month and 81 thousand tons a year ago. 

Anthracite coal production for the four weeks end- 
ing September 30 was 4,967 thousand tons compared 
with 161 thousand tons the previous month (Strike 
period) and 5,759 thousand tons for the corresponding 
weeks of 1921. Bituminous coal production for fout 
weeks ending September 30 was 38 millions tons 
compared with 33 million tons for the same period of 
last year and production for the calendar year to 
September 30 was 271 million tons compared with 295 
million tons for the first nine months of 1921. Bee- 
hive and by-product coke production during Septem- 
ber totaled 2,850 thousand tons compared with 2,333 
thousand tons the month before and 1,712 thousand 
tons in September 1921. 

Petroleum production during August was 46 million 
barrels compared with 47 million barrels the previous 
month and 41 million barrels a year ago. Stocks of 
crude oil on the first of September were 265 million 
barrels, a new high record, compared with 261 million 
barrels a month before and 170 million barrels a year 
ago. Consumption of domestic and imported petro- 
leum during August is estimated at 51 million barrels 
compared with the same consumption the previous 
month and less than 43 million barrels in August of 
last year. New oil wells completed during September 
numbered 2,203 compared with 2,377 for August and 
1,275 for September of last year. Of the August wells, 
1,709 were producers compared with 952 producers 
brought in during August 1921. 

Wool consumption during August amounted to 49 
million pounds compared with only 39 million pounds 
the previous month and only 41 million pounds in 
August of last year. Imports of wool during August 
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FOR MILL SUPPLY JOBBERS EXECUTIVES 


‘ Portable Electric Drills 

| Portable Electric Grinders 

Electric Screw-Drivers 

| ‘‘With the Pistol Grip and Trigger Switch”’ 


. Electric Bench and Pedestal Grinders 


290,000 Industrial 
(=) (Markets) | Establishments in 


‘the United States. 













f=) (Products) 











' DISTRIBUTION THROUGH 


| 
iia | JOBBERS ONLY 
=) ( olicies) 4 No products sold direct except to the 
| United States Government and to equip- 

pers who make a Black & Decker machine 

an integral part of some device which they 
| are marketing. 









Country’s Industrials Depend 
Largely Upon Jobbers 


The industrial establishments of this country must have the prompt 
service that only a jobber carrying large and varied stocks can give 
them; consequently our policy of allowing the Jobbers a fair margin of 
profit to enable them to carry stocks of our products and agreeing not to 
compete with our jobbers is fair to everybody. 






















BLACK & DECKER P.M.P. (Products-Markets-Policies) Book, a 40 
page outline of the complete Black & Decker mer- 
chandising plan including description of prod- 
ucts, brief market analysis, the Black & Decker 
Fixed Policies, sales helps and advertising. This 
book will gladly be sent to Mill Supply Jobbers’ 
Executives on request. 


THE BLACK & DECKER MFG. CO. 


TOWSON HEIGHTS, BALTIMORE, MD.,U. S. A. 
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were over 34 million pounds compared with less than 


34 million pounds the month before and only 16 million, 


pounds a year ago. Stocks of raw wool including 
grease, scoured and pulled wool on the first day of 
July were 375 million pounds compared with 447 
million pounds on the same date last year and 391 
million on July 1, 1920. 

Cotton ginned from this year’s crop to September 
25 totaled 3,883 thousand bales compared with only 
2,907 thousand bales ginned to the same date last 
vear and only 2,249 thousand bales ginned to the same 
date in 1920. There is still an opportunity for this 
year’s cotton crop to show a considerable increase 
over the Government estimate as it did last year. 
Cotton consumption during September amounted to 
495 thousand bales compared with 527 thousand bales 
the month before and 485 thousand bales for Septem- 
ber of last year. Storage stocks on the first of October 
were 4,283 thousand bales compared with 2,575 thou- 
sand bales a month before and 1,917 thousand bales a 
year ago. Spindles active during September num- 
bered 33,297 thousand compared with 32,499 thousand 
the month before and 33,898 thousand in September of 
last year. The heavy ginning record and the increased 
stocks on hand should receive careful attention, as it 
is quite possible that the much discussed cotton short- 
age may have been discounted in the markets and 
European demand must depend largely upon the 
foreign exchange situation and the ability to finance 
its needs. 

Raw stocks of hides and skins on the first of Septem- 
ber included 32 million skins, exclusive of pig and hog 
strips, compared with less than 31 million skins the 
month before and 38 million skins on hand a year 
Root and shoe production during the month 
of August amounted to 28 million pairs compared with 
only 23 million pairs (revised figure) in July and 26 
million pairs in June. Production for the first eight 
months of the year was 211 million pairs of boots and 
shoes. 


ago. 


Crops for 1922 are generally good and the total 
production of each of the principal crops will be well 
above last year with the exception of buckwheat, 
which will be about the same as last year, and corn, 
sugar beets, grain sorghums and peanuts, all of which 
will be smaller crops than a year ago. Of the seven 
principal grains we will have, however, a total of 
5.223 million bushels compared with 5,196 million 
bushels last year, a gain of 27 million bushels in 
grains, in spite of the fact that the corn crop alone is 
227 million bushels less than last year, so that the 
other six grains show a gain over 1921 of 254 million 
bushels. 

Prices paid to producers for the principal crops on 
the first of October were 1 per cent lower than a year 
ago, 46 per cent lower than two years ago and 30 per 
cent lower than the average for the last ten years 
on that date. Prices paid to producers for meat ani- 
mals on the fifteenth of September were 8 per cent 
higher than a year ago, 37 per cent lower than two 
years ago and nearly 21 per cent lower than the ten 
year average on that date. 

Labor conditions, as evidenced by the industrial 
analysis completed by the department of labor on 
September 30, have improved and an increased number 
of workers is reported from all manufacturing lines 
except liquor and beverages, land vehicles, metals 


other than iron and steel and in stone, clay and glass 
products. Decrease in the number employed in these 
lines was largely due to inadequate transportation 
facilities. We are fast approaching a period of com- 
mon labor shortage, which promises to be keenest in 
the forests where logs are to be felled for next year’s 
lumber output. We are now in a period of the most 
complete employment the country has ever experienced. 
ee 


SONS TO CARRY ON BUSINESS 


R. Scott Hardware Company Will Incorporate and Will Continue 
Policy of Its Founder, Who Died Recently 


R. Scott Hardware Company, 312 East Main street, 
Muncie, Ind., dealer in mill and factory supplies, 
mechanics’ tools and iron and steel, will soon be incor- 
porated under the same name. This change will 
accompany the celebration of the 35th anniversary of 
the founding of the business by the late Robert Scott, 
who died on August 12, this year, following a long 
illness. The founder’s two sons, R. A. Scott and J. S. 
Scott, both officers of the company, will continue to 
carry on the business as they have since the retire- 
ment of their father a year ago. In the new organiza- 
tion R. A. Scott will be president, J. S. Scott, vice- 
president, treasurer and manager, and D. S. Thalmann, 
secretary. The capital stock will be $35,000. 

The history of the company is an interesting one, 
a tribute to the foresight of its founder. Robert Scott 
was born in Scotland and came to this country in 
1882, locating in Brooklyn, N. Y., as superintendent 
of a bagging mill. His employers sent him out to 
Muncie to take charge of their local plant. Shortly 
after his arrival in Muncie, Mr. Scott began to realize 
the opportunity for a mill supply house in the town, 
which at that time was experiencing a gas boom. In 
1887 Mr. Scott moved his family to Muncie and started 
in business with a stock of tools and factory supplies. 

Honest dealings, quality goods and thriftiness were 
the Scott characteristics and the business soon 
expanded. In 1902 it was necessary to secure more 
commodious quarters and the business was moved 
to its present location, 312 Main street. The building 
has two stories and basement and the stock carried 
is made up of shelf and builders’ hardware, paints, 
tools, iron, steel and factory supplies, doing both a 
wholesale and retail business. Mr. Scott remained 
sole owner and active in the management of the busi- 
ness until his illness in 1921 at which time he retired 
in favor of his two sons, both of whom had been 
previously associated with him. The policy of the 
father in the conduct of the business will be continued 
by the sons. The company serves local territory only. 

—tor ~ 


Cleveland Clutch Changes 

The Reliance Gauge Column Company, 5902 Car- 
negie avenue, Cleveland, Ohio, announces that it has 
sold its Cleveland clutch business to the Western En- 
gineering & Manufacturing Company, 360 E. Grand 
avenue, Chicago. The latter company has been in- 
corporated as a subsidiary of the Western Valve Bag 
Company for the purpose of taking over the manu- 
facture and marketing of this clutch. Increased de- 
mand in the steam specialty line and the development 
of a new method float are responsible for the decision 
of the Reliance Gauge Column Company to dispose 
of the clutch business. 
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GAUGE GLASSES 


Mill supply jobbers are no longer at the mercy of 
European manufacturers when ordering gauge 
glasses since Libbey has made an American gauge 
glass worthy of the respect of the world. 


Before Libbey Standard Gauge Glasses were placed 
on the market they were given tests more radical 
and more exacting than average service conditions 
will ever require. The Standard Gauge Glasses 
more than fulfill all the claims we make for them. 
To meet ordinary requirements would never be suf- 
ficient to meet Libbey ideals. 


Every Libbey Standard Gauge Glass is guaranteed 
for absolute clearness and for pressures up to 200 
pounds. For pressures up to 400 pounds Libbey 
High Pressure Gauge Glasses have passed tests for 
temperature, erosion and pressure, with an ample 
margin of safety. They are uniform in size. 


We welcome inquiries for prices or literature 


THE LIBBEY GLASS MFG. CO. 
CToledo, Ohio. USA. 
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Philadelphia Jobber Is 


King of Salvage Men 


Joseph G. Hitner, Head of the Largest Junk Shop m the World, 
Buys Anything from an Old Automobile to a Fleet of Battleships 


ROBERT F. SALADE 


It requires fine judgment for a man to look over a 
mammoth battleship and to calculate what the dis- 
mantled vessel would be worth in the form of junk, 
but such a mental feat is frequently accomplished by 
Joseph Graham Hitner, president of Henry A. Hitner’s 
Sons Company, 4500 Richmond Street, Philadelphia, 
jobber of new and second-hand machinery, railway 
and contractors’ supplies. Mr. FHlitner is a genius 
in his line, and the great business of which he is now 
the head owes its success to his remarkable ability as 
a buyer. 

The Hitner Company’s forty-acre plant is located 
in the Richmond section of Philadelphia, on the Dela- 
ware river, and at this plant a new and fascinating 
industry was recently developed—that of convert 
ing a large portion of the United States Navy into 
marketable scrap. The fleet of fighting ships now 
lving at the wharves of these yards was formerly 
powerful enough to battle with some of the leading 
navies of the world. Here among many other famous 
ironclads is the 13,500-ton “Maine,” successor to the 
original battleship of the same name which was sunk 
in Havana harbor during the winter of 1898. The 
Hitners made the highest bid and eventually procured 
the “Maine” for the sum of $48,000, but if the company 
did not possess the mechanical equipment essential for 
salvaging the materials in this vessel, it would stand 
to lose a small fortune by its purchase. 

The Hitner business founded half a century 
ago by Henry A. Hitner who came to this country 
from Bavaria, Germany, at the age of seventeen. 
Joseph G. Hitner, a son of the founder, and now presi 
dent of the company, was born in Philadelphia July 
17, 1863, and became interested in his father’s business 
when only twelve years old. It was not long before 
he knew the junk trade from A to Z. In the year 1897 
Joseph took hold of the business, and from that time 
forth it rapidly expanded until today it is the largest 
of its class on earth. 

Joseph Hitner’s first big job was done in 1900 
when he won the contract to scrap Brooklyn's first 
elevated street railway which covered a distance of 
one and one-half miles. All of that material was 
bought and sold by the Hitner Company at a substan 
tial profit. During the same year Mr. Hitner pur- 
chased from the Brooklyn railway concern some 80 
ef the old Forney type of locomotives which that 
company discarded when it changed the elevated road 
from steam to electric power. 

It was also in 1900 when Mr. Hitner brought the 
“EL Dorado,” a heavy railroad and a large viaduct 
which ran from the pier head at the 42d Street ferry, 
Weehawken, N. J., and which was from 140 feet to 
180 feet high, about 1000 feet long, and extended over 
the Palisade. At that time an elevated railway ran 
through the town of Weehawken to a point known as 
the Guttenburg railroad. A few months after having 
removed the “EI Dorado,’ Mr. Hitner bought the 
elevated railway referred to for the sum of $2,000, 
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and had it dismantled to profitable advantage. These 
three unique jobs netted the Hitner Company more 
than $100,000. 

Among the other extraordinary scrapping jobs 
which subsequently came to the Hitners were a steel 
viaduct of the North Hudson County Railroad, 
5,000,000 pounds, the Danbury and Harlem 


weighing 
street railway, and 26 miles of the Cape May, Dela- 
ware Bay and Sewell’s Point Railway. 


Mr. Hitner’s first experience in handling old ships 
eecurred in 1894 when he bought from the United 
States Navy the old “Ram Alarm” for which he paid 
$2,950. Ever since then he has been buying discarded 
naval vessels, not only from the United States govern- 
ment but from foreign countries as well. Among 
recent purchases were two old English troopships, 
the “H. M. S. Malobar” and the “Hotspur.” These 
ancient British ships are constructed of pure wrought 
iron, 

Mr. Hitner’s genius for buying “bargains” is well 
illustrated by the following fact: After the great 
Baltimore fire, about 40 carloads of unclaimed freight 
remained in the yards of the Baltimore & Ohio 
railroad. The freight consisted of almost everything 
that one could find in a general department store, 
but nobody at that time seemed to want it with the 
exception of Mr. Hitner. He took over the entire 
lot and sueceeded in earning 100 per cent profit on the 
deal. 

\bout twenty years ago the United States govern- 
ment decided to clean out the shot and shells remain- 
ine from the Civil War at the Philadelphia and 
Brooklyn navy yards, and at the various forts along 
the Atlantic Coast from Portland, Me., to Fort 
Jackson at the mouth of the Mississippi River. It 
was Mr. Hitner who bought the major portion of that 
old war material, and it proved to be one of the best 
investments he ever made. 

The French engineers, after their last unsuccessful 
attempt to construct the Panama Canal, left behind 


them some 50,000 tons of machinery and_ other 
equipment. When the United States government 
took hold of that work it desired to have things 


cleaned up at once. Mr. Hitner was found to be the 
man for the job, and he directed operations on horse- 
back while the serap was being removed. On many 
other occasions he has had to ride horses during the 
course of his work in open sections of the country, 
and his travels have extended all over the continent as 
well as into Cuba and other distant lands. From the 
Island of Cuba he directed the removal of several 
thousand tons of cannon, shot, shells, brass and other 
metals. 

In the beginning of his career Mr. Hitner drove 
a wagon, sorted scrap metals in the yards of the plant, 
used a sledge hammer in breaking up large pieces of 
iron, and in addition to all this work he attended to 
buying and selling for his house. In the early years 
of the company’s existence all of the correspondence 
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Sell Gandy—the Best Belt 
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Gandy Belt stands alone in the stitched cotton duck belt field. 

It is known for wearing quality, satisfaction, and out-and-out belting 
value. 

Buyers of belting want the high quality of belt service which Gandy 
gives. Sell them Gandy—the original stitched cotton duck helt. 


Full particulars of dealers contract sent upon request to established 
dealers. 


“It's the Belt with the Green Edge” 








GANDY BELTING COMPANY 


MAIN OFFICE AND FACTORY: 757 WEST PRATT ST., BALTIMORE, MD. 
New York: 36 Warren Street. Chicago: 552 West Adams Street. 
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was written in long hand, and it was a part of Mr. 
Hitner’s duty to answer all mail. In those days he 
worked in the shop during the morning and afternoon, 
and in the evening he would write business letters. 
In the work of business correspondence he was ably 
assisted by his wife, and he attributes his success 
mainly to the help of his wife who on countless 
occasions inspired him to greater effort. 

Mr. Hitner also gives due credit to the loyalty of 
the company’s employes, many of whom have been in 
continuous service with the firm for periods of from 
25 to 45 years. 

The Hitner Company is now dredging the Delaware 
River in front of its yards to a depth of 27 feet, and 
is installing new piers and other equipment to provide 
for the constantly increasing number of warships and 
commercial vessels which are to be scrapped. Among 
the United States naval craft which were bought by 
Mr. Hitner are the battleships 
“Missouri” and “Maine;” the cruisers 
“Raleigh,” “Detroit;” and fifty destroyers 
including the “Stewart,” “Perry,” “Bainbridge,” 
“Barry,” “Dale,” “Paul Jones,” “Hull,” “Lawrence,” 
“Trable,” “Smith,” and “Decatur.” Then there are 
Eagle boats, 130 submarine chasers, monitors, mine 
sweepers, and a number of submarines including the 
little ““A-1 Plunger,” the first successful under-water 
vessel that was built by J. P. Holland, the Chicago 
inventor. 


“Wisconsin,” 
“Columbia,” 
some 


With the aid of powerful oxy-acetylene and electric 
arc torches, chisels operated by compressed air 
devices, 100-ton stone pile-drivers, giant crocodile 
shears, and other special machinery, these former war 
vessels are being dismantled. Their steel and armor 
plate will be ripped apart to be made over into the 
most valuable forms of scrap metals. This material 
will eventually be utilized for agricultural machinery, 
automobiles, locomotives, rails, engine bases, anchor 
chains and for many other purposes too numerous 
to mention here. 

Not all of these ships will be reduced to scrap. 
Already several of the former destroyers have been 
converted into commercial vessels and are now carry- 
ing fruit from Central America to the United States. 
Some of the other destroyers will be re-constructed 
along these same lines. 

Nothing goes to waste in the Hitner plant. From 
discarded steel plates steel washers are made by the 
tens of thousands. There is a well-stocked lumber 
department containing a wide assortment of heavy 
lumber which has been salvaged from scrap. Copper, 
brass, gun metal, manganese bronze, lead, zinc and 
navy brass are among the many different kinds oj 
precious “junk” which is re-melted into ingot form and 
sold to manufacturers in practically every branch of 
the metal trades. 

tor 


OHIO INJECTOR CO. EXPANDS 


Completes New Brass Valve Manufacturing Building and Has 
Started Work on New Finishing Department 


The Ohio Injector Company, Wadsworth, Ohio, 
manufacturer of brass and iron valves, injectors, lubri- 
cators, ejectors and other brass products, is making 
a number of plant extensions and improvements to 
allow for business expansion. ‘The company has just 
completed a new three-story building, 60x200 feet, 


and is now installing new equipment in it. The build- 
ing will be used exclusively for brass and iron valve 
manufacture. During the past month, work was 
started on the construction of a new brass finishing 
department. ‘This will be a three-story building, 
54x200 feet. A new office building is included in the 
1923 building program. The company now manufac- 
tures a complete line of brass and iron valves, from 
2” to 16", in addition to its old line. 

Mill supply jobbers covering Ohio territory will be 
interested to know that, in addition to the building 
expansion at the Ohio Injector Company’s plant, there 
is another sizable industrial plant expansion underway 
at Wadsworth. The Ohio Match Company will build 
another large building, 120x200 feet. Work will begin 
at once. 
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DUTCH LEATHER BELTING REPORT 


Netherlands Offers Poor Market for American Manufecturers as 
Domestic Factories Supply Home Needs 

Leather belting manufacture is, with the exception 
of boots and shoes, the most important branch of the 
leather products industry in the Netherlands, accord- 
ing to the report of Howard W. Adams, acting com- 
mercial attache at The Hague. His investigations, 
made public by the United States department of 
commerce, showed that there are 17 factories engaged 
in the business, most of them being located in the 
Dutch leather-producing center of North Brabant. 
About 800 workers are normally employed. Both 
domestic and Dutch East Indian hides are used. In 
addition to leather belting, these factories also produce 
belting from balata and camel’s hair. Several Dutch 
belting manufacturers operate their factories in 
conjunction with tanneries. 

The report shows that the business of the Dutch 
leather-belting industry has undergone a_ steady 
increase. In 1913 the total sales amounted to 2,500,000 
guilders (about $1,005,000.00 in American money), 
while in 1917 they had increased to 3,700,000 guilders, 
and in 1921 to almost 5,000,000 guilders. The produc- 
tion of leather belting has been less affected by the 
prevailing depression during the current year than 
any other branch of the Dutch leather products 
industry. 

Discussing the market possibilities for American 
belting, the report continues: “The demand _ for 
leather belting in the Netherlands is supplied by 
domestic production, and as a result the volume of 
imports is quite small, averaging about 30 metric tons 
per year for the period 1919 to 1921. Inasmuch as the 
pre-war statistics do not accord leather belting a 
separate classification, there exists no basis of compar- 
ison for those years. These imports are supplied 
mainly by Germany and Great Britain, with scattering 
quantities from Belgium, France and the United 
States. During the three-year period in question the 
share of the United in this trade was very small, being 
10 per cent in 1919, 15 per cent in 1920, and 4 per cent 
in 1921. 

“The only belting for which there exists a market in 
the Netherlands at the present time is black leather 
belting, balata belting, and cloth belting, small 
quantities of which are imported from the United 
States. 























KMLL QUPPLIES 


















Power Transmitting 
Machinery 


Always the best buy——superior 
in design, construction and 
material. This means lower 
initial cost—better adaptability 
to your present installations— 
lowest possible operating ex- 
pense, and exceptional inter- 
changeability from one use to 
another. 


DEALERS—the Jones 
line will sell easier and 
give better satisfaction 
because of its absolute 
superiority. Our selling 
co-operation is real co- 
operation that takes a 
definite and substantial 
form. 


Write for Catalog 20-A 
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. A. Jones Foundry & Machine Company 
Main Office and Works: 
4411 West Roosevelt Road 
CHICAGO 


Branch Sales and Engineering Offices: 
NEW YORK, N. Y MILWAUKEE, WIS. 
26 Murray Street Ist Wis. Nat'l Bank Bldg 
N BUFFALO, N, Y. 
Ave 184 Main St 
PITTSBURGH, PA., Union Arcade 
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ST. PAUL, MIN 
2482 University / 
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More Praise for Perpetual Inventory System 


Mill Supply Jobbers Who Have Installed Daily Stock Keeping 
Records Report Their Belief That It Is Essential to Business 


The value of using perpetual inventory systems in 
mill supply jobbing houses has been emphasized in 
recent articles. The National Supply and Machinery 
Dealers’ Association has made inquiry among: its 
members and has found that a number of jobbers now 
use some system of keeping continuous account of the 
stocks on hand. A bulletin containing extracts from 
some of the replies received in response to the associa- 
tion inquiry has been distributed to members. The 
letters contain much of interest for all jobbers. For 
this reason it is deemed advisable to call attention to 
the experiences of some of these jobbers. 

Evansville Supply Company, Evansville, Ind., made 
the following report: “We take pleasure in replying 
to your inquiry of October 30th relative to our expe- 
rience with our perpetual inventory or stock record 
system. At the outset we might say that a stock 
record system is very essential in the jobbing business 
and is a system no jobber should be without. We, like 
many concerns, were very doubtful of its success and 
efficiency when first installed. We have employed 
this system now for two years and it has supplied all 
information that a stock record is intended to supply. 
We use six Kardex units, which will accommodate 
approximately 10,000 individual items. On items 
which do not move very rapidly, we divide the record 
cards in six equal divisions, thereby increasing the 
number of items we can accommodate in our cabinets. 

“Anyone who is familiar with visible card recording 
will appreciate that a system of this kind increases 
considerably the speed of entering and disbursing. 
From our experience, its advantages are these: 1, 
speed in recording; 2, increased accuracy over the old 
style system of recording in bulky books and vertical 
filing; 3, accurate knowledge of what stock is moving; 
4, the information supplied in three, gives the turn 
over on every article handled, which in turn eliminated 
guess work on what to buy and when to buy; 5, it 
saves time in dispatching telephone calls, inquiring 
whether you have certain articles in stock. We repeat 
that, if any jobber has not installed a stock record 
system, the sooner he does so, the sooner he will be 
putting a watch dog over his profits.” 

McMullen Machinery Company, Grand Rapids, 
Mich., states: “We carry a perpetual card inventory 
which we find beneficial for the following reasons: It 
gives a cost record, average cost information, amount 
of stock on hand, amount of stock on order and move- 
ment of stock. We find that keeping up this record 
is very beneficial to our line of business as we are able 
to determine at once from these records the amount 
of stock on hand and price for immediate answer to 
inquiries. It also enables us to arrive at a balance 
sheet at the end of each month to determine the actual 
loss or gain for each current month. We are so much 
in favor of it that we have ordered a new complete 
system to be installed about January Ist 
inventory period.” 

Northern Machinery Company, Minneapolis, Minn., 
replied: “We wish to advise that we have now for 
the past two years and a half maintained a perpetual 
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inventory system that we would not part with for any 
amount of money. We have practically all of our 
supply items on this perpetual inventory, our machin- 
ery being kept on a separate card index system for 
reasons you can readily understand. We are enclosing 
with this letter, a sample of our perpetual inventory 
cards and will be pleased, indeed, to answer any ques 
tions which any of the members of the association 
would care to ask us regarding the use and effective- 
ness of this system. As you can see from our card, we 
do not attempt to keep on this card the order number 
of customer’s name to whom we make sales, but our 
perpetual inventory clerk is instructed to note on the 
card when a concern buys an unusual quantity of any 
item, so that we may take this into consideration in 
noting how to determine our maximum and minimum 
stock.” 

Purinton & Smith, Hartford, Conn., stated: “We 
carry out this system on all the products that we 
handle. In other words, we have in the office a card 
record which shows every single item that we have in 
stock, and this is all done on stock card. This pro- 
vides a means of keeping close tabs on our stock and 
provides quick reference in handling telephone inquir- 
ies and so forth. We do not really feel that it would 
be possible to carry on our business without some 
such system.” 

Erie Mfg. & Supply Co., Erie, Pa., made this report: 
“We wish to advise that we have a system of this 
kind but we do not depend on it for our annual inven- 
tory, as during the year certain errors creep in that 
have to be checked up. We have found it of great 
assistance to us as a matter of stock record and cost 
prices, and from our experience we would not care to 
go back to the old method. The expense of maintain- 
ing this is really negligible in comparison with its 
value as a stock and price record.” 

The Scranton Supply & Machinery Co., Scranton, 
Pa., is another house which finds the perpetual inven- 
tory of great value, as is proved by the following state- 
ment: ‘‘We have maintained an inventory of this kind 
for several vears past, and have found it to be of great 
advantage to us in keeping our stock where it should be 
under the different business conditions we have gone 
through during the past few years. We keep our in- 
ventory in a loose-leaf ledger form, entering all goods 
received in one column and charging out all shipments 
against the same each day.” 

Ludlow & Squier, Newark, N. J., stated: 
keep what you might call a perpetual inventory. 
We do, however, keep our entire stock records on 
cards, stock being taken practically once a month, 
which would give us, as far as fire records would 
require, perpetual inventory. We are using a card 
which shows three columns—stock on hand, next space 
for back orders and the next space for orders.” 

Pratt-Gilbert Company, Phoenix, Arizona, stated: 
“We keep a card index inventory of stock. We aim to 
keep it complete, and while there will creep in from 
time to time discrepancies, it is fairly accurate. Our 
card gives the article, the section or bin where the 


“We do not 
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SAND BLASTING IS WIDELY EMPLOYED 
FOR FROSTING AND MAT FINISHING CEL- 
LULOID GOODS, INCLUDING COMBS AND 
HAIR ORNAMENTS—IT IS IDEAL FOR THIS 
PURPOSE—QUICK, CLEAN AND UNIFORM— 
SAND BLASTING, HOWEVER, IS THE 
PROCESS—THE MACHINE YOU USE IS OF 


great importance—Leiman Bros.’ machine is auto- 
matic—you simply hold the work under the nozzle 
—like filling a glass with water under a faucet— 
the sand feeds continuously without interruption— 
as long as you wish—the work is confined inside 
the cabinet—no dust—no annoyance—and any 
boy or girl gets the most satisfactory results on the Automatic 


first try. 


Also Widely Used for Cleaning Castings in All Metals, 
and on All Articles That Are to Be Plated Afterwards. 


CATALOG S-B 


LEIMAN BROS. 
81 Walker St., New York 
Makers of Good Machinery 


for 35 Years 
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A wire screen inside 
catches articles dro 
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The only really reliable 
pressure blower on the 
market — Reliable be- 


cause it TAKES UP ITS 
OWN WEAR. 
























Tank prevents fluctuation 
of arr 

Weights for regulating’ 
pressure. 


OUTLET eliel Valve. 
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The wings scoop up the air—none can back up—smooth 
as glass—frictionless—noiseless. 
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When you buy blowers or vacuum pumps you like to feel that you 
are not buying trouble—large users are especially interested in this 
—that’s why they eventually adopt these machines—displacing all 
others. 











WHEREVER A GAS WELL FAILS TO SUPPLY 
SUFFICIENT GAS PUMPING MAY BE RE- 
SORTED TO—THEN IT IS THAT LEIMAN 
BROS.” ROTARY POSITIVE VACUUM 
PUMPS ARE FOUND THE VALUABLE 
AGENCY FOR THE WORK—GAS TIGHT 
machines—widely used in the natural gas belt, but 
also in great demand for gas boosting wherever 
manufactured gas is used—they are noiseless—they 
take up their own wear—they require very little 
power—many sizes to choose from—also used for 
blowing—air or gas—I ounce to 10 lbs. pressure 
and more—I to 20 inches mercury vacuum and 
more—extensively used for fuel oil domestic heat- 
ing outfits—paper feeding devices—bottle fillers— 
package wrappers—labellers, etc.—all automatic. 


CATALOG O-B 


LEIMAN BROS. 
81 Walker St., New York 


Makers of Good Machinery 
for 35 Years 
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stock is located, also the net and gross weight, where it 
is desired to keep this for information for ordering 
purposes. We then have a space for inventories and 
purchases during the years past. 

When an order is placed, the notation is made on 
the bottom, giving date and amount ordered, when 
shipment is made. ‘There is space devoted to note 
quantity shipped, giving date shipped and when goods 
arrive and are put into stock. This is checked at the 
same time this amount is added in the proper column 
to the on hand stock. 

“We find this invaluable to keep track of our stock, 
and in fact, without it, it would not be possible to order 
intelligently. We also have an accurate record of 
items in stock and can tell a customer almost instantly 
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whether we can supply his wants from stock. We 
should have explained that when purchases are made, 
copies of all orders go to the inventory stock clerk to 
be entered in his records. He always checks off the 
daily sales, deducting these from the stock on hand.” 

Readers of MiL_ Suppiirs will recall in the August 
issue there appeared a description of the system of per- 
petual inventory which is in use and which has been 
found of great value by the Somers, Fitler & Todd Com- 
pany, Pittsburgh, Pa. 

The Texas Manufacturing Co., Fort Worth, Texas, 
stated that it has installed a system that has been 
found very satisfactory, and that even though the 
initial cost of installation was rather high, the results 
fully justify the expenditure for the system. 


—~<or 


Insurance Loss May Result 


Goods Covered by Fire Policy Only While In One Specified Location 


ELTON J. BUCKLEY 


There is a clause in all fire insurance policies on stock 
and fixtures—personal property, in other words—which 
ought to be kept in mind, or the complete loss of insur- 
ance may result. In a case which lies before me, for- 
getfulness of that clause—or, rather, forgetting that it 
works two ways—cost the owner of some merchandise a 
cold $5,000. It was one of those losses which could have 
been avoided so easily, as one views them afterward, and 
that leave a bad taste almost to the end of one’s life. 

The clause I refer to is the one which provides that 
the insurance granted by the policy shall cover the goods 
only while they remain in the particular place named in 
the policy. Remove them, and although the risk is not 
increased in any way—it may even be decreased—in case 
of fire the insurance companies always plead violation of 
the terms of the policy and the courts invariably support 
them, unless it can be proven that the company knew 
about the removal and tacitly or expressly agreed to it. 

In such a case never remove goods covered by insur- 
ance from the place which the policy names as the place 
they are in, without first getting the company’s consent 
indorsed on the policy. 

In the case I refer to a man stored a stock of merchan- 
dise in a certain frame building, and not wanting to take 
any risk about it he covered it with $5,000 insurance. 
After it had remained there awhile he had occasion to 
remove it to a stone building within a hundred feet 
from the frame one. He remembered the clause in his 
insurance policy about insuring only in one place and 
called up the general agent of the insurance company. 
“T’m moving that stuff of mine across the street to the 
stone building. Transfer the insurance to the goods at 
the new place, for the goods go over today.” Whereupon 
the agent wrote on his policy record, “Property insured 
under above policy is hereby transferred to a stone build- 
ing situated on the east side of Main street, Mildred. 
Insurance to cease in old location and take effect in new 
from this date.” 

When the owner of the goods went to move his goods 
later in the day, unexpected obstacles developed, and he 
didn’t get them. I believe it was some question of lien or 
chattel mortgage. Twelve days later, while the contro- 
versy still remained unsettled, the goods were destroyed 
by fire—in the old place. Of course they were insured 


in the stone building where they were not, but were not 
insured in the frame building where they were. For the 
owner’s care and thought in the matter didn’t go to the 
length of seeing that the insurance was put back again on 
the goods in the frame building when he didn’t carry out 
his purpose to move them. He was keen enough to 
remember that when he moved the goods he must notify 
the insurance company, but forgot that when he failed to 
move them, after notifying the insurance company he 
intended to do so, he must also notify the company of 
that. 

The company refused to pay for the loss, on the 
ground that there wasn’t any insurance; it had a policy 
on certain merchandise in a stone building on the east 
side of the street, but none on certain merchandise in a 
frame building on the west side. Literally true, of course, 
but nevertheless pretty thin, I think, for the insurance 
was against the destruction of certain goods by fire and 
those certain goods had been destroyed by tire. More- 
over, they were when destroyed in a place where the 
company was perfectly willing to insure them; in fact; 
had insured them before. 

The owner of the goods sued for his insurance. The 
lower court decided that he had no insurance. He 
appealed and lost again. The Appeal Court thus 
briefly disposed of the question I am discussing :— 

A transfer agreement as to fire insurance may 
be made orally. * * * Where a standard fire insur- 
ance policy covers property while in one location, 
“but not elsewhere,’ except in case of removal 
during or after a fire, and the parties agree upon 
a transfer of the insurance on a change of the loca- 
tion of the property, the insurance ceases in the 
old location when it becomes effective in the new. 

~+to> 


Link-Belt Calendars Ready 

The Link-Belt Company has been issuing a large 
calendar for many years. Announcement has been 
made that the company’s 1923 calendar will be ready 
for distribution early in December and that a number 
of extra copies are available. They can be obtained 
by addressing the Link-Belt Company, 910 South 
Michigan avenue, Chicago, on company letterheads. 
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= | “To Get the Right Start—Equip with MEDARP ”’ 
Get the 
>MEDART 
Wood Split 


PULLEY 
from Stock! 











Our Line is the recognized standard on 


Air Cocks Gauge Cocks 
Air Valves Water Gauges 
Cylinder Cocks Priming Cocks 





G What are the sizes, Wy \ fe 
regardless of what > 

quantities, you want GE 

shipped TODAY? : 

@ Wire them—’phone them—they’ll go off our ware- 
house racks and on the cars in a jiffy. 

@ You can always get them from stock, and for a fair 

price, at “Medart’s.” 

{MR. SUPPLY DEALER—We have been engaged in the 
{OUR POLICY in building Wood Split Pulleys is: Cheap- 


Pulley business for 40 years, and we know a great deal more 
about making good pulleys than many other concerns. 


ness is suicidal; products must be the best in their class. We 
wouldn’t think of running the slightest risk of impairing the 
value of our most valued asset—our Good Will. 

Get the “MEDART” WOOD SPLIT PULLEY from Stock! 


THE MEDART COMPANY 
(Formerly Medart Patent Pulley Co.) 
General Offices and Works: St. Louis, U. S. A. 
Office and Warehouse Offices 
CINCINNATI CHICAGO and PHILADELPHIA 


STERLING & SKINNER MFG. Co. 
DETROIT, MICH. 


Shafting, Couplings, Collars, Hangers, Bearings, Bearing Supports, 
Friction Clutches, Iron Pulleys, Steel Rim Pulleys, Gearing, Sprock- 
ets, Chain, Rope Sheaves, Rope Drives, Belt Tighteners, etc. 











You don’t waste anything else. 


Why waste coal? Moore & White . 


7 . 
Just figure out for yourself what 10 per cent of your \Ae \ 
yearly coal bill amounts to. Well, that’s just what aie 


you will save when you put in 


SELLS Poller Bearings CLUTCHES 


The Business Builders 








(and see that you get the Sells, it’s marked) 





a: your present hangers, post hangers and _ pillow ONFIDENCE is in- a synonym for good 
When you write in about Sells Roller Bearings, if you wish. spired and profits are wares. In fact, some of 
we will send you letters from concerns who have installed made by the Dealer when our Clutches have been 
them. Here are a few of the thousands. - - he serves his customers wearing for 15 to 25 
. ss A few installations with thoroughly reliable years and are still holding 
Millers Milling Company. we 
se a io ee 
rench, ner rner. : 
United Shoe Machinery Company. the business of the Mill Now Mr. Mill Supply 
Gillette Safety Razor Company. a Dealer, the next time you 
American Agricultural Chomical Supply Dealer. And it is , 
on = eee a very easy matter to set out amongst the trade, 
ewberry on Mills. ° ° 
Babcock & Wilcox Mis. Com- handle Clutches that have just make a special effort 
Borden Condensed Milk Com- gained a _ reputation for to Moore - Whiteize 
a economy and dependabil- those prospective Clutch 
American Car & Foundry Com- ity. users whom you _ meet. 
gla Geatete Gumeeee “M. & W.” _ Friction You've got a first class 
MB Thornhill Wagon Company Clutches sell easily, as the article and a reliable and 
9 Company name Moore & White is square firm back of you. 
Macwhyte Company 
The split steel sleeve which fits over the worn shaft and - 
prevents further wear is a patented eaters of Sells Roller Free CaTaLtocue “C’” on Request. Write Us Topay. 
bearings. It will be several years before other bearings can 
incorporate this advantage. 
Royersford Foundry & Machine Co. THE MOORE & WHITE CO. 
43 N. 5th St. Philadelphia nthe ga , . 
No troublesome shimming with Royersford Hangers, The 2711 to 2741 N. 15th St., Philadelphia 
feet are ground perfectly smooth 
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New Products and Improvements of Interest 


Portable Band Saw for Cutting Both Wood and Metal, and New 
Pneumelectric Concrete Drill Among Recent Announcements 


Racine Tool & Machine Company, Racine, Wis., an- 
nounces a new portable band saw, duplex type, for wood 
and metal cutting, which has many unique features. It 
is believed to be the only combination wood and metal 
cutting portable band saw. By means of a two-speed at- 












PENDING 













tachment and a special saw guide, the machine permits 
the operator to interchange wood or metal bands quickly, 
or to use combination spring temper blades for cutting 
soft metal or wood at high speed. It is especially 
adapted for shaping jobs in steel, iron, aluminum, brass, 
cutting of all kinds, fiber and hard rubber cutting in 
curves or squares, and for pattern work. The wheels 
are of cast aluminum, covered with rubber bands ce- 
mented to the rim. The housings which carry the wheel 
bearings are packed with non-corrosive grease. The 
table is 15 by 15 inches and tilts to any angle up to 45 
degrees, operating on a substantial, quick-acting saddle. 
The saw guide is of new design, adapted to both wood 
and metal bands, and can be adjusted to accommodate 
various widths and gauges. It is mounted on a substan- 
tial square steel post and can be quickly adjusted to any 
desired height. A two-speed attachment is provided for 
securing the proper speed necessary for cutting of steel 
and all other metals, an instantaneous change of speed 
being accomplished by simply shifting one lever. The 
machine is driven by a standard electric motor, from 
any light socket or power circuit, and is furnished for 
any desired voltage, phase or cycle. The motor is bolted 
directly to the platform, which is part of the main frame 
of the machine. The machine is 39 inches high over all 
and weighs 200 pounds net. 


Spafford Tool Works, Hartford, Conn., has applied 
for a patent on a new quick-action vise, a special feature 
of which is the clamping arrangement, the slot in the 
sliding jaw and the bolt head being on an angle which 
makes it impossible for the levers to slide back after the 
bolt is once tightened in position. Work is clamped by 


pulling around a lower cam lever in a position about 
parallel with the vise, or until the cam working against 
the solid jaw draws the sliding jaw to which the cam 
lever is attached tight against the work, the upper eccen- 
tric lever being pulled in the same direction, forcing the 
sliding jaw still tighter against the work and holding it. 
The base of the vise is of cast iron with a hardened steel 
sliding jaw with holes for clamping special jaws to it, 
also a hardened fixed jaw to which a special jaw can 
also be attached. The levers are of drop-forged hard- 
ened steel. 


The Pneumelectric Corporation, Syracuse, N. Y., 
has placed on the market a new pneumelectric port- 
able concrete drill, which is said to represent an ad- 
vance in the methods of 
drilling and chipping con- 
crete, brick, stone or similar 
materials. It is stated that 
the new drills” will do the 
work in one-fifteenth the 
time required to do the same 
work by hand. Under actual 
working conditions, holes 
one inch in diameter and 10 
inches deep were drilled in 
a concrete ceiling at the rate 
of 3 minutes and 22 seconds 
per hole. These holes were 
for hanging electric motors. 
The drill is of the hammer 
type and combines electric- 
ity with compressed air, the 
actuating force being elec- 
tricity and the blow-produc- 
ing force the compressed air. 
The air is expanded in the 
same cylinder in which it is 
compressed and losses are 
said to be eliminated. The 
hammer travels at a_ high 
rate of speed and strikes ap- 
proximately 1,000 blows a 
minute. At the same time 
the drill steel is rotated at 
the rate of about 100 revolutions a minute so as to 
change the position of the cutting points and to with- 
draw the cuttings from the hole. This rotation is 
accomplished by positive drive from the motor. When 
the machine is to be used for shipping, the rotating 
gear on the chuck is removed and the cutting tool will 
not revolve. The motor is suitable for use on either 
direct or alternating current, standard 110 to 125 volts, 
and with any frequency phase. The power consump- 
tion is 500 watts and the machine can be operated 
from any electric lamp socket. The machine is com- 
pactly built and can be carried easily from place to 
place. Oil reservoirs are provided with oil-tight plugs 
and the machine may be placed in any position with- 
out danger of leakage of oil. All parts are machined. 
Gears are of alloy steel, heat treated. The cylinder is 
of an aluminum alloy casting, bushed with an alloy 
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VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 







The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 


and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 





| 


The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 








Your Customers Would be Interested in Drilling 15 Holes 


In Concrete by Electric Power From a Lamp 
Socket at the Cost of One Hand Drilled Hole 


This is a conservative claim for the Pneumelectric Portable Concrete Drill. 
Through tests in actual practice it has been proven that even greater savings are 
possible. And of equal importance is the ease with which the drilling can be 
done. Up-holes, down-holes, or holes in any direction—in concrete, stone or brick 
—can be drilled without tiring the operator—and in one-fifteenth the time re- 
quired todrill by hand. 


The PNEUMELECTRIC (onc: DRILL 


Weighs only 56 pounds and can be operated from any lamp socket (alternat- 
ing or direct current) which makes it a very desirable tool for any one who has to 
drill holes in concrete, etc..—in any position. This drill is the result of twelve 
years’ experience in the manufacture of high grade mining and drilling machines, 
and is offered only after it has met the most exacting tests. 


Like other Pneumelectric products, the drill operates by a combination of 
electricity and compressed air—(the Pneumelectric Principle), which has long 
been famous by reason of its simplicity and the efficienc y with which the power is 
applied. 


But it is impossible to adequately describe the Pneumelectric Portable 
Concrete Drill in the space of this advertisement. That’s why we have prepared 
a special booklet in which advantages of this machine are fully shown. This 
booklet together with details of our dealer proposition will be mailed to you 

promptly on request. 
— Ty ~ aw F oe ee DS Se If you are a dealer serving general contractors, plumbing contractors, electri- 
concrete ceiling, in 3 min. 22 sec. at Brown- Cal contractors, steamfitters, millwrights, etc., you should get full information 
Lipe-Chapin Co.'s plant, Syracuse, New York. regarding our dealer proposition. 


The PNEUMELECTRIC CORPORATION 


SYRACUSE, NEW YORK 
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steel sleeve, heat treated. ‘The compressing piston is 
of the differential trunk type. The motor is com- 
pletely enclosed and the windings are protected from 
oil by means of a special guard. All working parts 
are completely enclosed. 

The American Foundry & Manufacturing Co., Fred- 
erick, Md., has developed and placed on the market a 

















new flexible shaft coupling. This coupling consists of 
only three parts, two flanged hubs with sockets in their 
faces, and a steel bar that fits into the sockets. Flexi- 
bility is obtained by the tilting and sliding of the bar in 
its sockets in order to accommodate parallel, angular and 
endwise misalignment of the two shafts. Except for 


very slow speed drive, the sockets are bushed with leather 
impregnated with paraffin. The tilting bar is held cen- 
trally in one of the hubs but is free to move endwise in 
the other. The coupling is ordinarily fastened to the 
shaft by means of a setscrew on top of the key and an- 
other at right angles to it. 

Barrett-Cravens Company, 1328 W. Monroe street, 
Chicago, has placed on the market a new steel-leg plat- 
form which, it is claimed, combines the advantages of 
ordinary wood platforms and platforms of all-steel. The 





top of the platform is attached to the legs by means of 
flat-head bolts, and is absolutely flush. The legs are 
heavy gauge steel, the turned-up portion on the side pro- 
tecting the ends of the boards. The steel legs will be sold 
separately to those who desire to build their own tops, or 
to remake their present platforms. 
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Catalogs and House Organs 


Hyman Supply Company Publishes Anniversary and New Home Number 


Fulton Supply Co., Broad and Hunter streets, 
Atlanta, Ga., jobber of mill supplies and machinery, 
is soon going to move to a new location. The 
announcement of the change of address was broad- 
casted by the columnist of the company’s house organ, 
“Fulton Facts,” in the October issue. The new build- 
ing is to be built on Nelson street and will adjoin th« 
building of the John Deere Plow Co. The locatio, 
is two blocks from the terminal station and the 
company will have the advantage of being close to all 
freight stations. In announcing the change, the com- 
pany states that it has felt that the present location 
in the heart of the city was disadvantageous for the 
company’s ever growing out of town business and that 
the great need was for trackage and for a building 
that would permit the company to have all of its stock 
under one roof. The company has just added another 
automobile truck to its city delivery fleet, which now 
numbers five trucks. The new building will be the 
third new home of the Fulton Supply Co. in eight 
years, and the officials report business still expanding. 

The Linde Air Products Company, New York, is now 
publishing a monthly house organ called “Oxy-Acetylene 
Tips,” the purpose of which is to convey to the mem- 
bers of the company’s organization, and to others inter- 
ested in welding, information which may be used to pro- 
mote a larger application of welding processes by exist- 
ing users, and to encourage present non-users to employ 
welding apparatus. The first number of this very in- 
formative organ appeared in August and contained some 
interesting reading. It described the value of a central 
welding shop in a large industry, recovery of material 
from scrap piles by reclamation welding, increasing of 
producing by welding, value of oxy-acetylene process to 


a specific industry, and several other items of interest. 
The September and October issues are equally as inter- 
esting. Jobbers will find in these tips how wide the field 
is for cutting and welding apparatus. 


Reeves Pulley Co., Columbus, Ind., manufacturer of 
transmission equipment, has issued a catalog T-29 on 
he company’s variable speed transmission. The cata- 
log is attractively illustrated, showing the various 
designs of variable speed transmissions, the construc- 
tion and principle used, method of operation and other 
features. It then contains some illustrations of various 
installations, including envelope machines, laundries, 
bakeries, textile plants, canneries, paper mills, rubber 
mills, coal feeders, tempering furnaces, conveyors, 
cement plants, packing houses, veneer dryers and wire 
mills. ‘The catalog also contains a complete price list, 
calculation tables and dimension diagrams. The com- 
pany has also issued a circular describing its new 
centerless grinder. 

The Hyman Supply Company, New Bern, N. C., 
and Wilmington, N. C., jobber of mill, steam and 
machine shop supplies, machinery and heavy hard- 
ware, in the November issue of its house-organ, The 
Guide, presents its thirteenth anniversary and new 
home number. It contains anniversary greetings from 
Tl. G. Hyman, president of the company; J. B. Rice, 
vice-president, and A. F. Patterson, secretary. It 
also contains a picture story of the company’s new 
building at New Bern and the enlarged home at 
Wilmington. The number contains 68 pages. 


M. B. Skinner Co., 558 Washington boulevard, 
Chicago, in the November issue of its little house 
organ ‘calls attention to the fact that on November 5, 
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Victor Balata & Textile Belting Company 


Main Sales Office: 38 Murray Street, New York, N. Y. 
167 N. Market St. Chicago Factories: Easton, Pa. 


Manufacturers of ““V-B"” (Victor Balata) Belting and Canvas 
Stitched Belting, for transmission, elevating and conveying— 
also Tractor and Endless Thresher Belts. 

We manufacture all our products We carry large and complete stocks 


from the raw cotton to the finished for immediate shipment at our fac- 
be We spin our own yarn and 


weave our own duck, enabling us to tory, branch stores, warehouses and 
furnish high quality belting with uni- distributing agents, and in all mar- 
formity throughout. kets, 





A few desirable territories still open—Write. 














The Pickering Governor 
ADAPTED TO GAS ENGINE CONTROL 


To meet the growing demand for equipment that will properly regulate 
Gasoline Engines, we have worked out a Governor that is giving excellent satisfac- 
tion and with marked operating economies. 


For Stationary service, the open type is thoroughly practical, while for outdoor 
work or where Power Plant operates in a dusty place, it would be better to recom- 
mend Governor with Hood to protect revolving parts—as illustrated herewith. 


Write for booklet and further information, as 
these Governors are creating great demand. 





inne The Pickering Governor Co. Portland, Conn. 


Cover Removed 
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Our Specialties are sold to Jobbers only 


Hanna “Ball Joint” 
Pipe Hanger 


is the 
Si™ p | e T 
tronges 


hanger ever made. 


Crescent Universal 
Woodworkers 


OU do not have to cut the price 

to get orders for CRESCENT machines. 
CRESCENT prices are made at the factory, 
and are as low as is consistent with building 
strictly high grade wood working equip- 
ment. Your customers want CRESCENT 
quality and are willing to pay for it. Send us 
more orders and we will show you that the 
machines make good. 


WRRAAUCEXAXAUE CUCKAECEXELE CURE CEXEEELELELELELE A) 
CUNEXECUS EYUTURTIAT ANALY AULTUTETAETE IKEA Y XXXUAIITAIIIE! 


Send+oday for catalog giving complete description of our band 
saws, saw tables, jointers, shapers, planers, borers, planer and 
matchers, swing saws, disk grinder, cut off table, hollow chisel 
mortiser, variety wood worker, universal wood workers. 


Che 
Crescent Machine Co. 


96 Columbia Street 
LEETONIA OHIO 


QNote the ball ana 
socket joint. 

QHanger can swing in 
any direction. 

@Not necessary to re- 


move hanger to raise 
or lower pipe. 






Write for 
“Our Silent Salesman” 











_ The Penn Engineering Co. 
Philadelphia, Pa. 
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copies of the company’s catalog were mailed to every 
greenhouse, florist and nursery gardener, cotton and 
oil mill, gin, and tobacco factory in the United States. 
Attention is called to the possibilities for the sale of 
pipe clamps to this large class of prospects during the 
winter months when steam is so necessary. 

Midwest Steel & Supply Co., Inc., 28 West 44th street, 
New York, has issued a new catalog and architects’ and 
engineers’ data book for overhead shafting layouts and 
anchorage of piping, cables, machinery, monorails, car 
tracks and various other equipment. 

tor 


CRUISING AROUND THE WORLD 


Charles Bond, Prominent in Mill Supply Industry, Off on Long 
Vacation, Wants “Mill Supplies” Forwarded 


Charles Bond, president Charles Bond Company, 
Philadelphia, the Bond Foundry & Machine Co., Man- 
heim, Pa., and affiliated industries, is at present en- 
joying a cruise around the world. | Accompanied by 
Mrs. Bond, his oldest daughter, Edith, and his young- 
est son, Louis Boutell Bond, Mr. Bond left Philadel- 
phia on Monday, November 20, and took passage on 
the steamship “Laconia,” which sailed from New 
York on Tuesday, November 21, for a cruise which is 
scheduled to cover over 29,000 miles. 

The itinerary called for a stop at Havana, Cuba, on 
Sunday, November 26, thence across to Colon and 
through the Panama Canal, continuing up the coast 
to San Francisco, where the party is due to arrive 
December 8 for a two days’ stop-over. The next stop 
is at the Hawaiian islands, allowing a short stop-over 
at Hilo and a full day’s stay at Honolulu. From there, 
the “Laconia” sails for Yokohama, Japan, arriving 
there on Tuesday, December 28, if it succeeds in keep- 
ing up its schedule. The Bonds will spend New 
Year’s Day in Yokohama and depart on the following 
morning for Kobe, Japan, a one day’s journey. 

After leaving Japan, the ship will touch the follow- 
ing ports: Port Arthur, Manchuria; Tsing-tao, San- 
tung province, China; Shanghai, China; Keelung, For- 
mosa; Hong Kong, China; Manila, Philippine Islands; 
Batavia, Island of Java; Singapore, Rangoon, Siam; 
Calcutta, India; Colombo, Island of Ceylon; Bombay, 
India; Port Sudan, Port Tewfik and Alexandria, 
Egypt; Naples, Italy; Monaco, and Gibraltar. The 
ship is scheduled to arrive at New York on Friday, 
March 30. 

In a letter to Mit Suppvies on the eve of his depar- 
ture, Mr. Bond requested that a copy of MILL SuppLiEs 
be forwarded to him as follows: December issue to San 
Francisco, January issue to Shanghai or Hong Kong, 
February issue to Cairo and March issue to Naples. He 
concluded his letter with the following statement: “The 
trip is primarily for pleasure, but I shall not miss an 
opportunity to take care of any business that may present 
itself.” 

ter 
New Mill Supply House Opens 

Manufacturers Machine Tool & Supply Co., Inc., is 
the name of a new mill supply house which has 
opened for business at 256 Middle street, Bridgeport, 
Conn. The company has been incorporated under the 
laws of Connecticut with a capital of $50,000.00, and 
will handle a general line of new and used machinery 
and mill supplies, covering the New England states. 
The officers of the company are: T. Leo Lally, presi- 


dent and treasurer; A. 
John Smith, secretary 
Wright, office manager. 


A. Johnson, vice-president ; 
and attorney; and A. E. 
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CALDWELL NOW SALES MANAGER 


Buckwell Retired from Active Service with the Cleveland Twist 
Drill Co. After 23 Yeurs in Organization 

W. E. Caldwell, assistant manager of sales, the 

Cleveland Twist Drill Co., Cleveland, Ohio, has been 

promoted to the position of sales manager to succeed 


S—_________________ti_i_i_.__. 





WwW. E. 


CALDWELL 


IX. G. Buckwell, who retired November 1 from active 
connection with the company after being associated with 
it since 1899. Mr. Caldwell entered the employ of the 
company in 1901 and in 1916 was appointed assistant to 
Mr. Buckwell. 

Harry Jenson, who has been associated with the 
company for more than fifteen years and who has 
been representing its interests in Philadelphia terri- 
tory, has been appointed assistant sales manager to 
succeed Mr. Caldwell. 

George Kast, treasurer of the company, has taken 
on the duties of secretary, in addition to those of treas- 
urer. Robert G. Berrington, who formerly had been 
connected with the sales department for thirteen 
years, representing the company in the Central States 
and Canada, has returned to the organization and has 
been appointed sales representative in the Philadelphia 
district. Two years ago, Mr. Berrington resigned his 
position with the company to act as sales agent for a 
line of machine tools in the Cleveland territory. 

E. G. Buckwell, the retired sales manager, before he 
became connected with the Cleveland Twist Drill Co. 
in 1899, was a member of the retail hardware company 
of McClung, Buffat & Buckwell at Knoxville, Tenn. 
Previous to that he was a traveling salesman for the 
Sargent Company. During the early years of his con- 
nection with the Cleveland Twist Drill Co., Mr. Buck- 
well spent a large part of his time on the road and 
enjoys a wide acquaintance among mill supply houses 
throughout the country. He has been sales manager 
for twenty-three years, and since 1904 has also acted 
as secretary. His successor, Mr. Caldwell, is likewise 
well known throughout the mill supply trade. 
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Schieren’s Leather Belting 
| Handbook 





Sent Free a 
on Request 


Chas. A. Schieren’s Engineering Staff 
has compiled this practical data on Belts 
and Belting and put it up in most con- 
venient form. It will be published in 
twelve sections which gathered together 
will comprise a Handbook on Belting of 
inestimable value to belt purchasers and 
users. 





The sections, covering the following sub- 
jects, “Types and Drives”’—‘“Rules and 
Ratings” —‘‘Care and Operation”’—“V and 
Round Pelting”, are now ready—these with 
the binder will be sent on request. 


If you use Belts make sure of your 
copy—write us at once. 


=n (mp7 
yi Tanners 
hm Belt Manufacturers 


42 Ferry Street, NEW YORK, N. Y. 


Branches and Distributors in All Leading Cities 
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PERSONAL 


E. R. Love, formerly connected with the Herberts 
Machinery & Supply Co., San Francisco, is now connected 
with the Western Manning, Maxwell & Moore Company. 


R. H. Wood has been appointed manager of the small 
tool department of the Consolidated Machine Tool Corpora- 
tion at Detroit. He was formerly Chicago manager of the 
Modern Tool Co. 


Harry J. Reefe, formerly manager of the order department, 
Independent Pneumatic Tool Co. Chicago, has been 
appointed purchasing agent of that company. He succeeds 
Thomas J. Keegan, who resigned. 


A. L. Seaman, formerly connected with E. P. Bartlett & 
Co., Chicago, jobbers of iron and steel, has organized A. L. 
Seaman & Co., to sell iron and_ steel mill products. The 
company’s headquarters will be at 549 West Washington 
boulevard, Chicago. 


Robert P. Jones, formerly connected with the France 
Metallic Packing Co., has been appointed a member of the 
sales force of RK. J. Donovan Co. of New York, Inc., 217 
Pearl street, New York City, dealer in steam, water, gas, 
engineers’ and mill supplies. 

Paul A. Cuenot, formerly connected with the American 
Locomotive Company and the Pennsylvania Steel Company, 
has been appointed by the Alvord Reamer & Tool Company, 
Millersburg, Pa., as special mechanical representative to 
furnish tool service to customers. 

Charles E. Beeson, a director of the Pittsburgh Gage & 
Supply Company, has been elected vice-president of the 
Pittsburgh Steel Co., with which he has been connected 
since its organization in 1901, having been its secretary until 
about two years ago. Mr. Beeson is a director of several 
other large companies. He is a graduate of Yale. 

W. E. Ringwood, who has been connected with Harron, 
Rickard & McCone, 139 Townsend street, San Francisco, 
jobbers of mill, mine, contractors’ supplies, machinery and 
small tools, has resigned to become manager of the machine 
tool section of the Eccles & Smith Co., 69 First street, 
that city, jobbers of machine tools, railroad, foundry, machine 
shop and garage supplies. 


William G. LeCompte has been appointed sales manager 
in charge of New York territory by Jenkins Bros., 80 
White street, New York, manufacturer of valves and 
packing. Mr. LeCompte has been a member of the Jenkins 
3ros. sales organization for a quarter of a century and has 
a wide experience and knowledge of the engineering, 
contracting and jobbing field. 

William F. Pollock has resigned as president of the Napier 
Saw Works, Middletown, N. Y., and will now devote all of 
his time to the interests of the Dolman Manufacturing Com- 
pany, Springfield, Mass., of which he is treasurer. Mr. 
Pollock, who, before his connection with the Napier Saw 
Works, was for many years manager of the Victor Saw 
Works, has now joined forces with two of his old associates, 
Guy W. Donahue and Chester C. Jackman. 


W. W. Sayers, for many years a representative of the 
Link-Belt Company in Chicago territory, in the lines related 
to power house machinery, coal storage, peck carriers, 
crushers and allied products, and later in charge of the 
locomotive crane department of the company, has been 
promoted to the position of chief engineer of the Link-Belt 
Philadelphia works and Eastern operations. His headqnar- 
ters for the future will be at the company’s Philadelphia 


office. 
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Alvan T. Simonds, president, Simonds Mfg. Co., Fitchburg, 
Mass., is one of the delegation of prominent American busi- 
ness men who have signed up to attend the meeting of the 
International Chamber of Commerce at Rome, Italy, March 
19 to 26, 1923. The delegation will leave New York on the 
Caronia February 10 and will make a cruise of the Mediter- 
ranean before the meeting. Arrangements also include trips 
to Egypt and the Palestine, and through the principal cities 
of Switzerland, Germany and Belgium, with several days’ 
stay in Paris and London. 

Frank W. Wirfs, until recently sales manager of the 
Power Equipment Company, Minneapolis, Minn., is now 
connected with the sales organization of the Chicago Belting 
Company. He is located in Minneapolis and is covering 
the surrounding territory where he has a large acquaintance 
among mill supply buyers. Mr. Wirfs has had an unusually 
broad mill supply experience. After leaving the University 
of Washington, he ran his own sawmill for five years, first 
at Canby, Oregon, and later at Dayton, Oregon. He then 
became a salesman for the A. H. Averil Company, Portland, 
Oregon, jobber of sawmill and threshing machinery. He 
remained with that company for a year and a half, leaving 
them to go to sea as a marine engineer in the United States 
Merchant Marine. At the end of the war, he resigned from 
the service and became sales manager of the Power 
Equipment Company. 





FACTORY ADDITIONS 

The National Screw & Tack Co., Cleveland, plans to build 
a five-story factory addition. 

The Paducah Ice Co., Paducah, Ky., is building two new 
plant units at a cost of $70,000. 

The General Tire & Rubber Co., Akron, Ohio, plans to 
build three three-story plant additions. 

Williamsport Wire Rope Co., Williamsport, Pa., is con- 
structing a new warehouse, 80 x 140 feet. 

The Madison Pattern Works, 2019 Winnebago street, 
Madison, Wis., is building a small plant addition. 

The General Electric Co., Pittsfield, Mass., is building 
a one-story factory building at a cost of $50,000. 

The Eastern Tool & Mfg. Co., Bloomfield avenue, Bloom- 
field, N. J., is building a two-story plant addition. 

The Unit Ventilation Co., College Point, L. I., is building 
a one-story addition at an estimated cost of $30,000. 

The Falls River Rivet Co., Kent, Ohio, plans to build 
an addition to its plant at an estimated cost of $50,000. 

The Bohn Foundry Co., Detroit, plans to build a new 
two-story building and a one-story addition on Hart avenue. 

The Federal Enameling & Stamping Co., McKees Rocks, 
Pa., will build a three-story addition on Thompson avenue. 

The National Metal Molding Co., Fulton building, will 
build a one-story addition to its plant at» Ambridge, Pa. 

The Salem Glass Co., Salem, N. J., will rebuild the portion 
of its works destroyed by recent fire with a loss of $200,000. 

The Baltimore Steel Co., Eastern avenue, Baltimore, plans 
to build two one-story additions at an estimated cost of 
$50,000, 

The Rickenbacker Motor Co., 4815 Cabot avenue, Detroit, 
is considering plans for the erection of a one-story plant 
addition. 

Voightman & Co., 445 West Erie street, Chicago, manufac- 
turer of metal windows, have tentative plans for a plant 
addition. 
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Catalog 


Above illustrations show comparative sizes of an 800 page 71%4x10}%-inch New (National Standard) size catalog 
as against a 1200 page 6x9-inch former size. his new sise, on which we are now offering service, allows the 
listing to better advantage of more goods in one-third less pages at a lower cost than the smaller size, and there- 


fore, has proved of greater value. 
SERVICE 


Our Service consists of making your layout, securing the data and cuts, doing 
the compiling, setting the type, submitting proofs of same to you as well as the 
manufacturer for OK, printing and binding the catalogs. This Service also 
includes keeping your salesmen’s loose leaf catalogs continuously up-to-date by 
revising your pages immediately upon receipt of new data from manufacturers or 
information from our clients. This Service eliminates all your catalog troubles. 





NATIONAL STANDARD SIZES 
We build to your individual requirements, Mill 
Supply, Machinery and Automotive Equipment Cata- 
logs in National Standard Sizes, of which the outside 
measurements are 714x103} inches, (type measure 
61%4x9 inches); also Hardware Catalogs in 8%x11 


inches. 
UNIT SYSTEM 

Our Units consist of whole and half pages as well 
as Units of four to eight items to a page, from which 
you may build your entire layout as per your ideas 
and selection, enabling you to place in the hands of 
your clients an individual catalog illustrating the 
lines you handle exclusively. 





COMPILING STAFF 


We have associated with us experienced compilers 
in every line, one of whom, especially efficient in 
the lines you handle, will be placed at your disposal 
to make your layout and thereafter confine his efforts 
strictly to your work until your catalog is completed. 


INQUIRY INVITED 


We shall be very glad to write you more fully 
about our Service, mail samples of our work and 
furnish estimates, or—if preferred—have one of our 
representatives call ready to lay out your catalog. 
This places you under no obligation whatever. 








Cuneo-Henneberry Service Company 


451-455 W. Twenty-Second St. 


CHICAGO 














When writing to Advertisers please mention Mint Suprirrs 











KULL QUPPLIES 








Lexington Battery Co., Lexington, Ky., will rebuild the 
portion of its plant destroyed by recent fire with damage 
of $75,000. 

The Evansville Enameling Co., Fulton street, Evansville, 
Ind., will build a one-story addition at an estimated cost 
of $55,000. 

The Crystal Ice Co., Elizabeth City, N. C., is building a 
one-story addition to its ice-manufacturing plant at a cost 
of $100,000. 

The Fort Wayne Foundry & Machine Co., Fort Wayne, 
Ind., will build a plant addition to be used as an assembling 
department. 

The Standard Underground Cable Co., Westinghouse build- 
ing, Pittsburgh, will build an addition to its plant at Sixteenth 
and Pike streets. 

The John B. Stetson Co., Columbia avenue and Fifth street, 
Philadelphia, will build a one-story machine and repair shop to 
care for plant work. 

The Orange Screen Co., Maplewood, N. J., manufacturer 
of window and porch screens, is building a factory addition 
at a cost of $50,000. 

The Roos Co., Forest Park, Ill, manufacturer of chests 
and cabinets, will build a one and two-story addition at an 
estimated cost of $200,000. 

The Pipe & Foundry Co., Thirty-second street and West Side 
avenue, Chattanooga, Tenn., will build a one-story addition at 
an estimated cost of $50,000. 

The Firth Carpet Co., Auburn, N. Y., is making mill 
extensions, to include a one-story machine shop, at an 
estimated cost of $140,000. 

The Gurney Elevator Co., Fond du Lac, Wis., has awarded 
the contract for its three-story addition, estimated to cost 
$75,000, including equipment. 

The Ideal Electric & Mfg. Co., Mansfield, Ohio, is building 
an addition to its plant. It will be a one-story building, 100x325 
feet, fitted out as machine shop. 

The Midwest Piping & Supply Co., 1452 South Second 
street, St. Louis, is building a one-story and basement addition 
at an estimated cost of $35,000. 

George W. Taylor & Co., Haddington building, Norfolk, 
Va., plan to make extensions in their ice-manufacturing plant 
at an estimated cost of $100,000. 

D. H. Burrell & Co., Inc., Little Falls, N. Y., manufacturer 
of dairy machinery, is building a five-story factory addition 
at an estimated cost of $100,000. 

Sheboygan, Wis., will spend $50,000 for machinery and 
equipment for the vocational department which is to be 
installed in the new high school. 

The Brooks Skinner Co., Inc., Quincy, Mass., manufacturer 
of portable garages, has awarded contract for a one-story 
plant at an estimated cost of $50,000. 

The A. P. Mitchell Automobile Co., Fort Worth, Texas, 
plans to build a new two-story service building on Calhoun 
street at an estimated cost of $75,000. 

The Reed & Prince Mfg. Co., Worcester, Mass., manufac- 
turer of screws, bolts and rivets, is building two plant 
additions at an estimated cost of $150,000. 

The Philadelphia Gas Works is building an addition at 
Richmond and Tioga streets, Philadelphia, at an estimated 
cost of $1,000,000, including machinery. 

The M. D. Knowlton Co., Elizabeth street, Rochester, N. 
Y., manufacturer of paper box-making machinery, plans to 
build a one-story addition to its works. 

The automobile tag shop and planing mill departments 
of the Ohio penitentiary, recently destroyed by fire, will be 
rebuilt. The estimated damage is $75,000. 

The August C. Beck Co., 1 East street, Milwaukee, manu- 
facturer of boxes, is building a new main mill to replace 
the part of its plant destroyed by recent fire. 

The Cudahy Packing Co., Chicago, plans to build an 
addition to its refrigerator car manufacturing plant at East 
Chicago, Ind., at an estimated cost of $75,000. 

Kokomo Steel & Wire Co., Kokomo, Ind., is building an 
addition to its plant to be used as a galvanizing department. 
It is estimated that the building will cost $50,000. 

The Sloan Valve Co., 4300 West Lake street, Chicago, 
manufacturer of flush valves, has awarded the contract for 
its new plant unit at an estimated cost of $35,000. 


Union Petroleum Co., Widener building, Philadelphia, is 
building an addition to its refinery at Marcus Hook, Pa., at 
an estimated cost of $500,000, including machinery. 

The Fleischmann Co., 508 West North street, Pittsburgh, 
will build a one-story automobile repair shop for company 
trucks at its new plant. The estimated cost is $90,000. 

The Harbison-Walker Refractories Co., Oliver building, 
Pittsburgh, plans extension and improvements at its plants 
at Blandburg, Pa., at an estimated cost of $1,000,000. 


The Onondaga Litholite Co., 102 Beech street, Syracuse, 
plans to build a one-story addition at a cost of $50,000. The 
company manufactures composition stone products. 

Dad’s Factories, 238 South Meridian street, Indianapolis, 
manufacturer of lamps and automobile accessories, is build- 
ing a four-story and basement addition at a cost of $200,000. 

The Porcelain Enamel & Mfg. Co., O’Donnell and Eighth 
streets, Baltimore, plans to rebuild its plant which was de- 
stroyed by fire recently with a damage estimated at $400,000. 

F. J. Kress Box Co., 3930 Liberty avenue, Pittsburgh, 
will build a three-story factory addition at an estimated cost of 
$45,000. Bids have been received for the construction work. 

Carlson Brothers Sheet Metal Co., Superior, Wis., plans 
to build an addition to its plant to allow for increased 
business. The company specializes in ventilating systems. 

The Black Package Co., 1025 Van Ness avenue, Fresno, 
plans to build a new two-story building with ice and refrig- 
erating plant. The estimated cost of the work is $150,000. 

The Edward G. Budd Manufacturing Co., Hunting Park 
avenue and Twenty-fifth street, Philadelphia, manufacturer 
of automobile bodies, will build two one-story plant additions. 

The J. S. Mundy Hoisting Engine Co., 696 Frelinghuysen 
avenue, Newark, N. J., plans to start work early next year 
on an addition to double the capacity of its present plant. 

The Tucker Boiler Works Co., Newark, Ohio, plans to 
build an addition to its plants on Indiana avenue and will 
begin to manufacture large tanks and will also do welding. 

The Union Hardware Co., Torrington, Conn., plans to 
build a plant addition. Preliminary plans are also being 
made for building a new three-story factory at some future 
date. 

The Allied Belting Co., Greenville, Ohio, will build an 
addition to double the present plant capacity. The company 
is also reported to be considering weaving its own duck for 
belting. 

Columbus Auto Co., Columbus, Neb., manufacturer of 
automobile parts, plans to rebuild the portion of its plant 
which was recently destroyed by fire with damage estimated 
at $50,000. 

The Stanley Works, New Britain, Conn., manufacturer 
of hardware, has acquired one and a half acres of land 
adjoining the present plant for purposes of future plant 
expansion. 

The Crompton & Knowles Co., Worcester, Mass., manu- 
facturer of looms and textile machinery, will build a one-story 
addition to its Providence, R. I., branch plant. The contract 
has been let. 

The Fort Wayne Corrugated Paper Co., Murray and 
3arr streets, Fort Wayne, Ind., will build a one and two- 
story branch plant at Hartford City, Ind., at an estimated 
cost of $70,000. 

The city of Newark, N. J., will soon begin construction 
of a two-story addition to the city’s automobile service and 
repair works at Franklin street and Broom alley at an 
estimated cost of $175,000. 

The Red Wing Sewer Pipe Co., Red Wing, Minn., manu- 
facturer of vitrified pipe, is considering plans for rebuilding 
the section of its plant destroyed by fire recently with 
damage estimated at $150,000. 

The George H. Stern Lumber Co., 545 East Seventy-first 
street, New York, plans to build a power house in connection 
with his new plant on Sixty-ninth street. The estimated 
cost of the work is $100,000. 

The Gardner Hygienic Ice Co., 915 Cypress avenue, Brook- 
lyn, will build a one-story service building and machine 
repair shop at an estimated cost of $50,000. Bids were 
recently received for the work. 

The Transit Commission, 49 Lafayette street, New York, 
is building a third addition to the car repair shops of the 
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— received your sample of 
Kester Acid Core Wire Solder 
and have tried it out and like it 
fine. Have bought a spool of it 
from my dealer and find that st 
saves alotoftrouble. All l have 
to do ts to heat my soldering tron 
and the solder will do the rest. 

“I amglad I found your ad- 
reriisement and sure appreciate 
st very much.” 

—JOHN C. BUCK 
Harrison. Neb. 


PPLY the heat—and from the in- 

side of the hollow Kester Acid 
Core Wire Solder, the acid will run on 
to the article you are soldering. After 
it—always after it—will come the 
solder, it’s perfect flux formed. Re- 
member, it’s simply high grade flux 
and high grade solder—the same as 
you are using now, but far, far easier 
to apply. Fill out the coupon below 
— get a free sample to try for your- 
self. 
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KESTER 


cid (Bre WIRE SOLDER. 


CHICAGO SOLDER COMPANY 
4215 Wrightwood Ave., Chicago, IIl. 





MS 12-22 


Please send me the sample spool of Kester 
Acid Core Solder described in your advertise- 
ment, no charges, postage prepaid. 


Name 
Address 
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Transmission 
Appliances 








An Unusual Opportunity 
for Good Business 


Are you selling your trade the good old staples 
and letting it go at that? Or are you following 
the new developments in the lines you sell and 
cashing in on the demand that follows their in- 
troduction? 


For many years we have been transmission spe- 
cialists. We have developed and manufactured 
a line of transmission equipment that is widely 
known as one of the highest grade lines. When 
we recently announced the new Bond Roller 
Bearing for transmission purposes, power users 
accepted it without question as another typical 
Bond product. 


Now you, a dealer in mill supplies, can profit 
by this new Bond specialty if you will give us 
your cooperation in selling it to your transmis- 
sion customers. Write our sales department at 
once and let us work out the details for you. 


Bond Foundry & Machine Co. 


Manheim, Pa. 







































Be sure it’s a “Bond” with Electrically Welded Steel Collars 
that cannot come loose and slip off the sleeve. 
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Interborough Rapid Transit Co., Lenox avenue and 147th street. 
The estimated cost of the work is $500,000. 


The Baltimore & Ohio Railroad Co., Baltimore, plans to 
build new grain elevators at Locust Point, Md., at an esti- 
mated cost of $3,000,000, including power equipment, belt 
conveyors and other modern machinery. The elevators will 
replace the ones destroyed by fire last summer. 

The Binghamton Foundry & Machine Co., Binghamton, 
N. Y., plans to make extensions in the plants of the McGill 
& Holford Mfg. Co., manufacturer of textile machinery, 
and Shapley & Wells, manufacturer of boilers and machinery, 
which have been acquired by the first named company, which 
was organized recently with a capital of $250,000. 


NEW FACTORIES 

Ryan & Knight, Miami, Fla., will build a new three-story 
service and repair station at a cost of $50,000. 

The Empire State Ice Co., Weehawken, N. J., will 
a new one and two-story ice-manufacturing plant. 

The Apt Co., Hollsboro, Mo., will build a new factory to 
manufacture railroad spikes and other equipment. 

The Great Western Meter Co., Emeryville, Cal., is building 
a new one-story plant at an estimated cost of $30,000. 

The Allegheny Plate Glass Co., Glassmere, Pa., is building 
a new one-story plant at an estimated cost of $100,000. 

The Alley Glass Co., Shinnston, W. Va., is considering 
plans for a new plant at an estimated cost of $250,000. 

Dowling Brothers, Odessa, Fla., will rebuild their lumber 
mill which was destroyed recently with a loss of $250,000. 

A. F. Teel, Wind Gap, Pa., plans to build a new slate 
mill at an estimated cost of $50,000, including machinery. 

The Acme Flooring Co., Hattiesburg, Miss., plans to build 
a new hardwood flooring mill at an estimated cost of $60,000. 

The Stickle Lumber Co., Maple avenue, Dallas, Texas, plans 
to build a new mill and power house at an estimated cost of 
$80,000. 

Rawson & Eisenberg, 5 North LaSalle street, Chicago, 
will build a new three-story factory for manufacturing bed 
springs. 


build 


The Chicago Nut Co., 2513 West Fullerton street, Chicago, 
is building a new three-story factory at an estimated cost 
of $40,000. 

The Michigan Central Railroad Co., Detroit, plans to build 
a new one-story car repair shop at Niles, Mich. Work will 
Start at once. 

The Macrodi Fibre Co., Carnation street, Woonsocket, 
R. 1., is building a new one-story factory at an estimated 
cost of $50,000. 

The Combination Door Co., Fond du Lac., Wis., will build 
a new three-story factory and warehouse at an estimated 
cost of $60,000. 

The Carey Salt Co., Hutchinson, 
new two-story ice and refrigeration 
cost of $150,000. 
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The Parker Wire Goods Co., 18 Grafton street, Worcester, 
Mass., has started work on a new plant at Washington and 
Lamartine streets. 

The Davis Automobile Co., South Pearl street, Bridgeton, 
N. J., plans to build a new one and two-story service and 
machine repair works. 

A. E. Ficar, Chicago, has let the contract for a new 
one and two-story automobile paint shop at 2532 Indiana 
avenue, to cost $120,000. 

The Welch Grape Juice Co., Westfield, N. Y., will build 
a new plant and power house at Springdale, Ark., at an 
estimated cost of $100,000. 


The United States Tire & Rubber Co., Boston, has leased 
a new plant to be erected at 660 Charles River road at an 
estimated cost of $100,000. 

The Wadley Co., 335 West North street, Indianapolis, will 
build a new two-story refrigerating plant at Pana, IIl., at an 
estimated cost of $100,000. 

Dixie Spinning Mill Co., Volunteer Life building, Chatta- 


nooga, Tenn., plans to build a new cotton mill and power 
house at a cost of $500,000. 
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The Cincinnati Galvanizing Co., Cincinnati, plans to build 
a new factory on a site recently purchased at Spring Grove 
avenue and Chickering street. 

The S. Miller Cold Storage Co., Rhinelander, Wis., is 
building a new three-story warehouse and refrigerating plant 
at an estimated cost of $75,000. 

The Ira Lee Mfg. Co., Royal Oak, Mich., manufacturer 
of vacuum cleaners, plans to build a new one-story factory 
at an estimated cost of $60,000. 


The Indestructible Wheel Co., Lebanon, Ind., manufacturer 
of automobile wheels, plans to build a new two-story plant 
at an estimated cost of $65,000. 

The Central Abattoir Co., Chestnut street, Reading, Pa., 
will build a new three-story packing plant and cold-storage 
at an estimated cost of $185,000. 

The Palmyra Pump & Accessories Co., Palmyra, N. Y., 
will build a new factory for the manufacture of patented 
automobile equipment and devices. 

The Newberry Stock Co., Newberry, S. 
a new ice manufacturing and cold-storage 
Sevier at an estimated cost of $100,000. 

The Wortendyke Mfg. Co., foot of Thirteenth street, 
Richmond, Va., manufacturer of paper products, will build 
a new three-story factory to cost $200,000. 


Suggs Bros., Tarboro, N. C., will build a new one-story 
machine shop at Carthage, N. C., and will manufacture 
general automobile parts and make repairs. 


The Paepcke, Leicht Lumber Co., 111 West Washington 
street, Chicago, is building a new two-story plant at 949 
Elston avenue at an estimated cost of $350,000. 

The Curran Motor Car Co., 61 State street, Albany, 
N. Y., plans to build a new one-story assembling plant in 
North Albany at an estimated cost of $50,000. 

The Gibbs-Inman Co., Louisville, Ky., will build a new 
printing plant at an estimated cost of $110,000, including 
transmission machinery and other equipment. 

The Goodrich Rubber Co., 401 Mission street, San Fran- 
cisco, will soon start work on its new plant on West Second 
street, which, it is estimated, will cost $150,000. 

Dugan Brothers, 287 Broadway, Brooklyn, will build a 
new one and two-story baking plant on Abingdon avenue, 
Newark, N. J., at an estimated cost of $200,000. 

William L. Popham, Apalachiocola, Fla., will build a new 
canning factory with ice and refrigeration works at an 
estimated cost of $150,000, including all equipment. 

Many cities and towns are now building new high schools 
in which vocational departments are being installed. Among 
these are Bogota, Irvington and Trenton, N. J. 

The Bliss Waterproof Concrete Block Co., 34 Union Hall 
street, Jamaica, L. I., plans to build a new one-story factory 
at Carroll and Foley streets at a cost of $50,000. 

The National Elevator Co., Indianapolis, plans to build 
a new grain elevator on a site recently secured along the 
Big Four tracks. The estimated cost is $75,000. 

The Chippewa Valley Auto Co., Chippewa Falls, Wis., is 
building a new service garage and machine shop at West Grand 
avenue and Bay street at an estimated cost of $75,000. 

The McCorkle Screen Products Co., Akron, Ohio, plans 
to erect a new factory for the manufacture of window and 
door screens, weather strips and similar products. 

The Terminal Bus Line Co., Asheville, N. C., plans to 
install a complete machine and repair shop in its new 
three-story terminal. The estimated cost is $80,000. 

The Southern California Edison Co., Los Angeles, will 
build a machine and electrical repair shop and a warehouse 
at Alhambra, Cal., at an estimated cost of $750,000. 

The John Wilging Co., 1612 Teutonia avenue, Milwaukee, 
manufacturer of millwork and fixtures, will build a new 
two-story factory at Thirty-third and Burleigh streets. 

The Beaver Portland Cement Co., Portland, Oregon, is 
reported as contemplating the erection of a new plant 
at Grants Pass, Oregon, at an estimated cost of $600,000. 

The J. L. Austin Mfg. Co., Milwaukee, manufacturer of 
tools and special machinery, will build a new shop at 
Menomonee Falls, Wis., at an estimated cost of $50,000. 

The McIntosh Utilities Co., McIntosh, Fla., will build 
a new ice-manufacturing and cold-storage plant at an esti- 


C., plans to build 
plant at Camp 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
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“BLUENOSE” 


Pressed Steel 


Hand Trucks 
“BRUTE” 


Pressed Steel 
Trailers 


Write for specifications and Prices 


Sharon Pressed Steel Co. 


Sharon, Pa. 








—~ Bibb Reseater— mace in two styles—sin- 


gle or double threaded 
cone. Fits any faucet. 4 
hardened steel cutters 
with each tool. A good 
selling proposition. 





the finest expander 
made. In sizes from 
%” O. D. up to 5”. 
These tools bring in 
repeat orders. Write 
for prices, etc. 
ESTABLISHED 1876 


AJAX MFG. CO., PITTSBURGH, PA. 


We can furnish expanders for any size peal 
¥", 5", 3%” etc. up to 6” 








SEND FOR OUR REVISED PRICE LIST OF 
STANDARD IRON and STEEL STUDS 





We recently acquired the entire equipment of one of the best equipped 
shops for the manufacture of studs and threaded rods. 


We Also Manufacture a Line of 


Malleable and ane Forged Thumb Huntington Pattern Emery Wheel 
Screws and Nut Dressers and Cutters 

Victor Small Screw Clamps Victor Gas Solder tron Furnaces 

Malleable Carriage Clamps Victor Soft Metal Face Hammers 


Special Studs and Screw Machine Products made to Individual requirements 


a VICTOR PRODUCTS CORP. 


c Factory 
660 Van Buren St. CHICAGO 2631 Belmont Ave. 


The Best and Most Powerful 
Car-Mover Made 


In strength, power and push the ATLAS Car-Mover 
is without an equal. The unique design and con- 
struction of the spurs make slipping impossible. 


One man with the ATLAS can easily move a loaded 
car, while 12 men without it can hardly budge an 
empty car. 






Let us tell you all about its many fea- 
tures. Write for literature and prices 4 


Appleton 
Car-Mover Co. 


Appleton, Wis. 






Double Spurs A 





LUE RIBBO 
FLT DRESSING 


is sold only to the jobbing trade. Many of the best mill 
supply houses have sold it for years. Machine operators 
like it because it speeds up production. 


BLUE RIBBON is made in one-pound bars, packed in 
attractive cartons of 6, 12, 25, 50 or 72 pounds. Con- 
venient to stock. Every buyer of leather, rubber or can- 
vas belting is a prospective user. Blue Ribbon fulders 
with your imprint will help you sell. Write for jobbers’ 
prices. 


JOBBERS MANUFACTURING CO. 
950 Webster Bldg. Chicago 








STOCK 


SKINNER PIPE 
JOINT CLAMPS 


When you sell a joint clamp 
to a customer, you do him a 
great favor, for you save him 
time—you make a lasting friend, 
for you save him money. 


M. B. SKINNER CO., MFRS. 


562 Washington Boul. Chicago 











HOSE CLAMPS 


Made of best galvanized 
heavy gauge steel 


Made for ™% to 3 inch Hose 


Our prices are right. Send us 
your orders. 


SCHLANGEN BROS. CO. 


Makers of a complete line of 
Hose Accessories 


2435 IRVING PARK BOULEVARD, CHICAGO, ILL. 








STEAM -SAVERS SINCE 1875 | 1875 | 


SPECIALTIES 









Float Valves 
Steam Traps 
Flow Regulators 
Special Valves 


Pressure Regulators 
Back Pressure Valves 
Stop and Check Valves 
Exhaust Relief Valves 


Write to the G. M. Davis Regulator Co. 
411 Milwaukee Avenue, Chicago 


for details of money-back 
guarantee. 














When writing to Advertisers please mention Mitt Suppttes. 
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mated cost of $50,000. 
one. 


The J. J. Walsh Co., 1540 Columbus avenue, Roxbury, 
Mass., manufacturer of automobile truck bodies, will build 
a new one-story plant on Columbus avenue and Center 
street. 

The Denby Wire & Iron Co., 5119 Euclid avenue, Cleve- 
land, plans to build a new one-story manufacturing plant 
for making wire railings, bank fixtures, grills and other 
materials. 

The Stryker Kot-N-Wood Products Co., Memphis, Tenn., 
will build a new factory at 1040 Oakland avenue at an 


estimated cost of $65,000, and will manufacture building 
specialties. 


The company is a newly organized 


The American Can Co., 120 Broadway, New York, plans 
to build a new four-story factory at Boston and Hudson 
streets, Baltimore, at an estimated cost of $350,000, including 
machinery. 

The Rodrain-Electro-Metallurgical Co., Salisbury, N. C., 
plans to build a new three-story reduction plant near Lexing- 
ton, N. C., at an estimated cost of $500,000, 


including 
machinery. 


Grace Sign & Mfg. Co., 425 South Main street, St. Louis, 
manufacturer of metallic signs, will soon begin work on a 


new two-story and basement factory at an estimated 
of $100,000. 


The Board of Public Works, Wheeling, W. Va., is planning 
to build a new power house, pumping plant and _ filtration 
plant at the municipal waterworks at an estimated cost 
of $1,000,000. 


The Lloyd Forge Co., Annville, Pa. recently organized 
with a capital of $75,000, to manufacture turnbuckles and 
other products, will build a new plant. 
been selected. 


cost 


The site has already 


_The X-L Refrigerating Co., Inc., 1834 W. Fifty-ninth street, 
Chicago, will build a new one-story factory at the northwest 
corner of W. Fifty-ninth and Aberdeen streets, at an estimated 
cost of $60,000. 

The Paterson Industrial Development Co., 5 Colt street, 
Paterson, N. J., plans to install the latest mechanical con- 
veyors, motors and controllers in a new printing plant which 
it 1s erecting. 

The Rodriguez Spring Wheel Co., 602 Third street, Baton 
Rouge, La., plans to build a new factory to manufacture 
spring wheels for automobiles and trucks. 


: The cost is esti- 
mated at $50,000. 


The Interstate Oxygen Co., Forty-fourth street, Wheeling, 
W. Va., plans to build a new one-story plant for the manu- 
facture of commercial oxygen. The estimated cost of the 
project is $50,000. 

The Evans Fibre Box Co., Chicago, has arranged to have 
a new factory and warehouse erected at 3301 West Forty- 
seventh place, Chicago, at an estimated cost of $200,000, 
including equipment. 


_W. A. Hoeman and E. E. Burleigh, Daytona, Fla., plan to 
form a company and build a new sash and door manufac- 
turing plant, most of the machinery in which will be 
electrically operated. 

The Galveston, Harrisburg & San Antonio Railroad Co., 
Houston, Texas, plans to build a new repair plant at El 
Paso, and to make additions. The total cost of the proposed 
extensions is $350,000. 


Durant Motors, New York, has awarded contract for 
another new plant unit to be built in Flint, Mich., for the 
production of the Star car. The new unit will contain 516,000 
square feet of floor space. 

The Tokheim Oil Tank & Pump Co., Fort Wayne, Ind., 
manufacturer of gasoline pumping and storage systems, will 
build a new one-story plant on Wabash 
estimated cost of $100,000. 

E. Edelman & Co., 469 East Ohio street, Chicago, are 
building a new three-story factory at Logan boulevard and 
Holly street at a cost of $25°,;100. The company manufac- 
tures automobile specialties. 


avenue at an 


The Franklin Institute, 15 South Seventh street, Philadel- 
phia, plans to build a new four-story electrical laboratory at 
Nineteenth and Cherry streets at an estimated cost of 
$250,000 including equipment. 





The Lebanon Machine Screw Co., Lebanon, Pa., plans 
to build a new one-story factory at East Lebanon. The 


company was organized recently by J. Warren Light and 
Carlton Bell, both Lebanon residents. 


The Broadfoot Iron Works, Wilmington, N. C., is building 


a new one-story plant for boiler and plate work. Other 
extensions will be made, including a new forge shop. The 
estimated cost of the work is $200,000. 

The Guilbert Steel Co., Diamond Bank Building, Pitts- 


burgh, a new organization, plans to build a one-story plant 
in that city at an estimated cost of $100,000. The company 
will manufacture general steel products. 

The Merchant & Evans Co., 2035 Washington avenue, 
Philadelphia, manufacturer of metal roofing, and tiie Globe 
Automatic Sprinkler Co., an associated company, have plans 
for a new one-story factory at Lancaster, Pa. 

The Standard Gas Light Co., 130 East Fifteenth street, 
New York, will build a new service building and machine 
repair shop for automobiles and trucks at 405 East Thirty- 
second street at an estimated cost of $65,000. 


The village of Freeport, L. I., will build a manual training 
department in connection with its new three-story high 
school which is to be erected at an estimated cost of $600,000. 
A laboratory will also be installed in the school. 


The Oklahoma Fabric & Rubber Co., a new corporation, 
is reported as considering plans for establishing a plant 
near Muskogee, Okla., at an estimated cost of $1,000,000. It 
is said that the chamber of commerce is interested in the 
project. 

The New York Telephone Co., 15 Dey street, New York, 
will build a two-story service building and repair shop for 
company automobiles and trucks, at White Plains avenue 
and Penfield street, New York. The estimated cost of the 
building is $200,000. 

The National Biscuit Co., Tenth avenue and Fifteenth 
street, New York, plans to build a three-story service and 
repair works at 407 West Sixteenth street at an estimated 
cost of $60,000. The building will be used for company 
automobiles and trucks. 

The Metropolitan Radio Corporation will operate a plant 
at 67 Goble street, Newark, N. J., and will manufacture 
receiving sets and other radio apparatus. The company was 
organized by C. W. Curtiss, formerly general manager, 
Splitdorf Electrical Co., Newark. 

The Estate of S. Weinstein plans to build a machine shop 
and power house in connection with a big new plant at 
Meserole avenue and Calyer street, Brooklyn. The site has 
been purchased. The estimated cost of the project is 
$500,000. The company manufactures doors, sash and blinds. 

The Superior Auto Accessories Co., 1342 Forbes street, 
Pittsburgh, plans to build a new plant at Baum boulevard 
and Woodworth street, where a site has been acquired. 

The American Ice Co., Sixth and Arch streets, Philadel- 
phia, will build a new plant at Duncannon and Mascher 
streets, at an estimated cost of $60,000. 

The United Engine & Machine Co., Fresno, Cal., plans 
to build new works, including a foundry, a machine shop, 
a forge shop and a pattern shop. The company was organ- 
ized with a capital of $250,000 to take over the Fresno 
Pattern Works and the Sulprizio Machine Works, and will 
manufacture piston rings, valves and general castings. 

The Eberhard Watch Corporation of America, Trenton, 
N. J., plans to build a plant in the Woodside Park section 
of that city to manufacture watch movements and cases. 
The estimated cost of the project is $200,000. The corporation 
was recently incorporated with a capital of $300,000 by 
George F. Eberhard, formerly manager of the Trenton plant 
of the Ingersoll Watch Co. 


INCREASED CAPITAL 

The Zouri Drawn Metals Co., Chicago, has increased its 
capital stock from $350,000 to $450,000. 

Babcock & Wilcox Co., 85 Liberty street, New York man- 
ufacturer of water tube boilers, has increased its capital stock 
from $15,000,000 to $25,000,000. 

The Wisconsin Cylinder Foundry Co., Racine, Wis., has 
increased its capital stock from $50,000 to $75,000 and plans 
to make extensions in its plant. 
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The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to- 
day. The same may be said of all 
railroads, bridge builders, boiler 
makers, etc. The No. 401 Forge 
has not only been adopted by this 
class of trade in the United States, 
but also throughout the entire 
world. 

Carried in stock by all the lead- 
ing mill supply jobbers, 


Write for catalog and price sheet. 


Champion Blower & Forge Co. 


Lancaster, Pa. 











“Quality 
Protects 
Profits” 


All Our 
Distributors 
Successfully 

Selling 


Reg. U. S. Pat. Off. 


OUR LINE INCLUDES 
Complete Welding, Cutting, Brazing, Lead Burn- 
ing and Decarbonizing equipments. Non-Flash 
Torches, Gas Regulators, Acetylene Generators, 
Cylinder Trucks, Welding Rods, Fluxes and Accessories. 
Write for Torchweld Equipment Co. 
our ales 


Proposition FULTON & CARPENTER STS., CHICAGO 













“PYPO” Drain Pipe Opener 


Nothing more powerful has ever been 
made since 1854, than Pure, Unadulterated, 


epee DOUBLE STRENGTH pyposulphanyde, 


{ or “pypo” for short, quickly opens 
bieo clogged drains, mixes with cold water, 
; even THAWS OUT ICE. Packed Fresh 
daily at the works where this by-product 
is carefully prepared. 


ACME OIL WORKS 


Dept. A, 125 So. Front St., Philadelphia, Pa. 





PAPER _riaeaia PULLEYS 
Water and Oil Proof 


Manufactured by a new process. 
| Superior in every way to all other 
Paper Pulleys. Will not fray at 
the edges. In all standard sizes 
from 114 inches up—special sizes 
furnished on short notice. 





Distributed through Mill Supply Houses. Ask for Folder. 


COMPOSITION WOOD PRODUCTS CO. 


10 South La Salle St., Chicago 





MASON 


Reducing Valves 
ARE STANDARD 


Do You Carry 
Them in Stock? 


MASON REGULATOR CO. 
BOSTON, MASS. 











TOLMAN BRUSHES 


ADJUSTING ‘‘Adjustable”’ 
THUMB NUT ‘ # 





It is clearly a fact that our adjustable wire form sup- 
ports the bristles, and therefore makes an altogether 
superior brush. Tolman Brushes outwear by far, 
ordinary brushes. 


Brushes for all classes of sweeping 


TOLMAN MFG. CO., MILWAUKEE, WIS. 








PORTER’S BOLT CLIPPERS 


«‘EFasy’’, “‘New Easy’’, “‘Allen Randall’’ 





38 YEARS EXPERIENCE SESEEITS tHe BUVER 
30 YEARS ADVERTISING SENEFITS THE DEALER 


THE GOODS FOR WHICH THERE IS A DEMAND 


H. K. PORTER, Everett, Mass. 

















STANLEY 


A Profitable Jobbing Belt 


A solid woven cotton belt of such serviceable quality that it holds 


its own in successful competition with every other type and make 
of belt. 


Our Jobbers recommend it without 
hesitation in most installations and 
enjoy a growing repeat business, 


Investigate: Prices, discounts 
samples and literature on request. 


STANLEY BELTING CORPORATION 
36 South Clinton Street, 
Chicago, Illinois ca 
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The Scoville Mfg. Co., Waterbury, Conn., manufacturer 
of brass and other metal products, has arranged to increase 
its capital from $5,000,000 to $15,000,000. 

The Ogren Motor Car Co., 692 National avenue, Milwau- 
kee, has increased its authorized capital stock from $500,000 
to $1,000,000 to finance factory expansion. 

The Carthage Spoke Co., Carthage, Tenn., has increased 
its capital from $50,000 to $100,000, and plans to build an 
addition to its plant and to install new machinery. 

Victor Talking Machine Co., Camden, N. J., has arranged 
for an increase in capital from $5,500,000 to $35,500,000, a 
portion of the proceeds to be used for expansion. 

The Linwood Stone & Cement Co., Davenport, Iowa, has 
increased its capital stock from $300,000 to $2,000,000, and 
plans to erect a new cement plant at a cost of $1,500,000. 

The Speeder Machinery Corporation, Leon, Iowa, manufac- 
turer of ditch diggers, has increased its capital stock from 
$50,000 to $200,000 and is removing its plant to Fairfield, Iowa. 

The Allan-Diffenbaugh Wrench & Tool Co., Baraboo, 
Wis., manufacturer of wrenches and mechanical tools, has 
increased its capital stock by $25,000 to allow for plant 
expansion. 

The Ellwood Steel Corporation, Ellwood City, Pa., has 
changed its name to the Ellwood City Nail Co., and has in- 
creased its capital from $5000 to $250,000 and will expand 
its nail manufacturing plant. 

The Singer Mfg. Co. 149 Broadway, New York, will 
decide at a meeting on December 6, on the question of 
increasing its capital stock from $90,000,000 to $120,000,000, 
a portion of the proceeds to be used for extension. 

The Prentiss-Wabers Co., Wisconsin Rapids, Wis., has in- 
creased its capital stock from $60,000 to $100,000 in order to 
allow for purchase of new equipment and for new construc- 
tion. The company manufactures hot air heating units for 
tourists and sportsmen. 


NEW CORPORATIONS 


Lippitt Textile & Machine Co., Cleveland, $80,000, to man- 
ufacture knitting machines; incorporators: E. Lippitt and 
others 

The Sico Machine Co., Great Falls, Mont., $50,000; incor- 
porators: Adam _ Stimpert, Jescena Stimpert and Fred D. 
Stimpert. 

The Seaboard Foundries, Inc., Brooklyn, N. Y., $110,000; 
incorporators: Hubert W. Eldred, Ridgefield Park, N. J., 
and others. 


The Reid Air Spring Co., New Haven, Conn., $100,000, to 


make automobile accessories; incorporators: Edward Reid, 
Louis Goldman and others. 

The Standard Machine & Tool Co., Okemah, Okla., $100,- 
000; incorporators: J. R. McCoy, E. G. McCoy, J. E. Mor- 


gan, all three of Barnsdall, Okla. 

The R. K. Mfg. Co., Boston, $150,000, to make automobile 
accessories; incorporators: Arthur K, Arthur C 
Roberts and Justin D. Doucette. 

The Gordon Machine Co., Boston, $300,000; incorporators: 
Andrew Y. Hodgdon, Dedham, Mass., Donald Macnauchton, 
Waban, and James R. Longstreet. 


Roberts, 


The Higbie-Orne Co., Inc., New Britain, Conn., $50,000, to 
make automobile accessories: Incorporators: A. W. Samp- 
son, C. L. Orne and J. F. Decker, Jr. 

National Electric Humidifier Co., 4311-13 East Ravenswood 
avenue, Chicago, $50,000; incorporators: Frederick W. Schaub, 
Frederick S. Stafford and Sidney C. Jones. 


The Non-Clog Rake Mfg. Co., Jersey City, N. J., $200,000, 
to manufacture a patented rake; incorporators: James 


Ritchie, Andrew A. Christian and Carl F. Rappold. 

The B. & M. Metal Rolling Mill, Wheeling, W. Va., 
$50,000; incorporators: William J. Braddock, Mary Virginia 
Braddock, Joseph W. Millard, John Millard and others. 
_W. N. Best Engineering Corporation, 11 Broadway, New 
York, $100,000, to manufacture oil burning equipment; in- 
corporators: A. H. Best, Carl E. Zihold and Charles A. 
Beach. 

The National Motor Castings Co., South Haven, Mich., 
$250,000, to manufacture metal castings and do a general 
foundry business. The company was formerly a Delaware 
corporation. 


The General Alloys Co., Boston, $400,000, to make cast- 
ings; incorporators: Henry H. Harris, Chicago, Charles 
Van Stone and Edward P. Van Stone, the latter two of 
Reading, Mass. 

The American Adjustable Chase Co., Inc., 43 Water 
street, Torrington, Conn., $75,000, to engage in general man- 
ufacturing; incorporators: Daniel F. Burns, William A. Burns 
and John H. Burns. 

The Bunker Mfg. Corporation, 1110-1112 Woodland ave- 
nue, Kansas City, Mo., $150,000, to manufacture tire chains; 
incorporators: C. A. Bunker, C. M. Kryder, F. T. Shepard 
and L. R. Van Houton. 

Major Oil-Tite Piston Ring Co. Asbury Park, N. J., 
$150,000, to manufacture piston rings and other mechanical 
products and to conduct a general repair shop; incorpora- 
tors: C. Wesley Major and others. 

Peters & Russell, Inc., Boston, $50,000, to deal in polishing 
machines, buffing machines and machinery; incorporators: 
Paul A. Peters, Frank H. Russell and Donald L. Whitte- 
more. Mr. Russell is treasurer of the company. His address 
is 75 Park street, West Roxbury, Mass. 

The Met-All Mfg. Co., Detroit, $500,000, to take over the 
business of the Tube Products Co., 2699 Guion street, that 
city, to manufacture steel tubing and metal ladders; incor- 
porators: C. S. Jacobs, F. L. Jacobs and C. R. Robinson. 
The Paragon Disk Wheel Co., 254 Hawthorne avenue, 
Portland, Ore., $100,000, to manufacture metal automobile 
wheels; incorporators: Thomas Wilkinson, William Wilkin- 
son and George, N. Schell. The company for the past two 
years has operated under the firm name of the Wilkinson 
Brothers. 


GENERAL NEWS FROM THE FIELD 

Fairbanks, Morse & Co. are transferring their pump depart- 
ment from Beloit, Wis., works to the company branch in Three 
Rivers, Mich. 

Manning, Maxwell & Moore, Inc., will reopen its Cleveland 
office in the Leader-News blilding, which was closed several 
months ago. 

The Keifer Electrical Supply Co., Peoria, Ill., has been 
incorporated with a capital of $30,000, to act as distribntor 
of electrical products. 

Frank A. Hicks, Los Angeles, machinery dealer, is now 
located at 242 South Central avenue, where he has more 
commodious quarters than heretofore. 

The C. F. Bulotti Machinery Co. has moved into its new 
storeroom at 67 Main street, San Francisco, a location which 
is in the center of the machine tool district of that city. 

The consolidated purchasing agency of the .\merican Short 
Line Railroad Association has been removed from Washington 
to 616 Railway Exchange building, Chicago. J. W. Cain is 
manager of purchases. 


The National Supply Co., Pittsburgh, has transferred H. G. 
Trimble from Pittsburgh to Toledo, where he will be manager 
of sales for the company. Mr. Trimble has district 
manager for the eastern territory. 


been 


Thomas S. Patterson, one of the veteran employes of the 
McKeesport works of the National Tube Co., died in his 
home in that city, November 13. He is an uncle of P. C 
Patterson, chief engineer of the company. 

It is reported that a group of capitalists is considering the 
acquisition of the McDougall-Duluth shipbuilding plant at Du- 
luth, Minn., for the purpose of utilizing it as a large railroad 
repair shop to afford employment to 2,000 or more men. 

The San Diego Pulley Co. has been organized at San Diego, 
Cal., by George Zink and Franklin S. Pierce. The company 
has taken offices at 1221 Broadway, San Diego, and will act 
as agents and distributors of building hardware and_ building 
supplies. 

Shapley & Wells, Binghamton, New York, jobbers of mill 
and steam supplies, have mailed notices to the trade an- 
nouncing their retirement from the mill supply business. 
The firm has been located at 118 Washington street for sev- 
eral years. 

H. Goldberg has organized a pipe supply company under his 
own name at 305 Cherry street, Philadelphia. He has been 
connected with the tool and equipment business for the past 
18 years and recently has been connected with the American 
Pipe & Supply Company, Philadelphia. 
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Your customer is interested in == 
service cost rather than ini- 
tial cost because in the final 
analysis, service is the real 
factor in determining the 
price of any commodity. 


LUNKENHEIMER 


Bronze 


Globe & Angle 


Valves 
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are built on this very principle—SER- 
VICE is the first and only consideration. 














Beginning with the careful selection 
of materials; formulating the composi- 
tions especially for the duty each part 
performs; inspection and checking at 
each stage of manufacture and finally a 
test more severe than actual working 
conditions—all contribute in increasing 
their service life and lowering their ser- 
vice cost. 
































Capitalize on the added service Lun- 
kenheimer Valves give; stress the fact 
that SERVICE COST ultimately deter- 
mines price; results will prove to you 
that it pays to CONCENTRATE ON 
LUNKENHEIMER PRODUCTS. 
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‘America’s Best since 1862” 
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The Standard Sanitary Mfg. Co., Pittsburgh, has declared a 
stock dividend of 40 per cent on its common stock, in addition 
to the regular quarterly dividend of 2 per cent and an extra 
dividend of 2 per cent. 

The South Bend Lathe Works, South Bend, Ind., has appointed 
the E. S. Stacy Supply Co., 41 Taylor street, Springfield, Mass., 
as its representative in Hampden, Hampshire and Franklin 
counties, Massachusetts. 

Raymond H. Stiles, assistant manager of the Boston office 
of Jenkins Bros., valve manufacturers, died at his home in 
Wollaston, Mass., on November 12. He was 40 years old and 
had been in the employ of Jenkins Bros. for the past 22 years, 
most of the time as salesman in New England territory. 

Fred C. Severin, formerly connected with the Betts Machine 
Company, Rochester, N. Y., and B. H. Tripp, formerly with the 
Chicago Pneumatic Tool Co., have formed a partnership and 
will engage in buying and selling of used machine tools. Their 
headquarters will be at 25 Church street, New York. 

The American Pipe Tool Co., 123 S. Jefferson street, Chi- 
cago, which has been organized recently by W. H. Gabel, 
formerly general manager of the Crown Die & Tool Co., 
Chicago, will manufacture a line of pipe tools. It is now in- 
troducing a new pipe vise stand to the market. 

George T. Montgomery, 50, president, Montgomery & Co., 
Inc., 105 Fulton street, dealers in mill supplies, tools and 
machinery, died at his home in New York November 7. In 
addition to being president of his own company, Mr. Mont- 
gomery was a director in the Thompson Meter Co., Brook- 
lyn, and was prominent in civic and club circles. 

Sales of oak 


leather belting for October are reported at 
499,943 pounds 


valued at $861,902, the figures representing 
returns from about 60 per cent of the leather belting manu- 
facturers of this country. In September the sales were 
valued at $797,213, while in October, last vear, the sales 
were valued at $501,379. This shows a good gain over the pre- 
vious months of the year. 

Louis C. Sands, 64, vice-president and general manager of 
the Oil Well Supply Co., Pittsburgh, died November 5. He 
had been connected with the company for 36 years. Mr. 
Sands was born in Greensport, L. I., in 1858 and, after com- 
pleting his schooling, enlisted in the United States navy. 
In 1885 he was honorably discharged from the service and 
soon afterwards began his career with the Oil Well Supply 
Co. In 1903 he was elected secretary of the company and 
five years later became vice-president and general manager. 

The Norfolk Iron Works Company, South Norwalk, Conn., 
manufacturer of air and gas compressors for all purposes 
and also of refrigerating machinery, announces the opening 
of a Chicago office at 627 W. Washington boulevard. The 
new office is in charge of L. R. Bremser, who for thirteen 
years was associated with The Gardner Governor Company. 

The Black & Decker Mfg. Company’s branch office and 
service station, formerly located at 318 North Broad street, 
Philadelphia, has been relocated at 824 North Broad street. 
The new quarters are much more commodious and up-to-date 
than the old ones. 


The Consolidated Tool Works, Inc., 266 Broadway, New 
York, has made several appointments to its sales forces. 
William H. Thompson, formerly with the Union Hardware 
Co., Torrington, Conn., is now New York representative. 
Charles Alburtus, formerly with the American Safety Razor 
Co., Brooklyn, has the New Jersey territory. Howard A. 
Postley, formerly with the Knickerbocker Mfg. Co., Belle- 
ville, N. J., will cover New England territory. William L. 
Rubin, formerly with the Jacobs Scale Co., New York, is 
now representative in New York, Pennsylvania, Maryland, 
District of Columbia and parts of West Virginia and Ohio. 

The first national exposition of power and mechanical engin- 
eering will be held in New York, December 7 to 13, and will 
he made up of exhibits of prime movers and steam generating 
devices, stokers, pulverized coal apparatus, refractories, water 
purifiers, feed-water heaters, economizers, superheaters, blowers, 
valves, piping, pipe covering, pumps, recording devices, belting 
and lubrication. There will be an extensive program of motion 
pictures of manufacturing processes. The exhibits will be held 
at the Grand Central Palace. Among the exhibitors will be 
many prominent in the mill supply ficld, including the Carlyle 
Johnson Machine Co., Crane Co., Hill Clutch Co., Jenkins 
3ros., Lunkenheimer Co., Manning, Maxwell & Moore, Inc., 
Geo. Rahmann & Co., Walworth Mfg. Co. and the Leather 
Belting Exchange. 


Walter M. Spaulding, 76, former president of the Graton & 
Knight Manufacturing Company, died at his home in Worcester, 
Mass., on November 16, after an illness of several months. Mr. 
Spaulding was one of the most prominent leather belting manu- 
facturers in this country, having been connected with the Graton 
& Knight organization for 53 years. For 13 years he served 
as president of the company, retiring from that position last 
March at the time of the reorganization of the company. He 
remained as chairman of the board of directors. Mr. Spaulding 
was also president of the Worcester Cold Storage and Ware- 
house Company, president of the Worcester Young Men’s 
Christian Association and a director of the Mechanics National 
Bank of Worcester. He is survived by his wife and one son, 
Walter V. Spaulding, formerly secretary and assistant treasurer 
of the Graton & Knight Mfg. Co. 

Charles E. Glover, 75, president of the Skinner Chuck Com- 
pany, New Britain, Conn., died on October 25 in New Britain 
after a long illness. Mr. Glover was one of the most prominent 
manufacturers in New England and in addition to the Skinner 
Chuck Company, was president of the H. R. Walker Co., the 
D. C. Judd Co., the Corbin Screw Corporation, a director of 
the American Hardware Corporation, director of the New Brit- 
ain National Bank, the Aetna Nut Co., North & Judd Co. and 
the New Britain General Hospital. He was born in Notting- 
ham, England, June 16, 1847, and came to this country when a 
child. He began to learn the machinist trade in his father’s 
machine shop, later securing employment with the National 
Screw Co. At the age of 29 he became associated with P. & F. 
Corbin Co., New Britain, and in 1902 he was elected president 
of the Corbin Screw Corporation. 





CLASSIFIED ADVERTISEMENTS 


Classified Line Advertisements under heads of Wanted, For Sale, etc., 
will be published in this Department at a rate of 25 cents a-line, cach 
insertion. Count nine words to a line. 


SALESMEN WANTED 


WANTED-—Salesmen to sell welding equipment and sup- 
plies as side line. Liberal commission. Superior Oxy- 
Acetylene Machine Co., Hamilton, Ohio. 

WANTED—At once, reliable, competent, experienced man 
for manager of Transmission and Tool Equipment Depart- 
ment. Address McMullen Machinery Co., Grand Rapids, 
Mich. 


WANTED—Experienced mill supply salesman to sell in 
locality of Philadelphia. Also in portions of Pennsylvania. 
Main articles—belting, hose, packing, pulleys, etc. Address 
No. 735, care MILL SUPPLIES, 537 S. Dearborn St, 
Chicago. 








SITUATIONS WANTED 


WANTED—Salesman of proven ability with large and 
favorable acquaintance with mill supply and hardware job- 
bing trade, desires to connect with a high class manufacturer 
by January 1, 1923. Can furnish A-1 references both as to 
character and selling ability. Address No. 734, care MILL 
SUPPLIES, 537 S. Dearborn St., Chicago. 
WANTED—Transmission engineer, thirteen years’ design- 
ing, construction, and executive experience with elevating, 
conveying, power transmission machinery, mill equipment. 
College man, American, and member A. S. M. E. Address 
No. 733, care MILL SUPPLIES, 537 S. Dearborn St, 


Chicago. 





FITTING BIN LABEL CARDS AND CARD HOLDERS 








ILLUSTRATED BIN MARKERS 
For Mill, Mine and Plumbing Supplies, printed as shown 
above. Send for samples and prices, and free booklets: “How 


To Systematize The Store Room”; “Perpetual Inventories” ; 
“How To Cut The Costs Of Manufacturing By Standard- 
ization,” and “How To Keep Track of Tools.” Haddon Bin 
Label Co., Haddon Heights, N. J. 
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EXPERIENCE 


in the manufacture of 
Fire Protection Equip- 
ment is absolutely es- 
sential. The name 
Diener’ in connection 
with safety equipment 
is in itself a guarantee 
of correct design, care- 
ful workmanship and 
underwriters’ approval. 





“PERFECTION” APPROVED WASTE CAN 


like all Diener Products is a standard article 
with a definite demand in all industrial plants. 
It is easily sold by jobbers who go aggressively 
after business. 


JOBBERS: INVESTIGATE THE DIENER LINE 


If you do not carry a line of Fire Protection and 
Safety Equipment or if the line you carry has failed 
in any essential detail, investigate the Diener Line. 
Write: for catalog, price list and other desired in- 
forrnation. 


George W. Diener Mfg. Co. 


400-420 MONTICELLO AVE. CHICAGO 








E want your 

valve trade, but we 

realize that you must 
good.” 

Back of the Williams 
experience of twenty-six 
long years in making and 

: conscience. We don't 
a WILLIAMS a know how to make and 
thing but good valves. 
Time and severe service have demonstrated 
torily meet the requirements of modern engineering 
practice. 
business so it will be profitable to you. At least 
we are trying. 
then advertise it, create a demand and depend upon 
you entirely to supply it. 
specifications. You may have the option of buying 
as large a quantity as you want—so long as you 
Our extensive advertising campaign has 
brought about such an increased demand for Wil- 
supply the trade. 
If this strikes you as a fair proposition, 
you a SQUARE DEAL. 
The D.T. Williams Valve Company 


first find out that we “make 
line there is not only an 
Wl selling valves, but there is 
a 
we don’t want to make any- 
that Williams Valves are good and that they satisfac- 
Now, we believe that we know how to do 
Our policy is, first to make a good product; 
We do not ask for a contract of a year’s 
supply and keep up with the demand. 
liams Valves that we are looking for live dealers to 
suppose you write us—as we are determined to give 
CINCINNATI, OHIO 














For cleaning and polishing 
there is nothing better than 
FIDELITY Cotton Waste 


Fifty-two Years of sin- 
cere effort to furnish 
the highest quality of 
material and service to 


Py w 
ee the Mill Sexely Trede. 





Cleaning and Polishing Textiles 
Cotton Waste and Linters 
Wiping Rags, Cheese Cloth 
Prepared Wool and Grease 


The J. Milton Hagy Waste Works 


Fidelity Mills 


Philadelphia, U. S. A. 








MYERS 


Self-Oiling 


Deep Well Working Heads 


Different in design, different in construction, they offer 
different pumping service from old type working heads. 
The elimination of exposed gears 
and other working parts, a positive 
self-lubricating system, improved 
method of power application, in- 
creased capacity, are features of 
merit that compel 
the attention of 


anyone who is inter- 
ested in power pumping 
equipment. MYERS 
SELF-OILING POWER 






























PUMPS for shallow Other 
pumping have all the 
above features, and Myers 
their successful opera- Products 
tion under many condi- 
tions prove their real 
worth as economical Pumps 
pumpers of water. for 
Every 
Purpose 
Hay Tools 


Door Hangers 


If you are not 
already acquainted 
with Myers Self-Oil- 
ing Power Pumps, 
and desire informa- 
tion and literature, 
without obligation 
to purchase, write 
us for it. 


The 
F, E. MYERS & 


BRO. CO. 
Ashland, Ohio 
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ACCESSORIES, AUTOMOBILE 
Detroit Brass & Malleable Works. 
General Asbestos & Rubber Co. 
The Lunkenheimer Co. 
The Wm, Powell Co. 

APRONS, LEATHER 

Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 

ARBORS AND MANDRELS 
The Whitman & Barnes Mfg. Co. 

ASBESTOS MATERIALS 

General Asbestos & Rubber Co. 

BABBITT LINED BEARINGS 
Johnson Bronze Company 


BABBITT METALS 

Dodge Sales & Engineering Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
BALLS, STEEL, BRASS, BRONZE, ALUMI- 
NUM, MONEL AND BELL METAL, 
SOLID AND HOLLOW 
Hoover Steel Ball Co. 
BARRELS, TUMBLING 
Royersford Foundry & Machine Co. 
BEARINGS, BRONZE 
Johnson Bronze Company 
Sherwood Manufacturing Co. 
Stewart Manufacturing Corp. 
BEARINGS, ROLLER 
Bond Foundry & Machine Co. 
“The Reeves’’—Reeves Pulley Co. 
Royersford Foundry & Machine Co. 

BEARINGS, SHAFT 
Anti-Friction Products Co, 

Bond Foundry & Engineering Co. 
Dodge Sales & Engineering Co. 
The Hill Clutch Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood’s Sons Co. 

BEARINGS, SHAFT, BALL 
Anti-Friction Products Co. 
Chicago Pulley & Shafting Co. 

BELT DRESSING 
‘‘Beltex’’—Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 

Gandy Belting Co., The 

Joseph Dixon Crucible Co. 

Jobbers Mfg. Co. 

Richmond Belt Dressing Mfg. Co., Ine. 
Chas. A. Schieren Co. 

BELT FASTENERS 

Detroit Belt Lacer Co. 
Flexible Steel Lacing Co. 

BELT LACINGS, LEATHER 
Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 
“Cocheco”—I. B. Williams & Sons 

BELT LACINGS, METALLIC 
Detroit Belt Lacer Co. 
Flexible Steel Lacing Co. 

BELT TIGHTENERS 
Dodge Sales & Engineering Co. 
The Hill Clutch Co. 
. A. Jones Foundry & Machine Co. 

The Medart Company 
T. B. Wood's Sons Co. 

BELTING, BALATA 

Victor Balata & Textile Belting Co. 

BELTING, CANVAS STITCHED 
“Gandy’’—The Gandy Belting Co. 
Victor Balata & Textile Belting Co. 
BELTING, CONVEYOR 

The Diamond Rubber Co., Ine. 

Gandy Belting Co. 

New York Belting & Packing Co. 

Stanley Belting Corporation 

Victor Balata & Textile Belting Co. 
BELTING, COTTON, SOLID WOVEN 

Stanley Belting Corporation 

Victor Balata & Textile Belting Co. 
BELTING, IMPREGNATED, BLACK 

Gandy Belting Company 
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BELTING, LEATHER 
Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 
Hide, Leather & Belting Co. 
Edward R. Ladew Co., Ine. 
Chas. A, Schieren Co. 
“Shield’’—McCauley Belting Co. 
“Sterling’’—Chas, Bond & Co., Philadelphia 
I. B. Williams & Sons 
BELTING, LINK 
H. W. Caldwell & Son Co. 
Chas. A. Schieren Co. 
BELTING, ROUND 
Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
BELTING, RUBBER 
Diamond Rubber Co., Inc. 
New York Belting & Packing Co. 
BELTING, THRESHER 
Gandy Belting Co. 
New York Belting & Packing Co. 
I. B. Williams & Sons 
Victor Balata & Textile Belting Co. 
BELTING, TRACTOR 
Victor Balata & Textile Belting Co. 
BELTING, TWISTED 
Chicago Rawhide Mfg. Co. 
BELTING, WATERPROOF 
Chicago Belting Co. 
Chicago Rawhile Mfg. Co. 
Gandy Belting Company 
Hide, Leather & Belting Co. 
‘“‘Marine’—McCauley Belting Co. 
Chas. A. Schieren Co. 
Turtle—Edward R, Ladew Co., Ind. 
I. B. Williams & Sons 
Victor Balata & Textile Belting Co. 
BELTS, WELL DRILLING 
Victor Balata & Textile Belting Co. 
BENCHES (WORK), JEWELERS 
Leiman Bros. 








BENCH LEGS 
Ww. A. Jones Foundry & Machine Co. 
Standard Pressed Steel Co. 
BENCH STOPS 
Chas. Morrill 
BENDERS, PIPE 
M. B. Skinner Co. 
BITS, AUGER AND EXPANSIVE 
The Whitman & Barnes Mfg. Co. 
BLOCKS, CHAIN 
Wright Mfg. Co. 
BLOCKS, PILLOW 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Sales & Engineering Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
The Carlyle Johnson Machine Co. 
Royersford Foundry & Machine Co. 
Standard Pressed Steel Co. 
T. B. Wood's Sons Co. 
BLOWERS 
Champion Blower & Forge Co. 
Leiman Bros. 
BLOWERS, FLUE 
Sherwood Manufacturing Co. 
BLOWERS, HAND, ELECTRIC 
United States Electrical Tool Co. 
BLOWERS, SANDBLAST 
Leiman Bros. 
BOLT CUTTERS 
H. K. Porter—‘Easy,” “New Easy,” ‘‘Allen- 
Randall.”’ 
BOLTS, CONNECTING ROD 
Ferry Cap and Set Screw Co. 
BOLTS, KING 
Ferry Cap and Set Screw Co. 
BOLTS, NUTS AND SCREWS 
The National Acme Company 
Standard Pressed Steel Co. 
BOLTS, SPRING 
Ferry Cap and Set Screw Co. 


BRACKETS, WALL 
Bond Foundry & Machine Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
BRAKE LINING 
General Asbestos & Rubber Co. 
BRASS GOODS, STEAM 
American Injector Co. 
Crane Co. 
Detroit Brass & Malleable Works 
The Lunkenheimer Co. 
McRae & Roberts Co. 
Sherwood Manufacturing Co. 
The Wm. Powell Co. 
Sterling & Skinner Mfg. Co. 
The D. T. Williams Valve Co. 
BRONZE 
Johnson Bronze Company 
BRONZE BUSHINGS AND BARS 
Johnson Bronze Company 
Sherwood Manufacturing Co. 
Stewart Manufacturing Corp. 
BROOMS, FACTORY, WAREHOUSE AND 
RAILROAD 
Indianapolis Brush & Broom Mfg. Ce. 
Long Island Broom Works 
Tolman Mfg. Co. 
BROOMS, STREET AND PLATFORM 
Long Island Broom Works 
BRUSHES, BENCH, FLOOR, ETC. 
Indianapolis Brush & Broom Mfg. Co. 
Long Island Broom Works 
Tolman Mfg. Co. 
BRUSHES, PAINT 
Long Island Broom Works 
BUCKETS, ELEVATOR 
H. W. Caldwell & Son Co. 
W. A. Jones Fdy. & Machine Co. 
“Salem’’—Mullins Body Corporation 
CABINETS, TOOL 
The Whitman & Barnes Mfg. Co. 
CABLES, WIRE ROPE 
Williamsport Wire Rope Co. 
CANS, EXCELSIOR 
Geo. W. Diener Mfg. Co. 
Miller Peerless Mfg. Co. 
CANS, OILY WASTE 
Geo. W. Diener Mfg. Co. 
Miller Peerless Mfg. Co. 
CANS, SAFETY, GASOLINE 
Geo. W. Diener Mfg. Co. 
Miller Peerless Mfg. Co. 
CAR-MOVERS 
Appleton Car-Mover Co. 
CASING, WELL 
National Tube Co. 
CASTINGS, BRASS, BRONZE AND 
ALUMINUM 
Sherwood Manufacturing Company 
CASTERS, TRUCK 
Bond Foundry & Machine Co. 
CASTINGS, GRAY AND MALLEABLE 
Detroit Brass & Malleable Works 
Illinois Malleable Iron Co. 
Sherwood Manufacturing Co. 
CATALOGS, SUPPLY HOUSE 
Cuneo-Henneberry Service Co. 
R. R. Donnelley & Sons Co. 
Wynkoop Hallenbeck Crawford Co. 
CEMENT, LEATHER BELT 
Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 
Cocheco—I. B. Williams & Sons 
Chas. A. Schieren Co. 
CEMENT, PIPE JOINT 
J. C. Whitlam Mfg. Co. 
CHAIN BELTS 
H. W. Caldwell & Son Co. 
W. A. Jones Foundry & Machine Co, 
CHUCKS, DRILL 
Skinner Chuck Company 
CHUCKS, LATHE 
Skinner Chuck Company 
“Sweetland’’—The Hoggson & Pettis Mfg. Oe. 
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CLAMPS, BELT 
The Hoggson & Pettis Mfg. Co. 
T. B. Wood’s Sons Co. 
CLAMPS, ‘“C” 
Armstrong Bros. Tool Co. 
CLAMPS, PIPE AND PIPE JOINT 
M. B. Skinner & Co. 
CLEANERS, CLOSET BOWL 
Hercules Chemical Co., Inc. 
CLEANERS, SEWER AND DRAIN PIPE, 
CHEMICAL 
Acme Oil Works 
Hercules Chemical Co., Inc. 
CLEANERS, SEWER AND DRAIN PIPE, 
MECHANICAL 
Hercules Chemical Co., Inc. 
CLIPPERS, BOLT 
H. K. Porter 
CLOSETS, FROST PROOF 
Jos. A. Vogel Co. 
CLUTCHES, FRICTION 
Bond Foundry & Machine Co. 
H. W. Caldwell & Son Co. 
Chicago Pulley & Shafting Co. 
Dodge Sales & Engineering Co. 
Edgemont Machine Co., The 
The Hill Clutch Co. 
“Lemley’—W. A. Jones Fdy. & Mach. Co. 
The Medart Company 
The Moore & White Co. 
“The Reeves’’—Reeves Pulley Co. 
T. B. Wood's Sons Co 
COCKS, AIR 
American Injector Co. 
Crane Co, 
Detroit Brass & Malleable Works 
The Lunkenheimer Co. 
McRae & Roberts Co. 
The Wm. Powell Co. 
The Sterling & Skinner Mfg. Co. 
The D. T. Williams Valve Co. 
COCKS, BALL 
Detroit Lubricator Co. 
McRae & Koberts Co. 
The Sterling & Skinner Mfg. Co. 
COCKS, CORPORATION 
Crane Co. 
The Lunkenheimer Co. 
The Wm. Powell Co. 
COCKS, GAGE 
American Injector Co. 
Crane Co 
Detroit Brass & Malleable Works 
Jenkins Bros. 
The Lunkenheimer Co. 
“Ohio’—The Ohio Brass Co. 
The Wm. Powell Co. 
Sherwood Manufacturing Company 
The D. T. Williams Valve Co. 
COCKS, STEAM AND SERVICE 
Crane Co, 
Detroit Brass & Malleable Works 
The Lunkenheimer Co. 
McRae & Roberts Co. 
The Wm. Powell Co 
Walworth Mfg. Co 
The D. T. Williams Valve Co. 
COLLARS, SHAFT 
Bond Foundry & Machine Co 
Chicago Pulley & Shafting Co. 
Dodge Sales & Engineering Co. 
The Hill Clutch Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
Standard Pressed Steel Co. 
T. B. Wood's Sons Co. 
COMPOUND, PIPE JOINT 
Joseph Dixon Crucible Co. 
Superior Flake Graphite Co. 
COMPRESSORS, AIR, ELECTRIC 
The Black & Decker Mfg. Co. 
COPPERS, SOLDERING 
Chicago Solder Co. 
COUNTERBORES 
The Whitman & Barnes Mfg. Co. 
COUNTERSHAFTS 
Chicago Pulley & Shafting Co. 
Edgemont Machine Co., The 
T. B. Wood's Sons Co. 
COUNTERSHAFTS, SMALL 
Birkle Machine Works 
COUNTERSINKS 
The Whitman & Barnes Mfg. Co. 
COUPLINGS, HOSE 
Schlangen Bros. Co. 
COUPLINGS, MOTOR 
Birkle Machine Works 
Bond Foundry & Machine Co. 
’. A. Jones Foundry & Machine Co. 
COUPLINGS, SHAFT 
Chicago Pulley & Shafting Co. 
Dodge Sales & Engineering Co. 
W. A. Jones Foundry & Machine Co. 
The Hill Clutch Co, 
The Medart Company 
Royersford Foundry & Machine Co. 
Spiro—Bond Foundry & Machine Co. 
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Standard Pressed Steel Co. 
T. B. Wood's Sons Co. 
COUPLINGS, SHAFT, FLEXIBLE 
Birkle Machine Works 
Bond Foundry & Machine Co. 
W. A. Jones Foundry & Machine Co. 
T. B. Wood’s Sons Co. 
COUPLINGS, SHAFT, FRICTION CUT-OFF 
The Carlyle Johnson Machine Co. 
Edgemont Machine Co., The 
The Hill Clutch Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
T. B. Wood's Sons Co. 
CROW BARS 
The Warren Tool & Forge Co. 
CUP LEATHERS 
Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 
CUPS, OIL AND GREASE 
American Injector Co. 
Crane Co. 
Detroit Lubricator Co. 
The Lunkenheimer Co. 
The Wm. Powell Co. 
Sherwood Manufacturing Company 
D. T. Williams Valve Co. 
CUPS, PRIMING 
The Lunkenheimer Co. 
CUTTERS, BOLT, RIVET AND WIRE 
H. K. Porter 
CUTTERS, GASKET AND WASHER 
M, B. Skinner Co. 
CUTTERS, PIPE 
Toledo Pipe Threading Machine Co, 
CUTTERS, STORAGE BATTERY 
H. K. Porter 
CUTTING COMPOUND 
Acme Oil Works 
CUTTING DIES FOR LEATHER, PAPER AND 
CLOTH 


The Hoggson & Pettis Mfg. Co. 
CYLINDERS, WATER, AIR OR GAS 
National Tube Co. 
CYLINDERS, WATER, BRASS AND BRASS 
LINED 
F. E, Myers & Bro. Co. 
DIES, BOLT THREADING 
The National Acme Company 
DIES, BRASS AND STEEL, LETTERING AND 
PRINTING 
The Hoggson & Pettis Mfg. Co. 
DIES, PIPE THREADING 
The Oster Mfg. Co 
Toledo Pipe Threading Machine Co. 
DOGS, LATHE 
Armstrong Bros. Tool Co. 
DRAIN PIPE SOLVENT 
Acme Oil Works 
Hercules Chemical Co., Ine. 
DRIFTS, DRILL 
The Whitman & Barnes Mfg. Co. 
DRILLING POSTS 
Armstrong Bros. Tool Co. 
DRILL STANDS 
The Whitman & Barnes Mfg. Co. 
DRILLS, CARBON 
The Whitman & Barnes Mfg. Co. 
DRILLS, CENTER 
The Whitman & Barnes Mfg. Co. 
DRILLS, CONCRETE, PORTABLE 
The Pneumelectric Corporation 
DRILLS, ELECTRIC 
The Black & Decker Mfg. Co. 
Jas. Clark, Jr., Electric Co. 
The Pneumelectric Corporation 
UL. S. Electrical Tool Co. 
DRILLS, HIGH SPEED 
The Whitman & Barnes Mfg. Co. 
DRILLS, POST 
Champion Blower & Forge Co. 
The Crescent Machine Co. 
DRILLS, RATCHET 
The Armstrong Bros, Tool Co, 
The Whitman & Barnes Mfg. Co. 
DRILLS, TWIST 
Whitman & Barnes Mfg. Co. 
DRIVES, POWER 
The Toledo Pipe Threading Machine Co. 
DRUMS, CAST TRON 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
T. B. Wood’s Sons Co. 
DRUMS, STEEL RIM 
The Medart Company 
EJECTORS 
American Injector Co. 
Sherwood Manufacturing Company 
ELIMINATORS, OIL 
The D. T. Williams Valve Co. 
ENGINE AND BOILER FITTINGS 
American Injector Co. 
Crane Co. 
The Lunkenheimer Co. 


McRae & Roberts Co. 
The Pickering Governor Co. 
The Wm. Powell Co. 
Sherwood Manufacturing Co. 
D. T. Williams Valve Co. 
ENGINE LATHES 
The John Steptoe Company 
ENGINES, HOISTING 
Somers, Fitler & Todd Co. 
EXPANDERS, TUBE 
Ajax Mfg. Co. 
EXTINGUISHERS, FIRE 
Geo. W. Diener Mfg. Co. 
Miller-Peerless Mfg, Co. 
FASTENERS, BELT 
Flexible Steel Lacing Co. 
FEED WATER SOFTENER AND PURIFIER 
Dodge Sales & Engineering Co. 
FILES 
American Swiss File & Tool Co. (Precision, 
diemakers’, toolmakers’, jewelers’, machin- 
ists’.) 
Delta File Works 
FIRE FIGHTING DEVICES—UNDER- 
WRITERS’ APPROVED 
Geo, W. Diener Mfg. Co. 
Miller-Peerless Mfg, Co. 
FIRE PREVENTING EQUIPMENT—UNDER- 
WRITERS’ APPROVED 
Geo. W. Diener Mfg. Co. 
Miller-Peerless Mfg. Co. 
FITTINGS, GAS FIXTURE 
Detroit Brass & Malleable Works 
FITTINGS, PIPE, MALLEABLE 
Crane Co. 
Detroit Brass & Malleable Works 
Illinois Malleable Iron Co. 
Walworth Mfg, Co. 
FLOOR STANDS 
Bond Foundry & Machine Co. 
Dodge Sales & Engineering Co. 
The Hill Cluteh Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
T. B. Wood's Sons Co. 
FLUX, SOLDERING 
Chicago Solder Co. 
FLY WHEELS, CAST IRON 
Dodge Sales & Engineering Co. 
The Hill Clutch Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
T. B. Wood's Sons Co. 
FORGES, BLACKSMITH 
Champion Blower & Forge Co. 
FORGES, RIVET 
Champion Blower & Forge Co. 
FRAMES, WALL 
Bond Foundry & Machine Co. 
Dodge Sales & Engineering Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
4 B. Wood's Sons Co. 
FRICTION CLUTCHES 
(See “Clutches, Friction’’) 
FRICTIONS, PAPER COMPOSITION 
Composition Wood Products Co. 
FURNACES, SOLDERING 
Geo. W. Diener Mfg. Co. 
GAGES, WATER 
American Injector Co. 
Crane Co. 
Detroit Brass & Malleable Works 
Detroit Lubricator Co. 
The Lunkenheimer Co. 
McRae & Roberts Co. 
The Ohio Brass Co. 
The Penn Engineering Co. 
The Wm. Powell Co. 
Sterling & Skinner Mfg. Co. 
GASKETS 
General Asbestos & Rubber Co. 
Jenkins Bros. 
New York Belting & Packing Co. 
GEARS 
H. W. Caldwell & Son Co. 
Dodge Sales & Engineering Co. 
7, A. Jones Foundry & Machine Co. 
The Medart Company 
GEARS, RAWHIDE 
Chicago Rawhide Mfg. Co. 
W. A. Jones Foundry & Machine Co. 
GLASSES, GAGE 
The Libbey Glass Mfg. Co. 
GOVERNORS, FOR STEAM AND GASOLINE 
ENGINES 
The Pickering Governor Co., Portland, Conn. 
GRAPHITE FOR ALL PURPOSES 
Joseph Dixon Crucible Co. 
Superior Flake Graphite Co. 
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A Merry Christmas 


to all dealers and users of 


PARKER VISES 


THE CHARLES PARKER CO. 
Master Vise Makers, 
Meriden, Conn., U.S. A. 


KRULL, GUPPLUES 

















Whatever 
Your Question 


Be it the pronunciation of Bolshe- 
viki or soviet, the spelling of a 
puzzling word - the meaning of 
blighty, fourth arm, etc., this Su- 


preme Authority— 
WEBSTER’S 
NEW INTERNATIONAL DICTIONARY 


contains an accurate, final answer. 400,000 
Words, 2700 Pages. 6900 Tllustrations, Reg 
ular and India-Paper Editions, 


G. & C. Merriam Co., Springfield, Mass. 


Write for specimen pages, prices, etc., and FREE 
Pocket Maps tf you name this publication. 












“All men know it— 
Knowing men use it.’’ 


A barrel of it lasts 
longer than any other 
grease because it is all 
lubricant and when 
used on bearings does 
not drip or waste away. 


Albany Grease will 
keep sweet and pure in 
any climate. It will not 
spoil. 


You are playing it safe when you 
use Albany. Ask your dealer. He 
stocks it because he knows it’s 
good, or write us for a sample and 
test it for yourself. 





Adam Cook’s Sons wok MAI 


around the world 


708-710 Washington St. for tar desing 
@ quality juct 
New York, N. 1 - aC 











Sales Managers 
and 


Advertising Managers 


Toward the end of the year most manu- 
facturers map out their sales campaigns 
for the next year. And it is a wise plan. 
It gives time to consider all details that 
enter into a complete selling program. 
The cost of publicity can be ascertained 
and the money appropriated to meet it. 
Salesmen can be instructed fully in the 
work to be done to cooperate with them. 
And the customers, and prospective cus- 
tomers, early in the new year become 
aware of the fact that there is life in the 
concern that is behind a well organized 
campaign and hold its products and _ its 
salesmen in higher esteem. 


MILL SUPPLIES is at the service of any 
manufacturer, large or small, who is plan- 
ning any advertising for next year. Infor- 
mation as to fields, mediums, copy service, 
art work, cuts, and any other details of 
advertising will be gladly given upon re- 
quest. And remember, there is no more 
efficient way to reach mill supply dealers 
than by using the advertising pages of 
MILL SUPPLIES. For references, see 
page 92 of this issue. 


MILL SUPPLIES 


537 S. Dearborn St., Chicago 











THE jie (LUT ICH co. 


Oe oe 





HILL 
Friction Clutches 


(Smith Type) 


Do customers in your territory know you can supply 
them with Smith Type Hill friction clutches? 


Get your share of the business. 


Write for Bulletins, and Clutch Catalog, too. Every 
Dealer should have them for reference. 


ar fil (LuTcH Co. 


Cleveland, O. New York Offices, 50 Church St. 
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GREASE, LUBRICATING 
Adam Cook’s Sons 


Bond Foundry & Machine Co., ‘‘Bondeline” 


Joseph Dixon Crucible Co. 
Royersford Foundry & Machine Co. 
Superior Flake Graphite Co. 


GRINDERS, BENCH AND FLOOR 


Chicago Pulley & Shafting Co. 

The U. S. Electrical Tool Co, 
GRINDERS, ELECTRIC 

The Black & Decker Mfg. Co. 

Jas. Clark, Jr., Electric Co. 

U. S. Electrical Tool Co. 


GRINDERS, TOOL, ROLLER BEARING 


Chicago Pulley & Shafting Co. 
GRINDERS, VALVE 
The Black & Decker Mfg. Co. 
GUARDS, ELECTRIC LAMP 
Flexible Steel Lacing Co. 
GUNS, OIL AND GREASE 
Bond Foundry & Machine Co. 
Royersford Foundry & Machine Co. 
HAMMERS, HAND 
The Warren Tool & Forge Co. 
HANGERS, DOOR 
F. E. Myers & Bro. Co. 
HANGERS, PIPE 


“Ball Joint’’-—The Penn Engineering Co. 


HANGERS, SHAFT 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Sales & Engineering Co. 
The Hill Clutch Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
Royersford Foundry & Machine Coa. 
Standard Pressed Steel Co. 
T. B. Wood’s Sons Co. 
HARD FIBRE 
Cc. B. Hewitt & Bros., Inc. 
HOISTS, CHAIN 
Wright Mfg. Co. 
HOLDERS, TOOL 
Armstrong Bros. Tool Co. 
HOOKS, BELT 
Flexible Steel Lacing Co. 
HOSE FITTINGS 
Schlangen Bros. Co. 
HOSE, COTTON 
Diamond Rubber Co., Inc 
New York Belting & Packing Co. 
HOSE, FIRE 
Diamond Rubber Co., Inc 
New York Belting & Packing Co. 
HOSE, RUBBER 
Diamond Rubber Co., Inc. 
New York Belting & Packing Co. 
HOSE, STEAM 
Diamond Rubber Co., Inc. 
New York Belting & Packing Co 


HYDRAULIC ELEVATOR COMPOUND 


Acme Oil Works 
HYDRAULIC LEATHER 
Chicago Rawhide Mfg. Co. 
Chas. A. Schieren Co. 
INDEX CENTERS 
The John Steptoe Company 
INJECTORS 
American Injector Co. 
The Lunkenheimer Co. 
Sherwood Manufacturing Company 
The Wm. Powell Co. 
LABELS, BIN 
Haddon Bin Label Co. 
LACE LEATHER 
Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
LACING, BELT, METALLIC 
Detroit Belt Lacer Co. 
Flexible Steel Lacing Co. 


LADLES AND KETTLES, MELTING 


Mullins Body Corporation 
LAMP GUARDS 
Flexible Steel Lacing Co. 
LEATHER BELTING 
(See “Belting, Leather’’) 
LATHES, ENGINE 
The John Steptoe Co. 
LATHES, SPEED 
Leiman Bros. 
LEAD BURNING EQUIPMENT 
Torchweld Equipment Co 
Oxweld Acetylene Co. 
LEATHER SPECIALTIES 
Chicago Belting Co 
Chicago Rawhide Mfg. Co. 
LEATHERS, HAND 
Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 








LEGS, BENCH 
W. A. Jones Foundry & Machine Co. 
Standard Pressed Steel Co. 
LETTERS AND FIGURES, STEEL 
The Hoggson & Pettis Mfg. Co. 
LIQUID SOAP DISPENSERS 
Chas. Morrill 
LUBRICANTS, BALL & ROLLER BEARING 
Bond Foundry & Machine Co. 
Royersford Foundry & Machine Co. 
LUBRICATORS 
American Injector Co. 
Detroit Lubricator Co. 
The Lunkenheimer Co. 
McRae & Roberts Co. 
The Pickering Governor Co. 
The Wm. Powell Co. 
Sherwood Manufacturing Company 
The D. T. Williams Valve Co, 
MACHINE TOOLS 
Somers, Fitler & Todd Co. 
The John Steptoe Company 
MACHINERY CLUTCHES 
The Carlyle Johnson Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Sales & Engineering Co. 
Edgemont Machine Co., Inc. 
The Hiil Clutch Co. 
Jones Foundry & Machine Co. 
T. B. Wood's Sons Co. 
MACHINES, CLEANING, METAL PARTS 
The Black & Decker Mfg. Co. 
MACHINERY, COAL HANDLING 
Dodge Sales & Engineering Co. 
MACHINERY, CONVEYING AND ELEVATING 
H. W. Caldwell & Son Co. 
Dodge Sales & Engineering Co. 
The Hill Clutch Co. 
W. A. Jones Foundry & Machine Co, 
MACHINES, GRINDING AND POLISHING 
Jas. Clark, Jr., Electric Co. 
Royersford Foundry & Machine Co. 
United States Electrica] Tool Co 
MACHINES, MARKING 
The Hoggson & Pettis Mfg. Co. 
MACHINES, PIPE CUTTING AND 
THREADING 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
MACHINES, PUNCHING AND SHEARING 
Royersford Foundry & Machine Co. 
MACHINES, WOOD BORING 
Ajax Mfg. Co. 
MACHINERY, WOODWORKING 
The Crescent Machine Co. 
Somers, Fitler & Todd Co. 
MALLETS AND HAMMERS, RAWHIDE 
Chicago Rawhide Mfg. Co. 
MATS AND MATTING, RUBBER 
Diamond Rubber Co., Inc. 
New York Belting & Packing Co. 
MERCHANDISE CONVEYORS 
F. E. Myers & Bro. Co. 
METAL, BEARING 
Dodge Sales & Engineering Co 
The Medart Company 
Reeves Pulley Co. 
Stewart Manufacturing Corp. 
MILL BRONZE 
Johnson Bronze Company 
MILL LEATHERS, ALL KINDS 
Chas. Bond Co., Philadelphia 
Chicago Belting Co. 
The Chicago Rawhide Mfg. Co 
Chas. A. Schieren Co. 
MILL SUPPLIES 
Somers, Fitler & Todd Co. 
MILL SUPPLY CATALOGS 
Cuneo-Henneberry Service Co. 
R. R. Donnelley & Sons Co. 
Wynkoop Hallenbeck Crawford Co. 
MILLING MACHINES 
The John Steptoe Company 
MOTORS, AUTOMOBILE 
Reeves Pulley Co. 
MOTORS AND DYNAMOS 
Jas. Clark, Jr., Electric Co. 
MOVERS, CAR 
Appleton Car-Mover Co. 
MULE STANDS 
3ond Foundry & Machine Co. 
Dodge Sales & Engineering Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
T. B. Wood's Sons Co. 
NAIL PULLERS 
Chas. Morrill 


NAME PLATES 
The Hoggson & Pettis Mfg. Co. 
NOZZLES, HOSE 
Schlangen Bros, Co. 
NUTS AND SCREWS 
The National Acme Co, 
NUTS, THUMB 
Victor Products Corp. 
OIL WELL ACCESSORIES 
The Wm, Powell Co. 
OILING DEVICES 
American Injector Co. 
Crane Co. 
The Lunkenheimer Co. 
The Wm. Powell Co. 
Sherwood Manufacturing Company 
The D. T. Williams Valve Co. 
PACKING, AMMONIA 
Diamond Rubber Co., Inc, 
New York Belting & Packing Co. 
PACKING, HYDRAULIC 
Chicago Rawhide Mfg. Co. 
Diamond Rubber Co., Inc. 
General Asbestos & Rubber Co. 
New York Belting & Packing Co. 
PACKING, LEATHER 
Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 
Chas. A. Schieren Co. 
PACKING, PISTON 
Diamond Rubber Co., Ine. 
General Asbestos & Rubber Co. 
PACKING, RING 
Diamond Rubber Co., Ine. 
General Asbestos & Rubber Co. 
New York Belting & Packing Co. 
PACKING, RUBBER 
Diamond Rubber Co., Ine. 
General Asbestos & Rubber Co. 
New York Belting & Packing Co. 
PACKING, SHEET 
Diamond Rubber Co., Ine. 
General Asbestos & Rubber Co. 
“Jenkins °96’’—-Jenkins Bros. 
New York Belting & Packing Co. 
PACKING, VALVE STEM 
Diamond Rubber Co., Inc. 
General Asbestos & Rubber Co. 
New York Belting & Packing Co. 
PAINT, SILICA-GRAPHITB 
Joseph Dixon Crucible Co. 
Superior Flake Graphite Co. 
PASTE, SOLDERING 
Chicago Solder Co. 
PEGS OR PINS, RAWHIDB 
Chicago Rawhide Mfg. Co. 
PICKS 
The Warren Tool & Forge Co. 
PIPE CLAMPS 


M. B. Skinner Co, “Emergency” 
PIPE SADDLES 
M. B. Skinner Co. ‘Skinner’ 


PIPE THREADING TOOLS 
Crane Co. 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Coe. 

PIPE, STEEL 

National Tube Co. 
Crane Co. 

PIPE, WROUGHT TRON 
Crane Co. 
Somers, Fitler & Todd Co. 

PLATES, BASE 
Bond Foundry & Machine Co. 
Dodge Sales & Engineering Co. 
PLATES, FLOOR AND CEILING 
Crane Co. 
The Penn Engineering Co. 
PLUGS, BRASS AND FUSIBLE 

American Injector Co. 
The Wm. Powell Co. 
Sherwood Manufacturing Company 
The D. T. Williams Valve Co. 

POLES, TUBULAR STEEL 
National Tube Company 


POWER TRANSMISSION APPLIANCES 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Sales & Engineering Co. 
Edgemont Machine Co., The 
The Carlyle Johnson Machine Co. 
The Hill Clutch Co. 

W. A. Jones Foundry & Machine Co. 
The Medart Company 

The Moore & White Co. 

Royersford Foundry & Machine Co. 
Standard Pressed Steel Co. 

T. B. Wood’s Sons Co. 


PRESSES, DRILL, JEWELERS’ SENSITIVE 
Leiman Bros. 
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With Quick Change Gear 
Box $85.00 Additional 


Send for complete catalogue of our line of Shapers, 
illers and Lathes 





STEPTOE Tools will 


satisfy your customers The John Steptoe Co., Cincinnati, Ohio STEPTOE Tools are backed 


by 75 years of experience 
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Most Plumbers and Fitters Know Them as the 


‘‘Dependable’’ 
Brass Goods 
and 
Malleable 
Fittings 


Not only through constant ad- 
vertising in trade papers but 
by 30 years of actual experi- 
ence with them. They are 
recognized by this trade 


mark. 
: 


Sold Through Jobbers 









Wedge-shaped 
Bronze Seat 
inserted under 
hydraulic pres- 
sure. 

















| Face Joint and 
Back Joint on 
same plane. 

No Recess at 
Face Joint. 












Webco Unions 


Wwe: could make a cheaper union, but not a better 
e. The pipe ends and nuts are Warren CER- 
TIFIED MALLEABLES, the seat is of bronze, built 
right into the body—and no gaskets to worry about. 
Isn’t it worth a LITTLE more money to get a union 
with a WHOLE LOT more lasting quality? 
Plain, galvanized, or plain flanged. 
Sizes and prices given in Webco Folder. 


The Warren Tool & Forge Co. 
258 Griswold St. Warren, Ohio 











DETROIT BRASS & MALLEABLE WORKS 


Formerly Detroit Valve & Fittings and Detroit Brass Works 
Holden and Greenwood Ave., Detroit, Mich. 
N. Y. Office (Metropolitan District Only) 66 Cliff St, 


H, ROMEYN SMITH, Eastern Sales Manager 


Pacific Coast Representative, E. L. CULIN 
Underwood Building, San Francisco, Calif. 























When writing to Advertisers please mention M1Lt SuppLigs. 87 














PRESSES, DRILL AND FOOT 
Royersford Foundry & Machine Co. 
PRESSES, PAPER BALING 
Somers, Fitler & Todd Co. 
PRINTERS AND BINDERS 
Cuneo-Henneberry Service Co. 
R, R. Donnelley & Sons Co. 
Wynkoop Hallenbeck Crawford Co. 
PROTECTORS, ELECTRIC LAMP 
Flexible Steel Lacing Co. 
PULLEY COVERING 
Chicago Rawhide Mfg. Co. 
PULLEYS, CAST IRON 
Birkle Machine Works 
Bond Foundry & Machine Co. 
Dodge Sales & Engineering Co. 
The Hill Clutch Co. 
W,. A. Jones Foundry & Machine Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood's Sons Co. 
PULLEYS, PAPER COMPOSITION 
Composition Wood Products Co. 
PULLEYS, CONE 
W,. A. Jones Foundry & Machine Co. 
Saginaw Mfg. Co. 
T. B. Wood's Sons Co. 
PULLEYS, CONVEYOR 
The Medart Company 
T. B. Wood's Sons Co. 
PULLEYS, FLANGE 
Dodge Sales & Engineering Co, 
The Hill Clutch Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
Saginaw Mfg. Co 
T. B. Wood's Sons Co. 
PULLEYS, FRICTION CLUTCH 
Bond Foundry & Machine Co 
Chicago Pulley & Shafting Co. 
Dodge Sales & Engineering Co, 
The Hill Clutch Co. 
The Carlyle-Johnson Machine Co 
W, A. Jones Foundry & Machine Co. 
The Medart Company 
The Moore & White Co 
Reeves Pulley Co 
T. B. Wood's Sons Co. 
PULLEYS, GROOVED 
Birkle Machine Works 
Dodge Sales & Engineering Co, 
W. A. Jones Foundry & Machine Co. 
Reeves Pulley Co 
The Ohio Valley Pulley Works, Inc. 
Saginaw Mfg. Co 
The Medart Company 
T. B. Wood's Sons Co. 
PULLEYS, IRON CENTER 
Dodge Sales & Engineering Co 
The Medart Company 
Reeves Pulley Co. 
PULLEYS, IRON CENTER 
Dodge Sales & Engineering Co. 
The Medart Company 
The Ohio Valley Pulley Works, Ine. 
Reeves Pulley Co 
Saginaw Mfg. Co. 
T. B. Wood's Sons Co. 
PULLEYS, LOOSE 
Chicago Pulley & Shafting Co. 
Dodge Sales & Engineering Co, 
The Hill Cluteh Co. 
W,. A. Jones Foundry & Machine Co. 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
Saginaw Mfg. Co 
T B Wood's Sons Co 
PULLEYS, MOTOR 
Birkle Machine Works 
Composition Wood Products Co. 
W. A. Jones Foundry & Machine Co. 
The Ohio Valley Pulley Works, Inc. 
Saginaw Mfg. Co 
T. B. Wood's Sons Co 
PULLEYS, STEEL 
Dodge Sales & Engineering Co, 
PULLEYS, STEEL RIM 
The Medart Company 
PULLEYS, STEP AND TAPER CONE 
Dodge Sales & Engineering Co 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co 
Saginaw Mfg. Co 
T. B. Wood’s Sons Co. 
PULLEYS, WOOD SPLIT 
Dodge Sales & Engineering Co. 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
Saginaw Mfg. Co. 





MULL QUPPILUES 





PUMPS, GAS AND VACUUM 
Leiman Bros. 
PUMPS, HAND AND POWER 
F. E, Myers & Bro. Co. 
PUMPs, JET 
American Injector Co. 
Sherwood Manufacturing Company 
PUMPS, MINE 
F. E. Myers & Bro, Co. 
PUMPS, OIL 
Detroit Lubricator Co. 
Leiman Bros. 
The Lunkenheimer Co. 
The Pickering Governor Co. 
Sherwood Manufacturing Co. 
PUMPS, TANK 
KF. E. Myers & Bro, Co. 
PUNCHES AND DIES 
Royersford Foundry & Machine Co. 
PUNCHES, HAND 
Chas. Morrill 
RAILS, ELECTRIC MOTOR 
Birkle Machine Works 


RASPS 
Delta File Works 
RATCHETS 
Armstrong Bros. Tool Co. 
REAMERS 


Whitman & Barnes Mfg. Co. 
RESEATERS, BIBB 
Ajax Mfg. Co. 
RESEATERS, VALVE 
M. B. Skinner Co. ‘‘Skinner’’ 
ROOFING 
The Richardson Company 
ROPE DRIVES 
Dodge Sales & Engineering Co. 
H. W. Caldwell & Son Co. 
The Hill Clutch Co, 
The Medart Company 
T. B. Wood’s Sons Co. 
ROPE, WIRE 
Williamsport Wire Rope Co. 
RUBBER GOODS, MECHANICAL 
Diamond Rubber Co., Ine. 
General Asbestos & Rubber Co. 
Jenkins Bros 
Yew York Belting & Packing Co. 
SAFETY DEVICES 
The Crescent Machine Co. 
Dodge Sales & Engineering Co. 
SAND BLAST OUTFITS 
Leiman Bros. 
SAW SETS 
Chas. Morrill 
SAWS, BAND 
The Crescent Machine Co. 
SAWS, HACK (Machines) 
Racine Tool & Machine Co. 
SAWS, SWING, CUT-OFF 
The Crescent Machine Co. 
SCREWDRIVERS, ELECTRIC 
The tjlack & Decker Mfg. Co. 
SCREW MACHINES, AUTOMATIC 
The National Acme Company 
SCREW MACHINE PRODUCTS 
Ferry Cap and Set Screw Co. 
The National Acme Company 
Standard Pressed Steel Co. 
SCREWS, CAP AND SET 
Ferry Cap and Set Screw Co. 
The National Acme Company 
SCREWS, SAFETY SET 
Ferry Cap and Set Screw Co 
The National Acme Company 
Standard Pressed Steel Co. 
Strong, Carlisle & Hammond Co. 
SCREWS, THUMB 
Victor Products Corp. 
SEPARATORS, OIL AND STEAM 
The D, T. Williams Valve Co. 
SHAFTING 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Sales & Engineering Co. 
The Hill Clutch Co. 
The Carlyle Johnson Machine Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
Somers, Fitler & Todd Co. 
T. B. Wood's Sons Co. 
SHAFTING, TUBULAR (MATERIAL FOR) 
National Tube Company 


SHAPERS 
The John Steptoe Company 
SHEAVES, MANILA AND WIRE ROPE 
The Hill Clutch Co. 
The Medart Company 
T. B. Wood's Sons Co. 
SHINGLES, “FLEX-A-TILE” 
The Richardson Company 
SLEEVES AND SOCKETS, DRILL 
The Whitman & Barnes Mfg. Co. 
SOAP DISPENSERS 
Chas. Morrill 
SOCKETS, DRILL 
The Whitman & Barnes Mfg, Co. 
SOLDER, BAR AND WIRE 
Chicago Solder Company 
SOLDERING COPPERS, FLUX, PASTE AND 
SALTS 
Chicago Solder Company 
SPROCKETS 
H. W. Caldwell & Son Co. 
W. A. Jones Foundry & Machine Co, 
The Medart Company 
STEAM SPECIALTIES 
American Injector Co. 
Crane Co. 
G. M. Davis Regulator Co. 
Detroit Lubricator Co. 
Detroit Brass & Malleable Works 
The Lunkenheimer Co. 
Sherwood Manufacturing Co. 
Sterling & Skinner Mfg. Co. 
Strong, Carlisle & Hammond Co. 
The McRae & Roberts Co. 
The Pickering Governor Co. 
The Wm. Powell Co. 
Walworth Mfg. Co. 
The D. T. Williams Valve Co. 
STEEL STAMPS AND MARKING DIES 
The Hoggson & Pettis Mfg. Co. 
STENCILS, SHIPPING 
The Hoggson & Pettis Mfg. Co. 
STOCKS AND DIES 
Crane Co. 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
STRAINERS 
American Injector Co. 
STRAPS, LEATHER 
Chicago Belting Co. 
Chicago Rawhide Mfg, Co. 
STUDS, MILLED 
Ferry Cap and Set Screw Co. 
Victor Products Corp. 
TANKS, SEAMLESS STEEL 
National Tube Company 
TAPS, COLLAPSING 
The National Acme Co. 
TILING, RUBBER, INTERLOCKING 
New York Belting & Packing Co. 
TIRES, AUTOMOBILE 
Diamond Rubber Co., Inc. 
TOOLS, BORING 
Armstrong Bros. Tool Co. 
TOOLS, ELECTRICAL 
Black & Decker Mfg. Co. 
Jas. Clark, Jr., Electric Co. 
Ll. S. Electrical Tool Co. 
TOOLS, MACHINISTS’ 
American Swiss File & Tool Co, 
Armstrong Bros. Tool Co. 
The Warren Tool & Forge Co. 
TOOLS, PLUMBERS’ AND STEAMFITTERS’ 
Crane Co. 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
Walworth Mfg. Co. 
TOOLS, VALVE RESEATING 
M. B. Skinner Co. ‘Skinner’ 
TORCHES, BLOW 
Geo. W. Diener Mfg. Co. 
TORCHES, WELDING 
Oxweld Acetylene Co. 
Torchweld Equipment Co, 
TRADE CATALOG PUBLISHERS 
Cuneo-Henneberry Service Co. 
R. R, Donnelley & Sons Co. 
Wynkoop Hallenbeck Crawford Co. 
TRAILERS, FACTORY TRUCK 
Sharon Pressed Steel Co. 
TRANSMISSION, VARIABLE SPEED 


The Moore & White Co. 
Reeves Pulley Co. 
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“GEARED PATTERN” 


Sells At Sight—Always In Demand 


It’s the only drill chuck with the gears fully 
enclosed beneath the surface. The gears are 
protected—not easily damaged and can’t catch 
the operator’s fingers. 


It is an accurate, durable, dependable chuck. 
An unusually firm grip is secured by using the 
square-end wrench to operate the enclosed gears 
which tighten the jaws. 


On many classes of work an unusually tight, 
accurate grip of the drill or tap is essential. To 
meet these requirements and to insure the tool 
being held firmly on center, the Skinner “Geared 
Pattern”? Drill Chuck was developed. 


The last word in Drill Chucks. 


Descriptive illustrated literature upon request. 


THE SKINNER CHUCK COMPANY 


NEW BRITAIN.CONN U S.A. 


Established 1887 
New York Office: San Franclsco Office: Chicago Office: 


94 Reade Street Rialto Bullding 552 West Washington Bivd. 139 Queen Victoria St., E.C.4 


London Office: 
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PLAIN & 
CASTELLATED 


NUTS 


THE NATIONAL ACME 
COMPANY 


CLEVELAND’ OHIO 


NEW YORK » BOSTON ~ CHICAGO 
DETROIT » BUFFALO 
WINDSOR VT.s MONTREAL PQ 








ALSO STANDARD 


U.S. S. & S.A. E. 
Cap Screws 
U. S. S. Set Screws 
S. A. E. Plain and 
Castellated Nuts 


SPECIAL 


Special screw machine 
products of all types in- 
cluding hardened and 
ground parts, made to 
specifications in sizes up 
to 4 inch diam. 
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TRAPS, STEAM 
G. M. Davis Regulator Co. 
Strong, Carlisle & Hammond Co. 
D. T. Williams Valve Co. 
TRUCKS, HAND 
Sharon Pressed Steel Co. 
TUBING, RUBBER 
New York Belting & Packing Co. 
TUBING, STEEL 
National Tube Co. 
TWIST DRILLS 
The Whitman & Barnes Mfg. Co. 
UNIONS, BRASS AND IRON 
Crane Co. 
Illinois Malleable Iron Co. 
Walworth Mfg. Co. 
VALVE LEATHERS 
Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 
VALVES, AIR 
Detroit Brass & Malleable Works 
The Lunkenheimer Co 
The Penn Engineering Co. 
Sterling & Skinner Mfg. Co. 


VALVES, BALANCED, FLOAT 


Mason Regulator Co. 
VALVES, BLOW OFF 


Crane Co 
Jenkins Bros. 
The Lunkenheimer Co 
The Wm. Powell Co 
The D. T. Williams Valve Co 
Walworth Mfg. Co 
VALVES, CHECK 
Crane Co. 
Jenkins Bros. 
Detroit Brass & Malleable Works 
The Lunkenheimer Co 
The Ohio Brass Co 
The Wm. Powell Co. 
The D. T. Williams Valve Co 
Walworth Mfg. Co. 


VALVES, GATE, GLOBE AND ANGLE 


Crane Co. 
Detroit Brass & Malleable Works 
Jenkins Bros 





KMILL, QUPPLIES 


Walworth Mfg. Co. 

The D. T. Williams Valve Co. 
VALVES, HIGH PRESSURE 

Crane Co. 

Jenkins Bros. 

The Lunkenheimer .Co. 

The Ohio Brass Co. 

The Wm. Powell Co. 

The D. T. Williams Valve Co. 

Walworth Mfg. Co. 


VALVES, HYDRAULIC 
Crane Co. 
Jenkins Bros. 
The Wm. Powell Co. 
Walworth Mfg. Co. 
The D,. T. Williams Valve Co 








VALVES, POP SAFETY AND RELIEF 


Crane Co. 
Detroit Lubricator Co. 
The Lunkenheimer Co 
The Wm. Powell Co. 
Walworth Mfg. Co. 
VALVES, PRESSURE REGULATING 
REDUCING 
Crane Co. 
G. M. Davis Regulator Co. 
Mason Regulator Co. 
Walworth Mfg. Co. 
VALVES, PUMP OR RUBBER 
Crane Co. 
Diamond Rubber Co., Inc 
Jenkins Bros 
New York Belting & Packing Co 
VALVES, RADIATOR 


Detroit Brass & Malleable Works 

Detroit Lubricator Co 

Jenkins Bros. 

The Lunkenheimer Co. 

The Ohio Brass Co. 

The Wm. Powell Co. 

Walworth Mfg. Co. 

The D. T. Williams Valve Co. 
VALVES, THROTTLE 

Detroit Lubricator Co. 

Jenk.ns Bros 

The Lunkenheimer Co. 

Walworth Mfg. Co. 

The D. T. Williams Valve Co. 


AND 


VISES, DRILL PRESS 
The Skinner Chuck Co. 
VISES, PIPE 
Crane Co, 
The Chas. Parker Co. 
Toledo Pipe Threading Machine Co. 
Walworth Mfg. Co. 
WASHERS, LEATHER 
Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 
WASHERS, RUBBER 
Diamond Rubber Co., Ine. 
New York Belting & Packing Co. 
WASTE, COTTON AND WOOL 
The J. Milton Hagy Waste Works 
WATER CLOSETS, FROST PROOF 
Jos, A. Vogel Co. 
WELDING EQUIPMENT 
Oxweld Acetylene Co. 
Torchweld Equipment Co. 
WHEELS, GRINDING 
New York Belting & Packing Co. 
WHISKBROOMS 
Long Island Broom Works 
WIPING CLOTHS, MACHINERY 
The J. Milton Hagy Waste Works 
Louisville Sanitary Wipers Co., Ine. 
WIRE ROPE 
Williamsport Wire Rope Co. 
WIRE SOLDER 
Chicago Solder Co. 
WRENCH SETS 
Armstrong Bros. Tool Co. 
WRENCHES, ADJUSTABLE 
Walworth Mfg. Co. 


WRENCHES, ENGINEERS’ & MACHINISTS’ 


Armstrong Bros. Tool Co. 
WRENCHES, PIPE 
Walworth Mfg. Co. 
WRENCHES, PIPE, CHAIN 
Armstrong Bros. Tool Co. 






































Lunke r Ce VISES, BENCH WRENCHES, SOCKET 
The Ohio Ce The Chas, Parker Co. Armstrong Bros. Tool Co. 
The Wm Ci Walworth Mfg. Co. The Black & Decker Mfg. Co. (electric). 
(SEMI LRU lI TL ERNEST CIE TIR 
Reputation~a Valued Dealer 
Gears know when they are correctly lubri- 
cated. They keep silent—shift easily and 
run noiselessly. They always behave well 
when fed with 
677 It's an advertised article—a 
human one—with a reputa- 
fs , ‘ tion for quality and de- 
For Transmission and Differential Gears a 
pendability. 
Dealers who believe in rendering 
= 0 s — : : ing Have you our latest 
their customers a service find it worth catalog? 
while to use and recommend this re- 
markable gear lubricant. It makes 
friends, it makes steady trade. It 
stamps the dealer as a Service Dealer. 
JOSEPH DIXON CRUCIBLE CO. 
Jersey City, N. J. Established 1827 
Makers of 
D N Quality N 
vance Aaa Lubricants nace Arann 
For Spur and Bevel Gears Yee Dixon’s Gear Lubricant 
For Worm Drives Use Dixon's Gear Oil No. 675 
For Universal Joints Use Dixon’s Grease No. 672 
90 When writing to Advertisers please mention Mitt Supp ies. 


























XMLL QUPPLIES 













BIRKLE Motor Rail 
can be installed on any motor in a few minutes. 

They keep the motor anchored on the exact spot where it 
belongs, 

A turn of the set screw and the motor can be moved back- 
ward or forward to keep the belt at the preper tension. 

We carry a complete stock of Motor Rails from 6” to 32” 
centers, for immediate shipment. 


Catalog, with all the dimensions, will be mailed upon request. 


Birkle Machine Works, 128 S. Clinton St., Chicago 


ae as 





AMERICAN SWISS 


The File of Precision, manufactured to a gauge and with 
quality first requisite. Used by manufacturers of quality 
products, tool and die makers, instrument manufacturers, 
machinists, jewelers, and other skilled workers. 





TRADE 














Booklet with list of distributors and other interesting data sent 
upon request. Sold by the foremost dealers. 


American Swiss File & Tool Co. 
Sales Office, 26 John Street, N. Y. Factory, Elizabeth, N. J. 

















AVOIDS TEARING up 
the FLOORS and LAWNS 


You Can Always Rely on 


HERCULES 


because it gets right to work 
and quickly clears stoppages in 
drain pipes and sewers. 


Send for Sample Can at Once. 


Hercules Chemical Co., Inc. 
440 Washington St., New York 


Canadian Distributors 
W. H. Cunningham & Hill, Ltd., 
269 Richmond St., Toronto, Ont. 














McCAULEY BELTING COMPANY 


LEATHER BELTING 


412-420 ORLEANS STREET, CHICAGO, ILL. 










THERE’S A BIG DEMAND FOR 
MULLINS’ PRESSED STEEL 
LADLES AND KETTLES 


Extra quality is built into 
every Mullins product—and 
this complete line of melting 
ladles, dipping and pouring 
kettles, skimmers and dippers 
will give unusually long ser- 
vice. sizes in stock— 
special styles quickly made 
to order. Write for price list. 


Fy 
~ 


— 


For Mill Supply Jobbers 


The steady demand and 
quick, easy turnover in- 
sures big profits from 
this line. Write for 
Bulletin 21. 








MULLINS BODY CORPORATION, 102 Mill St., Salem, O. 








( (AMORPHOUS) 


"GRAPHITE 


Lubricating Graphite Pipe Joint Compound 
Boiler Graphite Graphite Grease Graphite Paint 


SUPERIOR FLAKE GRAPHITE CO. 
76 West Monroe St., Chicago, Ill. 


SUPERFLAKE 
GRAPHITE 














MORRILUS NO.1 SEAL PRESS. 





The MORRILL Seal Press 


will impress a lead seal not over 9/16” diameter or 3%” 
by Express, Railway, Electric and Gas Companies, Dairies, Government Inspect- 
ors, Cigar Manufacturers and other users of lead seals. 


in thickness. It is used 


Write in for Catalog and Prices 


CHAS. MORRILL, 98 Lafayette Street, NEW YORK 

















If We Did Not Know the 
SWEETLAND Lathe Chuck 


would give first class service 
we would not offer it. 


May we not have the oppor- 
tunity of showing you? 


THE HOGGSON & 
PETTIS MFG. CO. 
NEW HAVEN, CONN. 














Increase Your Income and 


Build Customer Good Will 
by Selling 


‘“RACINE’’ 


HIGH SPEED 
METAL CUTTING 
MACHINES 


Write for Catalog 
and Prices 


Racine Tool & Machine Co., Racine, Wis. 








“Racine” 
Junior 





Patented 
July 13, 1909, 
and Feb. 24, 

1914 
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600 degrees up the thermometer! 


vo sheet packings will safely, for a given job it will prove dependable. 
economically and tightly pack lines You can install it and forget about it. 
carrying fluids, vapors, gases and air rang- Two famous Diamond Packings bought in 
ing in temperatures from 50 degrees below jmmense quantities by some of the largest 
zero to 600 degrees Fahr. manufacturers of pipe and valve equip- 
When Diamond packing is recommended ment are— 


ELBON—A superheat asbestos pack- 
ing absolutely reliable for pressures 
up to 250 Ibs. 


INDIAN RED—A general purpose 
steam packing. 


Ask our nearest branch to send you our Packing Booklet 
containing fourteen money-saving suggestions. 


THE DIAMOND RUBBER COMPANY, INc., Akron, Ohio 


camino Oe 263 Peachtree St. San Francisco...... 401 Mission St. New York....... 1780 Broadway 
Chicago. ..+...1925 Michigan Ave. ee 869 Boylston St. Philaielphia..... 1248 N, Broad St. 
Kansas City. .23rd and Grand Ave. i ee 1201 Young St. ne 115 King St. 





Diamond 
Packing 
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SALAMANDERS 


We Are Able to Supply You in Any Quantity 
Write for Prices 


SOMERS, FITLER AND TODD COMPANY 
327 Water Street, Pittsburgh, Pa. 


SAFETY SET SCREWS 


Sell Mac-it Set Screws 
once and the repeat orders 
come automatically. The 
best steel, specially al- 
loyed, specially heat treat- 
ed, enables you to push a 
set screw that will stand 
up under the toughest 
tests. Once a Mac-it user, 
always a Mac-it chooser. 








The STRONG, CARLISLE 
& HAMMOND CO. 
Cleveland, O. 
BRANCHES 
Boston Philadelphia Detroit 
New York Chicago 


Make Mac-it Endurance Your Sales Insurance 


PRINTED BY ATWELL’ PRINTING &. BINDING CO., CHICAGO, ILL. 





